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Eveready Layerbilt 

“B” Battery No. 

486, the Heavy- 

Duty battery that 

should be specified 

for all loud-speaker 
Sets. 


The Layerbilt pat- 
ented construction 
revealed. Each layer 
is an electrical cell, 
making automatic 
contact with its 
neighbors. 


Para, 


=) Radio is better with battery power 


RADIO receivers designed for 
quality reproduction operate best 
on well-made dry cell ‘‘B’’ bat- 
teries. What your ear tells you 
about the performance of battery- 


run sets is confirmed by labora- 
tory tests that reveal that bat- 
teries alone provide steady, noise- 
less. “B” 
from and adding nothing to radio 
Batteries, and_ bat- 
teries alone, provide pure DC 
(Direct Current). Only such cur- 
rent can give the best results of 
which a set is capable. 


current, taking nothing 


reception. 


Battery Power is dependable, 
convenient and reliable, under the 
user’s sole control, ever ready to 
serve when the set is turned on. 


As “B” batteries approach the 
end of their usefulness, a slight 
drop in volume gives warning in 
ample time. No one need ever 
miss even a single concert from 
a battery-equipped set. 

Not only in results, conve- 
nience and reliability are ‘‘B”’ bat- 
teries unequaled, but they are also 
unapproached in economy, pro- 
vided, of course, the correct size 
batteries are used. That means 
the Heavy-Duty type for all re- 
ceivers operating loud speakers, 
as most do nowadays. Smaller 
batteries are not as economical, 
though they give the quality ad- 
vantages of Battery Power. 


Those are the fundamental 


facts about radio batteries, as 
given to the public in our April 
advertising. That it will have a 
tremendous influence on battery 
sales is evident. Make sure your 
dealers are well stocked with the 
Eveready Layerbilt “B” Battery 
No. 486, the best and most eco- 
nomical ‘“B” battery ever built. 
NATIONAL CARBON CO., Inc. 
New York San Francisco 


Atlanta Chicago Kansas City 
Unit of Union Carbide and Carbon Corporation 





Tuesday night is Eveready Hour Night 
—9 P. M., Eastern Standard Time 
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NE OF the old and honored 

names in the electrical supply 
jobbing industry is that of the Rob- 
ertson-Cataract Electric Co. of 
Buffalo, N. Y., which recently passed 
its twenty-fifth anniversary. This 
house was started in 1902 by the 
Robertsons as the Robertson Electric 
Co. The Cataract Electric Co. of 
Buffalo was bought out and consoli- 
dated in 1908 to form the Robertson- 
Cataract Electric Co. J. D. Robert- 
son is now the president, W. E. Rob- 
ertson, vice-president and _ general 
manager and F. R. Morris, vice-presi- 
dent and sales manager. Through 
the progressive management of these 
men, who are the subjects for this 
month’s cover, the company, with its 
Rochester, Syracuse and Utica 
branches has become one of the most 
important factors in the electrical 
wholesale business in Western New 
York. 

* * 


NATION-WIDE study of noises 
made by street cars, trains and 
other sources of loud noises, is 
planned by the National Safety Coun- 
cil, to investigate their effects on 
sleep, hearing and health in general. 
We don’t know just what they mean 
by “other sources of loud noises” but 
we hope they include the following: 
An investigation of the loud noise 
heard from some sources that job- 
bers’ salesmen are only “order 
takers.” This noise is particularly ir- 
ritating to the nerves. We can ‘ell 
that to the Council at once and save 
them the cost of research. It is ir- 
ritating because there is no salesman 
of whom we have heard who has more 
knowledge to acquire of diversified 
lines than he, and who has assimilated 
such a fund of information on the 
merchandise he represents. A man 
who can sell a high-line one day, go 
into the merits of home appliances 
the next, and tell a contractor what 
he needs for a wiring job on the 
third, cannot ever be _ legitimately 
an “order taker.” And still we hear 
misguided or misinformed people call 
him just that. It is time for such 
“noise” to be stopped. 
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A great new idea! 


—TEDCO— 


Automatic 


Heat Control Plug 


Full Automatic 
Heat Regulating 
Saves 40% Current 
Eliminates Burn-outs 
Reduces Fire Hazard | 
Protects Lives and Property 
Made of Bakelite 

No Competition 

Protected by Guarantee 
Twenty Million Users of Non- 
Automatic Irons are  Pros- 
pects 

Rockbestos Cord 


Universal Contacts 


It’s the 


Take a good look at the plug above. 
biggest little thing that ever came your way. It 
will enable an electric iron (or any other appli- 
ance requiring heat control) to be operated at 


any heat desired—and it will enable you to book 
real orders from your dealers who will be de- 
lighted when they see it and realize its tre- 
mendous sales possibilities. 
The TEDCO AUTOMATIC 
TROL plug means just that 
any heat between 100 and 
600 degrees can be secured and 


HEAT CON- 
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Plug, 


Just a turn of the dial (shown above) does the 
work. 
There's no competition on this plug, because it 
the heat. Fits practically every heating 
appliance; and it’s the neatest, most compact 
job you ever saw. Its rich brown (BAKE- 
LITE) color and attractive red dial are great 
sales stimulators. 
TEDCO Plugs will be packed in attractive Dis- 
play Cartons and will be backed by aggressive 
advertising to your trade, Dealer Helps, etc. 
Jobbers! Write or wire us now. 


Manufactured by 
THERMO ELECTRICAL DEVICE COMPANY, Philadelphia, Pa. 





Sole Selling Agents: Paragon Electric Sales Company, Inc., 215 South Fifth St., Philadelphia, Pa. 


Tedco 






Automatic 


List 
$2.00 


Complete 
Rockbestos 
List Price $2.50 


Price 


with 


Cord, 
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Jobber and the Central Station 
‘ OU jobbers are active, energetic, ambi- 
tious. Seek your place in the sun. Get in 
the picture. Reconcile yourselves and ad- 
just your business to the new conditions.” ‘Thus 
spoke George Lee, counsel of the Nebraska 
Gas & Electric Co. in the opening remarks of 
his address at a meeting of electrical jobbers. 

And he made another important and very 
significant statement when he said, further: 
“The jobber can be of invaluable assistance in 
creating fine public relationship in helping solve 
the important problems of the electrical indus- 
try.” 

Perhaps we find undue significance in this 
statement because it fits in with a view that we 
have long held and frequently expounded in 
these columns. It is simply this: Jobbers have 
witnessed a diminution of their business with 
the central stations since the period of central- 
ized operation and syndication came in. ‘This 
led to centralized buying, on the part of the 
syndicates, with certain immediate economies. 
This was natural, and it was just as natural 
that many jobbers came to the conclusion that 
the central station business, as far as they were 
concerned would soon reach the vanishing point, 
and they thought they might as well call it dead 
and buried for all time. 

But we have maintained that there would 
eventually be a reaction. We still believe this, 
and further, that the reaction is already setting 
In. 

This matter of public relations is a tremen- 
dously important one to every individual cen- 
tral station property. Furthermore it is a local 
one. Now a single jobber or a group of jobbers 
in any community is, by virtue of an intimate 
contact with a great number and variety of in- 
terests in that community a powerful force in 
the molding of public opinion. ‘This fact alone, 
aside from the merchandising service that he 
renders, makes him important to the local man- 
agement of that central station, regardless of 
the fact that headquarters of the syndicate may 
be a thousand miles away. 

Slowly but surely the local influence of the 
jobber is becoming recognized and when it is, 
fully, vou will find that local buying through 
the jobber will once more be the rule. 

As Mr. Lee pointed out—this is not a direct 
quotation but very nearly the thoughts he ex- 
pressed—‘“It is vour fault and yours alone if 
vou do not create your very important and 
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prominent place in this attractive, growing elee- 

trical industry—an industry of which we can still 

say that it is in its very infancy and which will 

play the prominent part in revolutionizing the 

social, industrial and economic life of the world.” 
* * x 


White Sulphur In May 


EKCENTLY the Electrical Supply Job- 
R bers Association has gone enthusiasti- 
cally to work to further enlarge its 
membership, and this publication has carried a 
number of articles on the subject. The associa- 
tion realizes that the more nearly its member- 
ship comes to being entirely representative of 
the industry the more effective its work will be. 
The next general meeting of the association 
will be held in White Sulphur’ Springs. 
W. Va., May 5 and 6, with committee meetings 


preceding it as usual—May 2, 3 and 4. As 
announced last month there are seven new 


jobber members of recent date who will partic- 
ipate in the activities for the first time at this 
meeting. Undoubtedly there are others who 
will be brought in before that time who will 
also be present. 

In vears past it has been the custom to hold 
the convention at Hot Springs, Va. This vear 
in going to White Sulphur—the Green Brier 
—the same climatic conditions will obtain and 
the golf, riding and other entertainment facili- 
ties will no doubt be equal to those at Hot 
Springs, so the new members will find every- 
thing just as congenial and the old timers will 
get something of a “kick” out of going to a 
new place. 

H. C. Downing, of the House of Downing. 
Des Moines, la., is the chairman of the enter- 
tainment committee. He announces that there 
will be a banquet Thursday evening, May 5, 
with music and a good time for evervbody who 
attends. ‘Tickets will be $2.50 and no compli- 
mentaries, even to the chairman of the enter- 
tainment committee. The banquet will be more 
or less of a novelty at an FE. S. J. A. meeting, 
the association in the past having preferred to 
be “different” in this respect. But it has finally 
fallen for the time-honored custom.  Every- 
body will also be asked to register and wear a 
badge, an innovation as far as this association 
is concerned, and another indication of changing 
times, for as the association grows it Is no 
longer possible for every jobber to know every 
other jobber and call him by name as in the 
old days. 
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VERY time a jobber’s salesman 
neglects to sell Dundee “B” 
Friction Tape when taking .an 
order for wire, he is passing 
money by just as surely as though he were 

overlooking it lying on the sidewalk. 



























Obviously, a contractor preparing for a 
wiring installation needs tape for the 
work. Equally obviously, he is going to 
buy it for that work. And, there is no 
better time to sell him Dundee “B” Fric- 
tion Tape than when you are taking his 
order for a wiring installation. 


And—don’t forget our other products 
—QOkonite Tape, Dundee “A”, and Man- 


son Tape. Sell them all. 





THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


SALES OFFICES: NEW YORE CHICAGO PITTSBURGH ST. LOUIS 
ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 
F. D. Lawrence Electric Co., Cincinnati, O. 

Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 


Canadian Representatives: Engineering Materials Limited, Montreal 
Cuban Representatives: Victor G. Mendoza Co., Havana 
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Rough Stuff, But Straight 


“Stop Letting the Brick Layer, Hod Carrier and 


Plumber Make a Monkey of You,” Said This Jobber 
Salesman To His Dealers, and He Got Away With It. 


E WILL eall this contractor Mr. John Wishwell, 


W:: Posey, Ill. He had his home renovated last be price cutting. 
summer. Bricklayers, plasterers, plumbers, car- 


When John Wishwell was a boy, a bricklayer would lay 


penters, and hod carriers, whom we will call artisans, 


were employed by him, 
being paid a larger weekly 
wage than he or a good 
many other electrical con- 
tractors earned. A negro 
hod carrier was_ paid 
$11.00 a day to carry 
brick and mortar to the 
skilled bricklayers referred 
to. 

When 5 o'clock came 
each afternoon, the work- 
ers hurriedly dropped their 
tools and went home. 

Often in the course of 
their work, they would 
leave unfinished a piece of 
construction that might 
take from 10 to 15 min- 
utes to complete. 

Would they stay to com- 
plete it? Never! 

They were paid for 
eight hours work a day. 
That was all their em- 
ployer was entitled to. If 
they labored 10 to 15 min- 
utes over time a day, it 
would be giving their em- 
ployer time that otherwise 
he was not paying for. 

Giving more than eight 
hours labor for eight hours 
pay would be equivalent 
to selling their service for 











H. H. Heinze is a go-getter salesman for the 
Middle States Electric Co. of Chicago and is located 
in Dixon, Ill. This is a “speech” he made to a group 
of contractors in a small Illinois town. His stuff 


, 


“went over big,” so it is said. Perhaps some other 
salesmen, when they feel the urge to make a speech 
coming on, can make use of some of this material. 








less than their union prescribed, in other words it would 


all the bricks he could in a day. A bricklayer at that 


time took a pride in the 
number of bricks he was 
able to lay. It was an 
achievement. 

Being more dexterous 
with the trowel and more 
energetic, made him stand 
on a pinnacle a mile above 
the morons and the drones 
who laid only a fraction 
of the bricks he did each 
day. 

Today this pride is all 
gone. Through the power 
of organization, all brick- 
layers, in return for pay 
received, now deliver ap- 
proximately the same quan- 
tity of work. 

You get what you pay 
for—nothing more. 

As he watched these 
high priced, thoroughly 
organized artisans work- 
ing with their $11.00 a 
day hod earrier, John 
Wishwell thought of his 
fellow workers in the elec- 
trical contract trade. 

He contrasted their edu- 
cation with the education 
of the artisans and the 
negro hod carrier. He al- 
so contrasted their oppor- 
tunities with those of ar- 
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tisans and negro hod carriers. He contrasted their 12 
hours a day of work with the eight hours of the same 
artisans and hod carriers. 

The electrical contractors’ six days a week labor—Sun- 
days and holidays the same as all other days—did not 
compare favorably with the 514 days labor of the others 
who also had Saturday afternoon and Sundays for re- 
freshment and rest. 

He contrasted their incomes with the income of thou- 
sands of contractor dealers. 

Then he thought what sublime suckers the contractor 
dealers of Illinois were to give away their profits on 
standard merchandise they sell, when the worker gives 
away nothing—-when he demands and gets for his labor 
the last penny that the power of organization can get for 
him. 

What poor fools we are, said John Wishwell to him- 
self, to sell hod 
their pockets stuck with high wages—products that cost 


these artisans and negro carriers- 
25 cents for 25 cents. 

When we need their services, they sock us the union 
limit without remorse—give us no concessions of any 
kind. 

When they need our service why should we give it to 
them for nothing? asked John Wishwell. 

They can afford to pay and should pay. 

These artisans and negro hod carriers, thought John 
Wishwell, are a cross segment of universal conditions 
existing everywhere today—all other workers are being 
paid proportionally as well. 

Obviously, as long as the contractor will work for 
these folks for nothing—will give away a large volume 


of his folks will 


garner every nickel in sight, they will let him do so: 


annual business with profit—these 
then laugh at him as the world’s most illustrious edu- 
cated fool. 

Why is the contractor in this ridiculous condition to- 
day? asked John Wishwell. 

Lack of organization, was the answer. 

His world is encompassed by the four walls of his 


store or place of business. 
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He considers his competitors enemies. He rarely con- 
He believes they are trying to take the 
bread away from his children. They are injuring him. 
Though confronted by vital problems of mutual concern 
he never gets together with them, to discuss conditions 
like these. But the artisans and hod carriers get together 


sults them. 


Keeping apart from his fellow workers, there can, of 
course, be no understanding and no working agreement 
of all. If the bricklayers did this—if they kept apart 
the way the contractors do, one would be offering his 
services for $16.00 a day and another for $7.00. 


By getting together, all get $16.00 a day. Thus the 


condition of all is improved. 

Organization receives what individuals never could re 
ceive. 

The process is simple. The power to improve condi 


tions is in the hands of the contractors themselves if 
they will use that power as these artisans have used it. 

Taking a leaf from the book of experience of these 
artisans John Wishwell started to get the contractors of 
Posey, Ill., and other towns of his county together. 

When they got together, they found that none had 
horns, cloven feet or social eczema. They were all de- 
cent, nice folks, seeking an opportunity to live and to 
support their families as clean decent men should. 

There was nothing evil about any of them. 

As the matter of fact, once they really got acquainted 
with each other, they liked each other. All had the 
All were worried about them. And all 
would like to see them solved for the mutual benefit of 


the group. Understanding replaced misunderstanding. 


same problems. 


Fifty items that had been cut to the bone were ad- 
Then fifty more items that had 
been cut were given similar treatment. ‘Total, 100 items, 
on all of which these artisans and $11.00 a day negro 


vanced 20 per cent. 


hod carriers are now paying 20 per cent more. 

That 20 per cent is a difference between profit and 
loss. 

The profit and loss statement of one single store shows 
$700 more profits for the store than would or could have 


been the case if the contractors (Turn to Page 70) 
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1925, it was thought by some a forerunner of a financial crisis. 
The following year destroyed any evidence of disaster and 1927 
has opened with business traveling at a steady, prosperous 
gait—Chicago Commerce. 


The young giant, 1926, depicts the tremendous amount of 
business done during the last year. The cycle theory of 
yearly business is illustrated here in the comparative figures 
representing the prosperity era since 1918. At the close of 
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Introducing New Lines 


Two Electrical Jobbers Give Their 
Views on This Important Subject 














J. H. CAMPBELL 


Sales Manager 


Varney Electrical Supply Co. 


Indianapolis, Ind. 


EFORE definitely deciding to take on a new line we con- 

sider it from many different angles; the standing of the 
manufacturer, factory co-operation and sales assistance, quality 
of merchandise, popular demand and whether or not the cost of 
selling will be too high for the margin of profit, also if na- 
tionally advertised. Some very important factors are often 
overlooked by the distributor, that is, the selling policy of the 
manufacturer. Will he sell direct to the trade, how many dis- 
tributors will he appoint in each territory, will he protect the 
dealer and distributor for price decline? These and many other 
things too numerous to mention require careful consideration on 
the part of the jobber. 

After completing the necessary tests and investigation, we ask 
the manufacturer to talk to our salesmen and to demonstrate 
his product to them so that they will be familiar with the item 
that we expect them to sell. 

As soon as the order is placed we send out circulars to a 
selected list of prospective customers informing them that we 
have taken on the line and that our representative will call and 
explain it to them. If the size of the article permits, our sales- 
men carry samples over their entire territory and they become 
familiar enough with the article so that they can demonstrate it 
and talk intelligently regarding it and its merchandising pos- 
sibilities. 

The jobber’s salesman usually sells the thing he likes or is 
“sold on,” and, as a consequence, we try to “sell” our sales- 
men on each new line. 








M. G. WILLIAMS 


Vice-President 


Matthews Electric Supply Co. 


Birmingham, Ala. 


EK HAVE never established a hard and fast rule in taking 

on new lines of merchandise. Sometimes our salesmen 
suggest new lines but, in most cases, we get our information di- 
rect from the manufacturers. 

If we are convinced that the manufacturer’s policy is a cor- 
rect one and its program assured over a period of years, we can 
then proceed to contract for the line. It is understood, of 
course, that we have already analyzed the market and feel con- 
fident of a reasonable turnover. 

We never sample our territory before taking on a new line. 
In some cases, where arrangements can be made and the line 
represents large stock investments, we have the manufacturer’s 
representative meet with our sales organization and give them 
full details before introducing to the trade. If at all possible, 
we have our salesmen carry samples of new lines, for it has 
proven successful. 

After the salesmen have sampled the territory, we follow 
through with suitable broadsides and sales letters, for we realize 
the necessity of supporting the salesman’s personal solicitations 

Some lines require greater sales effort and a longer period of 
time to introduce than others, but we have no fixed time to 
establish a line. With so many lines in the distributor’s catalog, 
it becomes necessary for the manufacturer to observe closely 
the distributor’s turnover and, if possible, do a little missionary 
work with him. 

The electrical industry is moving at a rapid pace and, with 
new distributors opening up each year, we must be on the 
lookout for new lines if we expect to maintain our volume. 
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If We All Would Swallow Sand 





We Would Find That Many a Factory Would Buy 
Better Lighting Than We Ever Dreamed of Specifying 


By HAROLD H. GREEN 


NCE upon a time there was a bashful young man 
who was much in love with a very beautiful girl. 
At least, he thought he was. And one balmy 
night the bashful young man and the very beautiful 
girl went walking on the beach. 
down on the beach and began looking at the moon. They 
looked and looked at the moon for a long, long time but 
the bashful young man didn’t say a word. So after 
awhile the girl had a good eyeful of the moon and she 


Pretty soon they sat 


began wishing the young man would do or say some- 
thing about it. But the young man didn’t say a word. 

So the beautiful girl decided that it was up to her to 
Being thus decided the girl turned to 
the man and asked, “What have you got in your mouth?” 
“Sand,” said the young man, thinking that would be a 


start something. 


good alibi for his being so silent and so dumb. 

“Swallow it,” said the fair damsel. “You need it!” 

So he did and they got along fairly well for quite 
a while. 

Therefore let us take for the text of this morning’s 
discussion the words of the very beautiful and also very 
wise bimbo, “Swallow some sand, you need it.” 

In order that all may be amiable between us, do not 
consider that I am tossing the above text at anyone in 
particular or that I am leaving myself out of the group 
picture. But I do maintain that four out of every five 
of us who sell lighting can well afford to swallow some 
sand, whether we have pyorrhea or not. 

Better first that we get the true meaning of sand as 
here prescribed. Do not for a minute consider it now 
as a synonym for crust. Crust in its place is all to the 
merry but crusty salesmen are as distressing as half a 
worm in your apple. 

The young lady on the moonlit beach was suggesting 
to the young man that a little more faith in himself and 
whatever he had to offer would be very much in order 
and my plea to you today is to have more faith in your 





own ability and more faith in the good lighting you sell. 

As Lisle Foster, the Buckeye Electric salesman, who 
sells factory lighting installations faster than a cat can 
climb a tree, says, “Don’t believe in good lighting the 
way you used to believe in Santa Claus—believe in it 
because every effort you have made to find out about it 
has convinced your mind and soul that it pays—always. 
That gives you a conviction you can sell.” 

You don’t get to believe in good factory lighting by 
figuring up that you've got to sell so many lamps, reflec- 
tors or what have you this month, to come up to your 
sales quota. You don’t get to believe in it by just read- 
ing a bulletin or two or being told how much light 
increased production for Timken, or White Motor or 
the Detroit Piston Ring Co. or a dozen others—al- 
though all that dope is powerful ammunition to have 
in your belt. 


Take a Foot-Candle Bath 

You will get to believe in good lighting when you go 
out and talk to the men in an industrial plant that have 
really put in an “up and at ’em” lighting installation. 
They'll tell you and your eyes will sell you. Get out 
in a well lighted factory and gather an eyeful and an 
earful and then compare it all with what you find in a 
poorly lighted factory. That will give you the old fight 
that comes with a deep seated faith. Then get a real 
knockout installation of your own in somewhere and 
you'll go like prairie fire. 

See for yourself and hear from those who use it just 
how good good factory lighting is and you'll swallow 
some sand doses that will make you live happily on 
the proceeds of good factory lighting for a long, long 
time. 

I’ve talked to a lot of men in the past few weeks who 
have drunk deep of this industrial lighting dope—cen- 
tral station men, jobber’s men, contractors and lamp 
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men. it seems to have hit them all in the same way. 
Their faith in good lighting has given them that some- 
thing that Elinor Glynn calls “It.” They are all sell- 
ing hand over fist, nothing seems to stop them because, 
they are selling something that they know is good, some- 
thing that always pays the customer. 


There seems to be something in a lot of us that makes 
us hesitate to tell people just how good the things we 
have to sell really are: (Of course I know that there 
are a few wild eyed men that make a lot of false claims 
that nothing could live up to but I’m referring to the 
great majority that take their selling seriously.) Cer- 
tainly there is evidence that we are underselling light- 
ing instead of overselling it. Perhaps it’s because lighting 
developments have come so fast and the knowledge of 
what good lighting will do for industry is so new and 
therefore startling that we sometimes hesitate to tell the 
whole story for fear it won't be believed. We are apt 
to try to take a customer on the road to better light a 
little way at a time, when as a matter of fact it would 
be more profitable for the customer and everybody con- 
cerned if we gave him the best of light right off the 
bat. You'd be surprised at how often a factory wants 
something better than you dare to suggest. 

I’ll illustrate that point with a laugh on the boys at 
Nela Park—an actual experience. 

It seems that a few years back they put in what 
was considered an ideal lighting installation in a large 
Cleveland plant. Thereafter, whenever visitors came to 
Nela and wanted to see good industrial lighting they 
were taken to this plant and proudly shown the last 
word in lighting. 
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But one day a Cleveland contractor, who had swal- 
lowed his sand and knew just how much good lighting 
paid, walked into the plant and convinced them that if 
their existing lighting was excellent, still better lighting 
would be even more desirable. In short he sold this plant, 
with the ideal lighting system, on the idea of trebling 
their wattage. So now visitors at Nela are taken to an 
even more ideal industrial lighting installation and the 
people who are paying the increased light bills say that 
their money is better invested than ever—that the in- 
creased cost in lighting doesn’t compare with the in- 
creased production of the plant. 


Yesterday I had lunch with Walter Sturrock, an 
illumination engineer at Nela Park who knows his fac- 
tory lighting if any man does. He told me of how, 
when a few years back he was asked to give certain 
lighting specifications for an industrial plant he trem- 
blingly recommended lamps of 750 to 1000 watts. He 
trembled because it had been customary to specify 300 
watt lamps for similar installations. But he recom- 
mended the larger lamps because he was convinced that 
1000 watt lamps would do the job better. 
the 750 watts as a compromise in case the customers did 
Sturrock told me that he 
was the most surprised man in the world when he found 


He put down 
not want to go all the way. 


that 1000 watt lamps were put in without a quibble. 
And what’s more, he tells me that they have stayed in. 

That was a good dose of sand for Walter Sturrock 
and since then he has always specified 1000 watt lamps 
on similar jobs. He has learned that the best light is 
the best investment for the con- (Turn to Page 80) 
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Go Out and Bathe Yourself in The Foot Candles of a Plant That’s Lighted Like This and You'll Get More Selling Inspira- 


tion Than You'll Find in a Dozen Text Books—The Van Dorn Electric Tool Co., Cleveland 
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Time Out to Help the Dealer 


If You Can’t Show Him How to Sell More 


IMPORTANT MAN IN THE INDUSTRY.’ 





Goods, You Can’t Sell Him More Yourself 
J. C. DAVIDSON 


Manager Electrical Department 
Hendrie & Bolthoff Mfg. & Supply Co., Denver 


AN INTERVIEW 


¥ OT LONG ago, I dropped into an electrical 
store here in Denver, after noticing what an 


excellent window display the manager and his 
assistants had put in. It was excellent from a beauty 
standpoint and followed out some of the rules of win- 
dow display advertising admirably, particularly in as 
much as the display led the spectator, from the window 
front, down the sides and to the door of the store. There 
was the psychological pull, as it were, once the passerby 
stopped to see what was in the window, that should lead 
him into the store, to the counter and take the coin out 
of his pocket book for deposit in the cash register. 

““Fine window, you have, Mr. Blank, I remarked. 

“‘You bet it is,’ he replied. ‘We worked hard to get 
that window in just right and I’m proud of it.’ 

“I knew there was something lacking, but wasn't cer- 
tain, so I said, ‘Let you and me sit down here and count 
the number of people who stop and look at the merchan- 
dise. You count the number of persons who go by and 
I'll count the number who stop and look into it.’ 

“This was agreed. And for an hour we counted. The 
result was that during that hour two persons out of 
every 10 stopped to look at the window. 

“We both thought that was too low a figure. 

“ ‘What's wrong with it?’ he asked. 

“Lack of action. You need something to attract their 
attention to the window whereupon they'll stop and look 


at the display. 


Fold. 


“It Is Life Or Motion That Most Readily At- 
tracts The Eye And Arrests The Attention. 
Any Inanimate Object And Couple It With the 
Living Element Or Next To That, The Element Of 
Motion, Which Implies Life, And Interest In That 
Object Is Increased To An Astonishing Degree. 
Wherever Life or Motion Can Be Introduced Into 
A Window Display Its Value is Increased Many 


“Well, he got busy immediately. He and an assistant 
pulled enough stuff out of the window to provide room 
for some red and green Christmas tree lights equipped 
with flashers, then put the goods back. 

“We sat down to count again, and in the next hour 
we found that the action element caused eight out of 10 
persons to stop and look at the display; a much better 
ratio. 

“As a matter of fact, the suggestion I made to him 
was as old as the hills. It is life or motion that most 
readily attracts the eye and secures attention. Take any 
inanimate object and couple it up with the living ele- 
ment, or next to that the element of motion, which im- 
plies life, and interest in that object is immediately 
increased to an astonishing degree. Yet how many win- 
dow displays are pictures—‘beautiful but dumb.’ 

“TI made a friend out of that dealer, for I helped him 
solve a merchandising and advertising problem, by some 
constructive criticism. A dealer appreciates criticism, if 
it is presented in the right manner and is constructive. 
I don’t believe in patting every dealer on the back in 
hopes that my compliments—just or unjust—will in- 
crease his respect for me, my house and my goods. If 
you can’t show a man how he can sell more goods, you 
can't sell him more yourself.” 

This illustrates one method an electrical salesman can 
follow to make friends for himself. Two hours’ time 
were spent in taking the census (Turn to Page 78) 
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Jobber Sales Activities In The 
Industrial Plant Field 


3—Fuses. Going After the Business. Successful 


Methods 


Followed by Jobbers 


and Jobbers’ 


Salesmen Who Are Securing Volume On This Line. 


EW JOBBERS overlook the advantages of handling 
F a fuse line, for it represents volume, is profitable 

and has a most attractive “turnover” feature. 
While the solid fuse is not to be overlooked, it is the re- 
newable type with which this article is particularly con- 
cerned. 


smaller towns, wherever there are industrials, it is desirable 
to pass this business through the contractor-dealer and 
to work with him in every way possible. 

In the very large industrial centers it is more or less 
a “free for all battle’ for the industrial plant business 
among the jobbers, and 





No one questions the de- 
sirability of good fuse ac- 
counts in the industrial 
field, for there is no line of 
merchandise sold by the 


“( aid the contract” 


given to every jobber’s salesman. 
Most jobbers handle two lines, some these exceptionally large 


most of the prospects are 
tt] of pretty sizable propor- 
s Ue Ore tions. The country over, 


however, disregarding 


jobbers’ salesmen to this 
class of customer on which 
the replacement feature is 
Other 
electrical material is sold, 
installed, and serves_ its 
purpose for years, but a 


more pronounced. 


fuse may have to be re- 
placed the day after it is 
installed, due to overloads 
or short circuits. This 
brings up also the point of 
service in keeping up the 
fuse stock of an industrial 
plant, and the salesman 
who follows up his cus- 
tomers closely on_ this 
staple and frequently need- 
ed line maintains a contact 
that leads to much other 
business. 

It is extremely neces- 
sary that these plants 
carry a stock of the most 
essential electrical devices 
which they use, for inter- 





three, with equal effort put on all, but 
always behind it is the instruction, 
“get the contract” on some line of re- 
newable fuses. This contract agree- 
ment is extremely effective. A man 
signing it is quite as certain to order 
on this contract as he is on a battery 
contract or any other signed agree- 
ment. Jobber’s salesmen, too, are 
ready to “play the game” and when a 
contract is secured by a competitor 
they are not likely to solicit business 
until the expiration date is at hand. 
This fact is, of course, not necessarily 
lived up to in every case but in the 
main it is found to be true. This is 
one of the points brought out in this 
article on the selling of fuses to in- 
dustrial plants. Unquestionably, there 
is a big volume of nice “turn-over” 
business awaiting the jobber’s §sales- 
man who pushes this line. 








centers, jobbers’ salesmen 
cannot afford to create an- 
tagonism among their good 
customers, the contractor- 
dealers, by taking the busi- 
ness of the industrials in 
so staple a line as fuses. 
Nor do they do it. One 
jobber’s salesman, a most 
successful one over a pe- 
riod of 18 years, when call- 
ing on industrials goes so 
far as to introduce himself 
as representing the Blank 
Electric Shop, which after 
all is really what he is do- 
ing in that particular case. 
When he secures an order 
for fuses, he places it 
through this dealer and se- 
cures in return an order 
for additional stock, not to 
mention a _ big slice of 
“good will” which ° the 
dealer expresses in orders 


for other material. 





ruptions to service, light, heat or power are expensive. 
They limit production and waste that important factor in 
the industrial life of America—Time. 

In connection with fuses it becomes necessary to 
deviate somewhat from the general lines of procedure 
recommended in the earlier articles of this series. In 
that case it was recommended that the average size jobber 
would do best to confine his efforts to a zone of industrial 
plants ranging from approximately 50 man size down to 
five man size, leaving, in the case of the sales of such 


items as motors and control equipment, the larger plants 
for the manufacturer to develop and the small neighbor- 
hood plants for the local contractor-dealer. 
fuses it is different. 


But with 
In the average size cities and the 


There exists among the jobbers and the jobbers’ sales- 
men, a line of attack in going after the renewable fuse 
business which is quite similar in every case. Working 
independently, they have all apparently reached the same 
conclusion as to the best method to use in selling this 
profitable line. 

Each industrial plant has an electrician, or, depending on 
its size, a force of electricians. In the latter case, a chief 
engineer in charge of all mechanics has the authority to 
place the orders. The jobber’s salesman develops the 
electrician first of all. By rendering service, offering 
suggestions, giving what help he can, he soon gets on a 
friendly basis with him. After that he watches for an 
opportunity to secure for the particular renewable fuse 
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which he is handling, a trial installation. This generally 
comes when some one line in the plant is giving trouble. 
His friend the electrician tells him about it and the job- 
ber’s salesman loses no time in suggesting that one of his 
fuses be tried at that point. 

The electrician finding his trouble there eliminated or 
at least reduced takes on the line or, in a case where the 
chief engineer is involved, makes a recommendation. The 
latter, having a general training only, and the responsibil- 
ity of the entire plant, is forced to rely on the judgment 
of his electricians where matters of an electrical nature 
are involved. 

A case in point is that of a jobber’s salesman located 
in the Middle West, who, after developing the friendship 
of the electrician, asked for a trial test of his fuses. 
The electrician was agreeable and a manufacturer’s repre- 
sentative was secured to help the jobber’s salesman. 
Samples were installed, comparative tests made, the elec- 
trician reported the results to the chief engineer and a 
contract including an order for $400 was secured, with, 
of course, repeat business to follow. 

In interviewing jobbers on this subject, it will be grati- 
fying to manufacturers to learn that every sales manager 
called on spoke in particular of the splendid co-operation 
received from manufacturer's representatives. These 
field men “call any place there is a smoke stack.” They 
make every effort possible to secure an initial order, and 
a contract. This contract is turned over to the jobber 
specified by the industrial plant. These men work con- 
stantly with the jobbers’ salesmen, are ready and willing 
to go anywhere, anytime, to help secure a contract and 
order. The salesmen know this fact, keep it in mind, and 
consequently are continually weeding out their territory 
for prospects on which the manufacturer’s representative 
can give them help. 

“Get the contract” is the order given to every jobber’s 
salesman. Most jobbers handle two lines, some three, 
with equal effort put on all, but always behind it is the 
instruction, “get the contract” on some line of renewable 
fuses. This contract agreement is extremely effective. 
A man signing it is quite as certain to order on this con- 
tract as he is on a battery contract or any other signed 
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agreement. Jobbers’ salesmen, too, are ready to “play 
the game” and when a contract is secured by a competitor 
they are not likely to solicit business until the expiration 
date is at hand. This fact is, of course, not necessarily 
lived up to in every case, but in the main it is found to be 
true. 

In discussing the subject of id fuses to industrial 
plants with a jobber’s salesman of long experience, he 
remarked, “I will give you an example of fuse orders and 
how they magnify. 

“A manufacturer's representative of the line of fuses 
which we are now handling dropped into a medium sized 
plant located in one of the smaller towns in my territory not 
so long ago, and secured an order for $80 worth of fuses. 

“With this order in his pocket he called on the local 
contractor-dealer, a customer of ours. After the usual 
preliminaries, he told this dealer about the order, pointed 
out how well he could serve the plant locally and offered 
to give it to him if he would sign a $150 contract, which 
the dealer agreed to do. 

“The next morning found him in our offices telling the 
same story to us, and offering the business if we would 
sign a $1000 contract which we did. 

“There is an example of how a fuse order can magnify, 
and the job at this point was only half finished. It was 
then up to me, the jobber’s salesman, to go out with that 
contractor-dealer and help him turn over his stock, for 
only by doing that would his contract be of value to us. 

“Now in my opinion, and one which I practice, a job- 
ber’s salesman can secure a great deal of business by fol- 
lowing this method within the scope of his position. 
There are many industrial plants in my territory on 
whom I call, secure an order for fuses, give it to the local 
contractor-dealer and in turn secure his contract.” 

In the larger cities, hotels and office buildings which are 
treated in much the same fashion as industrial plants, 
offer equal opportunities for the sale of renewable fuses 
and prove quite a lucrative business as is evidenced in the 
case of a jobber who recently secured a contract and an 
order for an initial installation of $2000 worth of renew- 
able fuses in a new hotel. 

Jobbers’ salesmen practicing the 


(Turn to Page 74) 
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Bonus For Counter Men 


N MARCH first a bonus system was started by the 
. C. Roberts Electric Supply Co. of Washington, 
DD). C., to cover counter sales only. Each month a 
cash bonus will be given to the counter salesman who 
has made the highest total gross sales. 
this compensation, the counter men are pushing sales on 
one picked line each month, for which the highest man 
receives an additional cash prize. The cost of keeping the 
sales record is very low, and the company is looking for- 
ward to a substantial increase in counter sales, and service 
Although the system had been in effect only 
at the time of writing it had received much favor- 
An expression from other jobbers who have in ef- 
fect, or who have tried at any time a counter bonus plan will be 
greatly appreciated by the above company, as it is anxious to receive the 
viewpoints of those with experience along this line. 


In addition to 
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Sales Contests in the Light of 
Experience 


One Sales Manager Said He Would Rather Have a Crew 
of Howling Dervishes on a Good Fighting Contest 
Idea than Any Learned Crowd of “Maybe - But - ers” 


By EDGAR PAUL HERMANN 


tion executives is unending. Many of us learn from 
their methods, much. 
Their tenacity is unsquelchable! 
instance. 


[een secu of sales managers and sales promo- 


Take contests, for 


follow-through or management of the contest is not 
right, you can’t expect it to succeed. An automobile 
may fail to go if any one of a hundred things is wrong 
—oil pump, coil, gas line, what not—that is true, but 

that does not keep some fifteen 





A sales manager told me he 
would rather have a_ loyal 
crew of howling dervishes, 
and a good fighting contest 
idea, on his sales staff, than 
any learned crowd of maybe- 
but-ers even though the howl- 
ing might create problems of 
its own. 

He told me that every good 
sales manager knows he has to 
keep even a good salesman 
stimulated, and that he con- 
sidered a judicious use of the 
right brand of contest stimu- 
lant at the right time, good 


A 


SALES contest has to 
have some logic about it. 
The salesman has to hear about 
it plenty, as the saying is, or it is 
likely to engage little of his at- 
tention. If a sales contest is set 
up, one of the first duties of 
sales strategy is to keep it vivid, 
interesting, important. The bul- 
letins, meetings, score boards or 
what nots that keep the fire un- 
der the boilers must not fail. 


million men from driving cars.” 

A real estate firm in Chi- 
cago was tired of the so-called 
standardized contests, baseball 
games, trips across the con- 
tinent, races, and what not. 
So the sales manager with a 
sense of fitness of things 
planned and set up a contest 
built and based on the idea, 
“settling Anontown,” Anon be- 
ing slang for the name of any 
firm. The sale of a bunglow, 
a two flat or store was “viv- 
idized” by a cardboard repre- 
sentation of a bungalow, two 
flat or store colored with the 











generalship, and finally, that 
a real sales manager can find 
plenty of ways over, under, around or through those 
conclusively proven objections to contests. 

It was on a Pullman smoker enroute from Buffalo to 
New York of a September that several young collegians 
crowded into an already stuffy compartment to burn 
their cigarettes. No advertising of their status would 
have been necessary, and yet one of them jubilantly 
spotted a bepearled pin on the vest of the youngish 
baldhead in the corner and demanded to know “what 
fraternity?” 

“No fraternity. I am (proudly) a fifteen degree 
Blank Manufacturing Company man,” and, long after 
the unabashed boys were gone he regaled us with the 
story of the winning of each degree, and the objective 
ahead of him all along the way to degree the thirty- 
third. His sales manager, who can doubt it, had found 
one answer to the after-the-contest slump argument. A 
continuous contest, increasing honors and bonus per sale 
as each degree was won. Prerequisites to each, gradu- 
ated upward, included quality as well as quantity, rising 
quotas with each new degree, service, continuity and 
what not. 

Some men get soured on contests—“Aw, we tried 
‘em” I heard a St. Louis local manager say to a field 
“Something always goes wrong.” The 
“Sure if the set-up, timing, 


supervisor. 
supervisor had his answer. 


color symbol of the team of 
the man who made the deal, and this was mounted on a 
frame that looked very much like those that hold the 
rabbits and the clay pipes that we miss at the shooting 
galleries. It did not take long for the whole to present 
the effect of a populous little town. 


An ingenious sales manager promoting sales through 
reference leads secured from former customers, had each 
salesman manage a “factory.” Every sale furnished a 
new customer or factory hand to furnish new leads. 

A sales manager in Boston told me of his plan to 
organize a “‘sale-every-week club” contest. A good aver- 
age man in his opinion ought to attain this rank easily, 
if he worked regularly and consistently. Every name 
on the force was bulletined the first week of the contest; 
failure to make a sale for any week spelled down any 
name. 


Another sales manager with imagination organized a 
Treasure Island treasure hunt, with special tips for the 
map and chart as a reward for sales and points. Still 
another started an “army” and promoted officers from 
the salesman’s ranks for meritorious work. There were 
many a captain and colonel before the contest was over. 

These men emphasized the necessity that a contest 
appeal to the imagination of the men. A stereotyped 
and readymade plan cannot be expected to look like a 
made-to-order by a good tailor scheme. ‘Yet they both 
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added that 
points have to be watched. 


Many little 
The salesman may, for ex- 


common sense Was necessary. 


ample, be putting the contest ahead of the sale, the 
service or the customer. 

That point is an important one. <A couple of weather 
strip salesmen were trying to sell a neighbor of mine. 
One put in a plea that his firm was having a contest, 
reason particularly he wanted the order. 


and for this 


Now many a good plan is spoiled because it takes too 


much machinery to run it, and because the machinery 


becomes too evident. My neighbor was not interested in 


contests and he was interested in weather stripping. 
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The contest was the salesman’s business and not a rea 


argument for the customer. 


A bond salesman told me, that, ho-hum, yes, anothe: 
contest this week, was being perpetrated on him by hi: 
An insurance salesman said they were having 
some kind of contest but that he couldn’t learn muc! 
Now of all things, if a contest be set up, how 


house. 


about it. 
foolish it is not to tell the salesman! 
better if he is not told so he understands it but par 


tially, or if it is presented in such a humdrum and luke 


warm way that he does not care. 


have some magic about it. The 


(Turn to Page 78 





“Stock Market.” 


ing market value. 
instance, may be “Highline Copper, Inc.” 
has a par value of 100. 
stock quotations each week of the year. 

‘The next step, in order to be fair to all, is to quota 
that may reasonably be expected from it in one year. 
for its territory is $85,000. 

Next assume a gross profit expected—say, for ease 
$8,500 a year gross profit, or $163 gross profit a week. 


in 


tain what their weekly profit should be. 
remain at par. 


tation for the second week is 150--163 x 100—92. 


week. 


Therefore, from week to week you have each 


or below par to considerable extremes from week to week 
them applied “cumulatively”, thus: 


above. The next week it earns $150 as above. 





































I YOU are looking for something new in the way of running a sales contest the following may have merit. 


each man’s or rather “company’s 
Take for example “Highline Copper, Inc.” 


At the end of each week ascertain each “company’s” profit on gross sales. 
Highline Copper has earned, in gross profit, $200. As par is 100, and since 
is readily seen its quotation is above par for that week, or 200-163 x 100, which is 122, its “market quotation” for the week. 

The next week, we will say that “Highline Copper” only earned $150 in gross. profit. 


What’s Your Stock Quoted At Today? 


Latest Idea in Sales Contests 


Call it the 


Start out by having each salesman “incorporated” as a “company” whose stock from week to week will have a vary- 
This value will be made to vary according to the reported profits of his “company. c 
Bill Frazer may be 
Set up a stock market board in the office, with each company listed and space for entering the 


Tom Jones, for 


“Suds Washer Consolidated,” etc. Each company’s stock 


+ 


territory as to the gross sales 
Suppose the quota 


figuring, 10%. Then Highline Copper territory should earn 


All the others are given quotas in the same way, and the uniform percentage of gross profit applied to each to ascer- 
These profits are what they must arrive at each week in order that their stock 


Suppose at the end of the first week 
$163 is what it has to reach to make par, it 


That is below par and its quo- 


If “Suds Washer” has a quota of $62,000 for its territory, ten per cent gross profit will then be $6,200 a year or $119 a 
If “Suds Washer” earns $150 the first week then its market quotation will be 150-119 x 100=126. 

man’s 
It will be seen however that the “market” is going to be very irregular and “spotty.” 


value or earning power set up on a basis that is fair to all. 
Zach “company” will fluctuate above 
and the figures will not be nearly so interesting as to have 


Suppose that “Highline Copper” earns $200 the first week and is quoted at 122 as 
Instead of posting the quotation 92 for the second week use the average 
of the two weeks, which is 107.3, its quotation at the end of the second week. 


At the end of the third week post the 
average of the three weeks, and so on through the year. 

By using the cumulative form of score you show the value 
of the earnings of the “company” over a “long pull” and at 
the end of the year show exactly what the record has been 
over the 12 month period—it isn’t what a man is worth to you 
and himself on a week-to-week basis that counts so much as 
what he is worth over a long period. 

By using this stock market stimulator plan the salesmen 
should develop a deep and lasting interest. If a man has had 
a fit of sickness, or has struck a soft spot in his territory, or 
for various reasons his stock falls in price for a time, he does 
not lose hope but redoubles his efforts, knowing that with 
better going he can hope to bring the price of his stock back 
or increase it in the next few weeks. 

At week ends there should be a lot of friendly discussion 
over the “stock market”—honest rivalry on the part of all in 
seeing their stocks improve in value, and yet, it would seem 
without the irritating effect that some other plans have. The 
old salesman with the juicy territory, by means of the quota 
system, is on the same basis “in the market” with the new 
fellow. 

It is needless to say that the jobber that applies this sys- 
tem will find many ways in which to excite interest aside from 
the mere competitive element, such for instance, as a nice “ex- 
tra dividend” to the stocks that show up the best at the end 
of the year, to the stock that reaches the highest quotation at 
any time in the year, etc. 

Perhaps the most valuable feature of the whole thing is 
that the men begin to work at once for profits rather than 
mere volume of sales. Profits is what makes their stock go 
up or down. 











It is not mucl 


A sales contest has ty 














April, 1927 THE JOBBER’SfAJSALESMAN 15 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY? 
































What a Lesson 
In Honesty! 


) The Honest Clock 


Few Things in the World Are Better Examples 
of Faithful Service 


By DR. FRANK CRANE 


first rate moral example? Imagine, serve” that counts for much. 


| I first you ever seen in a good clock a great public utilities it is this “readiness to 


if you will, the clock ticking in a dusky My morning paper recently told of two 
room with the soft rain clocks in Ohio. One of 
dripping from _ the them is over two hun- 


dred vears old and the 
other three hundred 
and fifteen. Both are 
still keeping time. The 
older, made in 1610, is 
still as dependable as a 
modern timepiece. 

In those three cen- 
turies and over which 
this old clock has _ re- 
corded since its birth, 
think of the genera- 
tions it has aided in 
successive vears. Think 
of the clothes without 
and the ideas within 
which have been revolu- 
tionized under the 
austere counting of the 
faithful timepiece. 

It has seen America 
with growing cities and 
dotting farm-houses 
expand from a myste- 
rious continent of un- 


eaves in occasional loud 
splashing drops; the 
clock plodding cease- 
lessly through the si- 
lent hours of the night 
while the_ restless 
sleeper lies listening to 
its regular, unending 
insistence; the clock, 
companion of long 
winter evenings, ever 
the same, ever practical 
and prompt, cheerful 
and energetic—unhast- 
ing and unresting, it 
counts off the years one 
tick at a time. What a 
lesson in honesty, en- 
durance, cheerful ac- 
curacy, there is in a 
good clock! 

Your respect for 
the clock will be height- 
ened if you bear in 
mind these other char- 











acteristics. tamed inhabitants to 
On beautiful days the most powerful na- 
when the house is de- tion in the world. It 


serted and the clock is left alone, it plods faith- has had time almost incomprehensible on its 
fully on and records the correct time to the re- hands yet it has faithfully recorded every 
turning merrymakers. Though glanced at but second. 
half a dozen times a day, it labors through And all the while it has simply and unobtru- 
every intervening minute to be right at those sively been of invaluable service. It has regu- 
times of test, when you need it most. As in lated the daily affairs of men. 

Copyright, 1927, By Dr. Frank Crane. 





An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 








EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES* 





MARKET PRICES 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 


Oklahoma and Tezas; Centra} States all between. 
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Pictorial Review of Electrical Developments 


A Canadian power company has already started 
on its work of “bringing-in” the vast and inex- 
haustible amount of electrical horse power from 
the Canadian northland wilderness. The work is a 
colossal undertaking. It necessitates the cutting of 
a “swath” through the dense forests of Canada 170 
miles long and 100 feet wide, from Lake St. John 
to Quebec, and doing it under the most severe 
climatic conditions. Up hills and down valleys, 
often with the thermometer around 50 degrees be- 
low zero, the field of engineers have pushed steadily 
forward.—Underwood Photo. 


A tenth of a thousand of a millionth of an 
ampere change in current can now be detected by 
the use of the “microammeter,” an instrument devel- 
oped in the standardizing laboratory of the West 
Lynn works of the General Electric Co., as part of 
the equipment which replaces the human eye in 
making tests on incandescent lamps, currents in in- 
sulators, radio tubes, and other electrical appliances. 
—Underwood Photo. 


The recent invention of one Dri 
Dowsing of London, is an “elec- 
tric light bed” by which radiant 
heat and artificial sunlight treat- 
ments are given patients. Great 
improvements in health have been 
claimed by patients who have 
undergone treatments in this new 
invention. Photo shows a patient 
while receiving treatment in the 
bed.—P. & A. Photo. 
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J. KE. Kenney, of Portland, Ore., above, with the 
electric vaporizer which he has perfected for vapor- 


izing oils for the treatment of diseases of the 
respiratory tract. The vaporizer is attached to an 
ordinary electric light plug, the current heating a 
plate on which the oils drop, thus giving off the 
vapor.—-Henry Miller Photo. 


John L. Bair, inventor of the 
recently demonstrated vision in 
total darkness, photographed in front of the ‘“Tele- 
visor” transmitter with his model “Bill."—-P. & A. 
Photo. 


At the right is 


“Televisor.”’ who 


JOBBER'’S 


THE JOBBER 


IS 


SALESMAN 


THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 


‘Time no longer hangs heavy on the hands of 
the old salts who live at Sailors Snug Harbor, 
Staten Island, N. Y., the famous old sailors 
home. Apparently they prefer head sets to loud 
speakers, or possibly it was feared that the loud 
speaker horn would prove too much of a tempta 
tion, for they chew tobacco as the furniture 
indicates—P. & A. Photo. 


In contrast to the above—little Miss Radio 
enjoying the new All-American “Hy-Boy” receiver 
and cone type speaker. 
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owerlets~| «x 


| Now a Product of 
CHICAGO FUSE MFc.Co. 


Powerlets—rigid conduit fittings, form- 
erly manufactured by the Multi Electrical 
Manufacturing Co.—are now a Gem 
product. Henceforth these fittings will 
be known as Gem Powerlets. 













Type C Powerlet Con- 
duit Fitting, malle- 
able iron, enamel fin- 
ish, with two piece 
porcelain lamp recep- 





With the addition of Gem Powerlets om receptacle permit 
our line is complete. Our great manu- of lamp shade 
facturing and wide distributing facilities 
enable us to supply promptly any fitting a 
and protective device required by the 
electrical trade. 








Long a product of unquestionable qual- 
ity and convenience, Gem Powerlets 
merit your investigation. Made of malle- 
able iron—Gem Powerlets outlast the 
building. Designed to meet the condi- 
tions you encounter on the job—square 
corners give maximum wiring chamber able iron, galvanized 
—solid casting of the hubs with the on” ny even 


lain cover. Retaming 
washers prevent 


box body insures perfect rigidity, align- pny el, 
ment and waterproof construction. Gem sana 
Powerlets speed up wiring jobs—widen 
your margin of profit on every contract. 


' CHICAGO FUSE MFG. CO. 
es ee 










Type C Powerlet Con- 
duit Fitting, malle- 


\\ 

















Ss \\ and Conduit Fittings 
“i a \ 1§19 West 15th Street, Chicago 
4 4 * ‘ \ 
x \ Use the coupon below for requesting your copy of this new 
Tw \\ catalog, listing the complete line of Gem Powerlet Rigid _ 
ae \) Conduit Fittings. Our new catalog No. 32 listing Gem and e Peace 
cs * Union boxes, wiring devices and fuses will also be mailed _ det Condust 
\ ing if you mark both squares on the coupon. Fitting, malle- 
| able iron, enameifin- 


ish with porcelain recep- 
tacle to take standard tandem 
or parallel pin attachment plugs 


EM POWERLETS 





Because they are worth more—they really cost less 


CHICAGO Fuse MFc. Co. + 1519 West 15th Street, Chicago, Illinois 


4 N 





Please mail me | | Gem Powerlet Catalog and [| Catalog No. 32 showing the Union Gem 
line of Protective materials. 





Name 





— Address : = SS) 
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What May Happen 
The Old Way 








Breaking of Fittings Never 
| Encountered With 
| Kondu-Box 





7) 


Kondu Cover Screws 
Cannot Fall Out 





All Openings Ground 
Accurately 


THE OLD WAY 





No need of placing a wrench on 
the conduit resulting in neat 
installation with no broken en- 
amel. 








| 
| 
| 








ERIE MALLEABLE TRON COMPANY 


District Offices ERIE, PENNA. 


KONDU DIV. 


New York J. G. Pomeroy Co., Los Angeles and San Francisco, Cal. 


They Are The Missionaries 
of Civilization and Progress 


Since the early days of the primeval cave man the human race has 
sought new ways and means of performing its daily tasks. 

Early man’s chances for creative thought were small and fleeting. The 
rigors of the surrounding forest and hill called forth his every effort to stem the 
forces of Nature and to sustain life by the use of club or stone hatchet. 

In the warm, well watered valleys of the Nile or Euphrates rivers food 
was more plentiful and shelter of less importance than in the cold lands to the 
north or the barren stretches of desert to the west. As a result, man turned 
more of his time to thought and industry and less to his battle for life. 

It was in the fertile valleys of these rivers that the seeds of knowledge 
and progress fell upon a soil capable of sustaining and developing them. 

The early invasions of war and plunder later turned to expeditions of 
trade and barter, bearing to the remote parts of the kingdoms and dynasties the 
fruits of industry and knowledge, The continued intercourse through the traders 
spread to the farther shores of the Mediterranean the arts and crafts of the 
early Egyptians. 

So it was, through the efforts of the trader, the salesman of the an 
cient, that the civilization, the knowledge and the power that was born and 
cradled in the valley of the Nile was passed across the sea to be developed and 
formed into the basis of the Roman Empire. 

Rome, in turn, sent her traders far beyond the boundaries of the 
Mediterranean Empire and carried the light of learning to the Gauls and Anglo- 
Saxons. 

So it is today that the modern salesman, an offspring far removed 
from the ancient Egyptian barterer, carries to the world the accumulated knowl- 
edge of research and progress. 

The modern salesman does not face the dangers and barriers that con- 
fronted the early trader. In place of physical dangers he faces the even more 
obstinate barriers of prejudice, misinformation and old methods. These he must 
destroy before he can place his product in the hands of those to whom it is of 
value, 

We are helping you break down the barriers of prejudice, misinforma- 
tion and old methods, helping you to do the best that can be done, to improve 
the range and quality of your work, to increase the profits of the salesman, the 
user and the manufacturer of KONDU THREADLESS FITTINGS. 

Our present sales and advertising plans are well worth attention, con- 
sisting of: 

A trained force of District Office Managers and Salesmen at your 
command, Mr. Jobber’s Salesman. 


Trade Paper advertisements in the leading papers in the following fields: 


Electrical Automotive 

Power Management 

Textile Executive 
Paper 


Direct Mail: 
To the Industrial in every field. 
To the Central Station. 
To the Architect, 
To the Electrician. 
To the Inspectors. 
_And Many Other. 
We will gladly give personal information on our line and help solve 
your problems, and in doing so, make more money for you. 


. ‘ Boston 
Philadelphia C. R. Dederick, Portland, Ore., and Seattle, Wash. Cleveland 
Pittsburgh Detroit : 
Chicago Fred E. Staible, Denver, Colo., and Salt Lake City, Utah St. Louis 


Kansas City 


Cincinnati E. E. Dawes, Atlanta, Ga Baltimore 
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Give the 
Salesman 
Credit 


You should 
Read This! 





(AN CONTROL 





It was hard to convincesome of the largest 
paper manufacturers in the world that KONDU 
THREADLESS FITTINGS would save them 
many dollars, but we did, and since then they 
have bought many thousands of dollars worth of 
our Threadless Fittings. 

The above photo shows two of our oblong boxes 
directly connected to a Rowan Control in a new 
paper plant in Canada. 

In cramped quarters such as this you can readily 
see that the users of our THREADLESS FIT- 
TINGS have a decided advantage over the users 
of Old Type Fittings. The accessibility to the 
interior for splicing and pulling of wires, the ease 
of installation of the box without thread cutting 
and without turning either the conduit or box, all 
save money for you, 





DU THREADLESS FITTINGS 


aaa 
{] 


Pll 


Pittsburgh Coal Company. 
One of the larger producers of coal in the United States. 


The above photo shows our KOL 90 degree Knockout Box 
Connectors on a Master Control Panel in Montour Mine 
No. 10's cleaning plant at Library, Pa. 

KONDU THREADLESS FITTINGS proved their time 
and labor saving qualities on this job. 

We can show you KONDU THREADLESS FITTINGS 
installations in the larger plants in every field of Industry; 
Coal, Paper, Iron & Steel, Railroads, Steamships, Hotels, 
Public Buildings, Garages, Base Ball Parks, Baking Plants, 
Substations, Apartments, Office Buildings, Ore Bridges, Dry 
Docks, Central Stations, Textile Mills, Oil Refineries, Gas 
Plants, Sugar Refineries and many other. 

We take the work out of conduit installations, doing it 
here in our plant with skilled labor and automatic ma- 
chines. All the Electrician needs on the job is a Wrench, 
Hacksaw, and Reamer. 

We will give a few points each month for the benefit of 
the Jobber’s Salesman who wishes to learn about the line 
he sells. They are worth reading, 


KONDU-BOX 


Registered U. S. Patent Office and Canada 


Listed as standard by 
Underwriters Laboratories 
4” to 2” Sizes Inc 
Other sizes on test 
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Vera Stedman conducting her class which 
women and children, who 


includes men, 
movements as 


go through the they are 
broadcast over the microphone by the in 
structor. When motion pictures are satis- 
factorily put on the air along with sound, 
nore people will take exercise, it is to be 


conjectured.—-Underwood — Photo 


When two blind men, William Lynch, 


assistant superintendent of the Maine In- 
stitute for the Blind at Portland, and 


inte |) eRe 


j 





Rishi 














Everett Astel, the mechanic at that insti 
tution, had Kolster radio sets installed in 
their homes, they were up against the 
problem of tuning in their favorite pro 
grams without seeing the station selector 
They solved it by a varied arrangement of 
pinheads, converting the single dial num 
bers into the Braille System of raised char 


acters, similar to their books. 





landing by this 


beside one of the ships which made _ perfect 
The light, called a B. B. T., will illuminate a radius of 


The pilots at the naval air station Annacostia, D. C., Feb. 
light. 
10-kilowatt are The lamp is weather 


16 for the first time used the new flood light just bought by 
the government to make night flying and landing safe. Lieu- one mile, utilizing a 
tenant Commander H. C. Wick, U. S. N., is shown standing proof.—P. & A. Photo. 
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F. R. Eiseman 
Treasurer, Revere Electric Co., Chicago 
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MEN YOU SHOULD KNOW 


FE, R. Eitseman 


esty is so marked that it is with difficulty one is 

able to probe beneath the surface and extract the 
big facts of their lives which have made their ‘achieve- 
ments what they are. Such a man is F. R. Eiseman, 
treasurer of the Revere Electric Co., Chicago. Fred's 
idea of being properly interviewed is to present the inter- 
viewer with six short para- 


7 ‘ OU HAVE met men, successful men, whose mod- 


Treasurer 
Revere Electric Co. 


It must have meant a great deal to him financially to 
forego his former salary and accept in its place $7 per 
On the 
other hand, he probably did not realize just what it did 


week as a reward for his conscientious efforts. 


mean to him in other ways to accept such a reduction. 
It is, however, probable, knowing Fred, that he quietly 
determined his place was in the electrical industry and, 
his confi- 


as a consequence, 


dence in himself and the busi- 





graphs, already typed, outlin- 
ing the high spots he hit in the 
highway of life. In this, as in 
everything else he does, he was 
eficient. With an _ inherent 
sense of news, he gave, in his 
synopsis, the vital happenings 
of his life which guided and 
determined his future. And, 
was quite satisfied to let it go 
at that. 

Some there are who might 
have been contented with the 
meager facts, willing to build 
around them a block of words 
and to be satisfied to “let it go 
at that.” A close association, 


ber: 


ideas. 





Faith in His Industry 


Saga a prominent fellow job- 

“Fred Ejiseman is a 
tireless worker, a leader who can 
engender a feeling of confidence 
in all who come in contact with 
him. He has the men in the in- 
dustry at the point where they 
look to him for constructive 
An intensive believer in 
the strength of the industry and 
what it stands for, he gives of 
his ability freely and willingly.” 


ness he liked took precedence 
over the financial question. Al- 
though it must be admitted 
that an acquaintance of his, 
whose name is forgotten, im- 
parted to him a glowing de- 
scription of what the electrical 
jobbing business had to offer. 

After 18 months with Cen- 
tral, he joined the Electric Ap- 
pliance Co., Chicago, another 
through whose doors 
some of the biggest men in the 
Middle West have passed. For 
14 years Fred served this com- 
pany. First in the capacity 
of order checker in the country 


house 








however, with Fred, an asso- 
ciation of many years, gave the 
knowledge, if not the privilege, to weave through these 
highlights a deserving thread of praise, an expression of 
admiration of a work accomplished against odds, and a 
feeling not altogether based on sentiment, that in its re- 
lating many may learn the secret of a successful life. 

To begin at the beginning, it is necessary to register 
the fact that Fred was born in Chicago in 1883. It has 
been said, “If a man cannot survive successfully in a 
business way in Chicago he can survive nowhere else.”’ 
Perhaps Mr. Eiseman felt this way, for Chicago has al- 
ways meant home to him. To quote him, “I was born 
and reared in this wonderful city of Chicago which offers 
30 many opportunities to the ambitious, enterprising 
youth who would strive to make the most of them.” 

Graduating from grammar school at the age of 14, 
Fred immediately started to work as a cash boy in a 
large retail jewelry store. As a cash boy, he saw a 
great deal more money than he received, so he naturally 
decided there must be some of it to be had somewhere. 
Already he was feeling the attraction of the jobbing 
branch of the industry, so he secured a position with a 
wholesale jewelry house where he remained until the age 
of 20. 

Like so many big men concerned in the electrical in- 
dustry in Chicago, his introduction to this business was 
through the doors of the old Central Electric Co., Chicago. 
Fred was making $18 a week with the jewelry house but 
gave up that munificent salary to accept a post as stock- 
keeper and order assembler with Central at a reduction 
of exactly $11 a week. 





order department, then up the 
ladder, which was now before him, as quotation clerk, 
city salesman and finally as manager of the city sales de- 
partment. His work there in various capacities enabled 
him to acquire a comprehensive knowledge of the elec- 
trical supply jobbing business which has, in later years, 
proved of untold value to him and his present company. 

In 1918, Fred decided to join forces with Van N. 
Marker and form the Revere Electric Co. The remark- 
able history of the growth of that company has been re- 
lated in the story of Mr. Marker which appeared in the 
May, 1926, issue of Tue Jopper’s Saresman. Together 
they experienced all the grief of launching into business 
and together they enjoy the results of their efforts. 

Like Van, Mr. Eiseman is still extremely active in 
the affairs of their organization. The suburban towns 
along the north shore are still his territory, and even 
today he is not “too big” to make deliveries in his own 
car if necessity demands. 

The future of the jobbing business is safe, feels Fred. 
“We are embarking on our eighth year, have moved into 
quarters three times the size of our former place of 
business and are confident that while this business offers 
many a problem discouraging to those who would weaken, 
there are a great many real men in it who are determined 
to see it in the ranks of the leading industries of the na- 
tion, and the outstanding determination of these men will 
bring the desired results.” 

These two men were practically the first to break away 
from the “Big Six’ in Chicago and attempt to start a 
(Turn to Page 74) 


“Tt was no 


jobbing house there. 
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EWS of the 





Cy, 


A. E. Loeb Now with Erner & 
Hopkins Division 

Arthur E. Loeb, former president 
and one of the founders of the Avery 
& Loeb Electric Co. of Columbus, O., 
has recently become associated with 
the Lake States General Electric 
Supply Co., Erner & Hopkins Divi- 
sion of the same city as sales promo- 


tion manager of that division. 
* ~ * 


Flannery Opens Greensboro 


House 

W. J. Flannery, who controls the 
Baltimore Electrical Supply Co., Bal- 
timore, Md.; Jacksonville Electrical 
Supply Co., Jacksonville, Fla., and 
Flannery Electrical Supply Co., 
Miami, Fla., has opened another job- 
bing house at 218 E. Washington St., 
Greensboro, N. C., to take care of 
the volume of electrical 
business in North Carolina and Vir- 
ginia. 





increased 


The Greensboro house, two and one- 
half stories and basement, has ap- 
proximately 12,000 sq. ft. of floor 
space. They will travel two men at 
first out of Greensboro and carry a 
stock approximating $75,000. 

The name of the new concern is the 
Flannery Electrical Supply Co., Inc., 
of North Carolina. W. J. Flannery 
is president, George T. Hewitt, vice- 
president, and J. P. Flannery, secre- 
tary and treasurer. Mr. Hewitt has 
represented the Flannery interests in 
North Carolina and Virginia for the 
past 15 years. 

The new concern opened for busi- 
ness about March 14. 

* * * 


Kaplan Elec’]. Supply Has Fire 

The Kaplan Electrical Supply Co. 
of Chicago had quite a bad fire on 
February 15. Naturally it was a se- 
rious inconvenience to them but they 
did not let it interfere greatly with 
their service to the trade. They got 
under way at once and things are now 
going fairly smoothly. 


Samuel Kap- 
lan is president of this concern which 
is located at 3141 Roosevelt Road. 
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Latham Men Win Prizes 
E. B. Latham & Co., New York, 
announces that three of its salesmen 
took the first three prizes offered by 
the Birtman Electric Co., Chicago, 
for the salesmen in the eastern ter- 


citory selling the greatest volume 
of “Bee-Vac” vacuum cleaners. The 
winners were: J. M. Beach, first 


prize; E. C. Caldwell, second prize; 
and R. C. Wahlig, third prize. 





Have You Seen Him? 

The National Light and 
Electric Co., 59 Lafayette St., 
Newark, N. J., asks us to help 
in locating Albert Breit who 
has been in their employ four 
years. They say further: “He 
has been calling on the radio 
dealers in Northern New Jer- 
sey and was always found hon- 
est, willing and _ industrious. 
Information as to his where- 
abouts will be appreciated. 














Albert Breit, 192 
Ave., Newark, N. J. 
Age 35 yrs. 

Height 5 ft. 6% in. 
Married. 

Weight 185 lbs. 
Light Complexion. 
Slightly Bald. 
Missing Since Feb. 24, 1927. 














New Hagerstown, Md., Jobber 

Hagerstown, Md., the hub of the 
western section of the state, has re- 
cently added to its other industries, an 
electrical jobber who boasts of being 
fully capable of supplying the city 
and adjacent territory with their re- 
quirements of electrical supplies. This 
new jobber, incorporated under th: 
laws of the state of Maryland, as the 
Tristate Electrical Supply Co., enters 
the field well equipped insofar as 
manufacturing connections are con- 
cerned. 

The personnel of the company con- 
sists of president, Samuel N. Loose, « 
lifetime resident of Hagerstown; J. 
Wm. Ernst, treasurer of the Mary- 
land Surety & Trust Co. vice-presi- 
dent; Robert A. Stott, formerly secre 
tary of the Potomac-Edison Co., 
secretary-treasurer. The management 
of the company comes under T. G. 
Hardesty, Jr., a familiar figure in the 
jobbing industry of Baltimore for the 
past 15 years. 

The company will operate within a 
radius of about 100 miles of Hagers- 
town, to which points immediate ship- 
ments can be executed by its own de- 
livery service, rail or truck lines, 
thereby assuring its patrons deliveries 
within at least 24 hours after receipt 
of orders. 

The company is located at 44 
Rochester Place, in the heart of the 
business district, and occupies a three 
story warehouse and basement, com- 
bining 20,000 sq. ft. of floor space. 
Adequate facilities have been 
ranged for receiving and _ shipping, 
and no effort was spared in arranging 
the building so that its operations can 


be carried on without handicap. 
* * * 


il 


Leahy Company Changes 
Name 

Effective February 1, John J. 
Leahy Electric Supplies, Inc., New 
York, N. Y., changed its name to the 
Leahy Electric Corp., John J. Leahy 
having retired as president. P. J. 
McSweeney is now president and T. 
L. Gorman, secretary-treasurer. 
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DORGEAT REL ARC CTOELS a di 


In April—Sell 
















OBBERS’ = Salesmen, with the 
thoughts expressed in the opposite 
paragraph in mind, should go to their 
contractor-dealers at once carrying the 
same message to them. First of all, get 
Af them to purchase a sample 
4a Buffalo Breezo Home Ventilat- 
t ing Fan. Next, have them 


A? no time in the year is the house- 

wife more receptive to suggestions 
on the improvement of her home than 
in the Spring. The months of April and 
May find her ready to listen to any prac- 
tical suggestion which will 
s lessen her work, or improve 
living conditions. At no time 
in the year is the hour more 
ripe to go after the vast number 
of prospects for Buffalo Breezo 
Home Ventilating Fans in the 
residential neighborhood _ of 
towns and cities throughout the 
country. It is an enormous 





/ solicit the housewives in their 
f an y) neighborhood, arranging for 
appointments and securing the 
privilege of demonstrating. 
Supply them with the literature 
we are glad to furnish. Show 
them the huge possibilities in 


























field, hardly scratched as yet. And you | — selling this Fan and you will find that an 
should not make the mistake of over’ | iAWAN ever accumulating profit is yours. 
looking it. Wi WAN 
201 Mortimer St. Buffalo Forge Company Buffalo, N. Y. 





In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


“BUFFALO BREEZC 
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Manhattan’s Come-Back 
After Fire 

On the night of Tuesday, March 
15, at about eight-thirty o'clock, the 
building where the Manhattan Elec- 
trical Supply Co. Ine., in St. Louis 
has conducted business for the past 
15 years, at 1106 Pine St., consisting 
of six floors and basement, was al- 
most completely destroyed by fire. 
Through the co-operation of the local 
authorities, including the police de- 
partment and the fire department, as 
well as the salvage corps, the fire was 
confined to the one building at 1106 
Pine St., and nearly all office records 
including credit, purchase and sales 
files, were salvaged from the ruins, 
the stock of 
was a total loss. 


although merchandise 

As usual, the St. Louis organiza- 
tion of the Manhattan Electrical 
Supply Co., displayed speed in secur- 
ing a three story building at 1122 
Pine St., in the block as the 
old building, which was used as tem- 


same 


porary headquarters, and moved into 
this the 
after the fire, at eight o'clock. 


morning 
With 
the help of local concerns, including 
the the 
company and the telephone company 


temporary place 


electric light company gas 
and other utilities, as well as printers, 


furniture companies and_ stationery 
people, orders were being entered, 
shipments delivered and _ invoices 
rendered to the trade as usual before 
the afternoon following the fire. 
Among the many expressions on the 
part of the local people were those 
from all of the electrical distributors 


in St. Louis, who immediately put at 





] 








the disposal of the Manhattan com- 
pany, their entire stocks with a spe- 
cial invitation to use these stocks for 
filling orders direct to the trade, 
with the understanding that invoices 
would be rendered to the Manhattan 
company for billing in turn, to its 
customers. This was an excellent co- 
operative spirit on the part of the 
electrical distributors in St. Louis, 
and should not go by unnoticed. 
The speed with which the move was 
made to the temporary headquarters 
at 1122 Pine St., was only the begin- 
ning of the activities displayed by 
the Manhattan organization. It was 
fortunate in having its merchandising 
manager, C. H. Methot, arrive on the 
scene New York on Friday 
morning, March 18 and before that 


from 


day was over, arrangements had been 
made to move into a seven story re- 
inforced concrete building, in the well 
Station 
having a floor space of 42,480 sq. ft. 
In view of the excellent shipping fa- 
connected with 


known Cupples properties, 


cilities immediately 
these properties, the Manhattan com- 
pany was enabled to begin doing busi- 
ness in a big way, in just about a 
week following the date of the fire. 

All of the manufacturers came to 
the front, and substantial stocks of 
brand new merchandise were enroute 
a few hours after the fire. 

In spite of this catastrophe and 
the handicap due to loss of stock, 
etc., the Manhattan Electrical Supply 
Co., is “carrying on” and will build 
a bigger and better electrical supply 








Old Building a Total Loss 


Temporary Quarters 


business than ever before, at the ne\ 
headquarters at 810 Clark Av., in Si 


Louis, Mo. 
* * 


Westinghouse Agent-Jobbers 
at Del Monte 

The next meeting of the Westing 
house agent-jobbers will be held a 
the Hotel Del Monte, Del Mont: 
Calif., during the week of May 2: 
1927. Approximately 150 are ex 
pected to be in attendance, including 
the ladies. 

All of the eastern delegates will ¢: 
by special train leaving Chicago Ma 
16, via the Santa Fe Railroad, stop 
ping en route at Colorado Springs. 
Santa Fe, Grand Canyon, Riversid: 
and Los Angeles, and arriving at De 
Monte on the morning of May 23 
This train is a special one in ever) 
way and only members of the West 
inghouse Agent-Jobbers Associatior 


will be allowed on it. 
* * # 


Michigan Ave. Home for 


Chicago Jobber 

Growth of the Harry Alter Co. 
Chicago, has made necessary its re- 
moval to an up-to-date building. A 
new building is, therefore, now being 
erected at 18th St. and Michigan Ave., 
only a short distance from the down 
town center of the city. 

The new building will have about 
double the floor space now occupied, 
planned for the most speedy service 
Automatic conveyors from floor to 
floor will permit five-hour service on 
all orders. 

Associated with Harry Alter 
three brothers, Leo Alter, finances, 
Arthur Alter, sales and Irving C. 
Alter, merchandising. 


art 


New Quarters Already Secured 


MANHATTAN’S COME-BACK AFTER FIRE 
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Advantage 


F you, as an electrical jobber, handle the complete 

Inland Glassware Line exclusively, you have a dis- 
tinct advantage over your less discerning competi- 
tors. There are two reasons for this: 


First—By handling the complete Inland Line you 
are able to satisfy the demands of any commercial 
or home-lighting job where enclosing glassware is 
specified. Inland’s variety of shapes and decora- 
tion provides ample choice for any requirements. 


yecond—By selling the complete Inland Line to the 

exclusion of all others, you can cut your sales- 
costs and eliminate the costly duplication of stand- 
ard shapes found in all lines. In this way, you 
can carry a much larger selection in stock with a 
smaller investment. 


ws A Write for Information on 
Inland’s Co-operative 
Sales Policy! 


Inland Glass Mfg. Co. 


6101 West 65th St. Chicago, Il. 
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Absolute Safety 
Control 


The TORRID Automatic Safety Plug 
makes any Electric Flatiron an Automatic : 
Safety Flatiron! It functions perfectly on 
both alternating and direct currents—forever 
eliminating the fire hazard which springs 
from overheated Flatirons. 





When the temperature in the sole plate of a 
TORRID-SAFETY equipped Flatiron 
reaches 600° Fahrenheit, an ingenious, 
patented thermostatic control cuts the cur- 
rent off instantly. The plug savitch must be 
thrown in by hand before the circuit can be 
completed again—the only possible method 
to avoid all risk of fire. 


TORRID-SAFETY 
PLUG 


The use of TORRID-SAFETY Plugs 
on direct current is most practical. 
Thermostat is designed simply to re- 
lease spring switch action in plug, 
assuring quick, definite break in cir- 
cuit without arcing. 


Complete Cord Set 
No. 502 
$2.50 





Construction of the TORRID-SAFETY 
thermostat locks the switch securely 
No. 503 in ‘“closed’’ position. Vibrations of 
plug or movement of the Flatiron 








have no effect on this mechanism. 
Plug only Maximum heat, alone, breaks the 
circuit. 
$2.00 


ecmnetines — i . The TORRID Automatic Safety Plug 
PATENT PENDING. Equip- is, essentially, a switch plug. It per- 
ped with universal contacts mits of current being turned on and 
which fit either flat or round off, as desired. Control buttons are 
terminals. In biack molded — accessible irrespective of the type of 
composition; exclusive pat- Flatiron with which it is used. 
tern; friction grip Guaran- 
teed. Be sureto look for the 
TORRID trade inark. Itspells 
p:otection for you. 





Every Flatiron owner has been 


Soisek Plage. ‘ba frst show q Fits Every Make of Flatiron a 





them. They sell themselves. 





Two Automatic Switch Plugs that best answer 
the insistent demand for absolute safety and vari- 
able heat control in the operation of Flatirons 
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Variable 
Heat Control 


Uniform Flatiron temperatures main- 
tained accurately at any point between 
100° and 600°! Almost unbelievable but 
clearly proven by your first test of TOR- 
RID Automatic Heat Control Plugs. 





Flatiron safety and variable heat contro] 
is here at last. A woman wants a reason- 
ably low temperature for ironing silks 
and laces; asomewhat higher temperature 
for dampened, coarser materials; approx- 
imately 550° for heavier, extremely damp 
laundry. This amazing plug gives her 
every desired heat merely by turning 
“the bright red button.” 


Complete Cord 


TORRID-THERMO Set No. 504 


PLUG 


Patented thermostatic construction in 
TORRID-THERMO Plugs reacts to 
changes in operating temperature 
almost instantly. That is because 
thermostatic metal is connected to 
the very tips of the contacts in plug. No. 505 


Silver contacts and silver adjustment Plug only 

disc used are corrosion-proof. A 

“wiping’’ action occurs in adjust- $2 00 

ments of contacts and dise. This 

keeps contacts perfectly clean even 

in continuous service; and over a PATENT PENDING. Equip- 

long period of time. ped with universal contacts 
which fit either flat or round 


The TORRID Automatic Heat Control terminals. om brown Bakelite; 
Plug, like TORRID-SAFETY No. 503, "ed Bakelite button. Will op- 
is, essentially, a switch plug. Current ae ag ee or 
can be turned on and off manually pic ie me y. 1 eauaces 
by a quick, easy twist of ‘‘the bright pases Sr we hres wreaking 
red button” illustrated above. circuit by the efficient thermo- 
static principle involved, cre- 
ates a tendency to arc when 
direct current is applied. 


ae 








evens pou ey Pia, 
1. Fits Every Make of Flatiron PORRID Autonetie Satoh 

phn ome than three-quar- 
ters closed. 





TORRID protects the Jobber. Write for the facts today. 


_ The FRANK E.WOLCOTT MEFG.CO. 


Hartford, Conn. 
New York City: Zoo Fifth Avenue 
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A. J. McGivern of the 
Electrical Supply Co., Chicago. This snap 
does not do justice to Mac’s lurid, not to 


Manhattan 


say mottled, golf socks, which were the 
cynosure of all eyes at the recent meeting 
of the Missouri River Club. 





Yendis Writes From “Baltimo”’ 

Yer always after news and when 
they aint none hows a feller goin to 
give some? Things is quiet so every- 
one says, “but heck if I aint busy and 
I aint chasin flees either.” Did ja 
hear about the new jobber up at 
Hagerstown—well if you didnt your’e 
the only one because this town’s been 
full of nothin else but. Gant Har- 
desty left Baltimore Elec Sup Co 
—you all know who they are—and 
went up to Hgtn and hooked up with 
a feller named Loose—thats good aint 
it? and another by the name of Stott 
—and they says because they was 
three of them they’d call it—Try 
State Elec Co. Guess they mean 
they'd try to stay in the electrical 
business by that name. Anyhow Gant 
went up there and pertended he was 
2 barrl of malasses so’s to attract all 
the fly that 
manufacturers agents—anyhow 


guys calls themselves 
he 
did and they did and now theirs an- 
other jobber. Thers another crowd 
working hard in town here too, theyve 
got a long name wait I'll have to look 
it up—Here it is Association of Elec- 
aint that sumpthin’ 
Talk about doin things whew—There’s 


a feller named Peterson comes from 


tragists—Now 


where all them Sweeds come from out 


west somewheres and he’s lined up 


all the jobbers into a group whatever 
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that is and all the mfgrs and their 
agents into another group and the 
contractors and them as calls them- 
selves dealers into another group all 
of their own. That’s nice. These 
fellers all give Pete a lot of money 
so he goes up to 515 Cathedral St and 
hires a coupla rooms and puts the 
name on the window and has desks 
and chairs and everything so’s he can 
spend the money. Sure I seen it. 
Now that the Asso is organized we 
gotta see whats goin to happen. Bill 
Prentiss up at Greenfields says hes 
optimistic as to the business outlook 
even tho he has been sick for the last 
week. Says he feels stiffern a setter 
looking out for her pups. I guess Joe 
Mitchell—you know Economy Fuse 
Joe—feels about the same cause he is 
a survivor of the wreck of the City 
of Annapolis what was ramed by her 
sister ship down Chesapeake Bay and 
sunk after Joe got off with only his 
pajamas and an overcoat. He climed 
thru a window and then fell down a 
flite of stairs, thats what makes him 
stiff but satisfied to be with us to tell 
the tale. I seen him yesterday and his 
overcoat looks purty good. Didnt see 
his pijamas. Theres goin to be some 
big doins here on Friday when all the 
moguls of the Maryland Utilities Asso 
gets together for a all day session 
over at the Emerson Hotel. This 
heres what they call a semi annual 
meet. I seen a copy of the program 
on the bosses desk and it says the 
main part comes in the PM when they 
have eats and a lot of ladies and 
dance. Paul Smith up at Hagerstown 
hes President and he likes to have his 














Two latest and most expensive acquisi- 
tions of R. W. Haege, sales manager, 
Wesco Supply Co., St. Louis,—one daugh- 
ter and one Buick coach. We know 
nothing about babies, but in the case of 
the Buick, the crank case should be 
drained every 750 miles. 














This 
Browne, president of the American Elec- 


gentleman is Charles Edward 
trical Supply Co., Chicago. He was just 
over celebrating a birthday on which his 
friends so decorated his office with flowers 
and gifts that it looked like a miniature 


Marshall Field’s. 





wife along so as to keep him out of 
the hands of the pedlars when he 
comes to Baltimore. Cant hate him 
for that—you aught to see them ped- 
lars. Hope I get a invite thats all. 
Hoping you the same-I remain as ever 
YENDIS 


* * * 


Apologies to Wetmore-Savage 


A most unfortunate error crept 
into the March issue page 38. 
The Wetmore-Savage Co., of Spring- 
field, Mass., was kind enough to send 
in an item of news concerning a cam- 
paign on washers, saying that J. S. 
Bradley of the Meadows Washer Co. 
had been there placing part of a 
train load of “Hydromatiks.” This 
was set up “replacing” and the error 
was not caught on the proof. 

J. Edward Hall, manager of the 
Springfield house, has called our at- 
tention to this, which is embarrassing 
to them. Of course, Wetmore-Savage 
is not handling a line of merchandise 
that has to be “replaced” and we 
hope that all who noticed the state- 
ment will be generous enough to con- 
cede that this was obviously a typo- 


on 


graphical error. 
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Heavy Duty Gas and XG —— j Glassteel Diffuser 
Vapor Proof Fixture — fi White Porcelain 
j t ig Enamele teel Re- 
i yg Seeger Published in the interest of a more complete Alector and Totally 
Vapors Exist ou fellowship with Salesmen everywhere, Enclosing Glass Bowl 


NO = ie by the Benjamin Electric Mfg. Co. 








Chicago, April, 1927 








Glassteel Diffusers have been installed in 


the company’s drafting room and the ire teak , : 
P ‘ Recently, in Cincinnati, a number oO! 
whole place is pulsing with great expec- : 


The accompanying illustration shows manufacturers arranged a display of 


: ; , - tations. Soiaes a) ; 
the new Projector Light, Catalog No. merchandise in two of the windows of 
5613. The unit is designed for a high the new Avery Building, twenty-five 
uniform intensity of lighting, where the firms alternating during a period of ten 


; ; , reeks. The program and planning was 
Several very interesting booklets are = ik. = 2 ‘ ae 
; age : under the direction of Bob Dedrich, 
available for use by jobbers, central § <a ae pes 
manager of the Cincinnati Electric Club. 


stations and contractors for mailing to ; ; : 
Our Bill Gale undertook to light the 


their industrial lighting prospects. 
One of these, “Light and Its Effect on 
Production,” is full of interesting and 


windows with porcelain ename!ed steel 


conclusive evidence of the value of 
better factory lighting and gives a de 
tailed study of the experience of 18 
manufacturing plants in increasing pro- 
duction from 5 to 25 per cent through 
planned lighting. 

“Printing Plant Lighting” shows some 
simple recipes for good lighting, with 





many illustrations showing actual results 





in printing plants of the effectiveness of . —_—— Baas 
correct illumination. Benjamin Window Reflector 
“The Reflector” 1s a fine little book Cat. No. 15106N 


of sixteen pages in color and takes the reflectors, Benjamin No. 15106, with 
reader through the many processes Form H holders were used. Bill savs 


which develop the reflector shapes from that 





with three rows of lights spaced 


New Benjamin Projector Light 
Cat. No. 5613 


the raw material. one foot apart, using 47 reflectors with 


Samples of these booklets will be 200-watt lamps intensities up to 340 foot- 
, units have to be mounted close to the mailed upon request to the Advertising candles were obtained. The windows 
surfaces to be illuminated. Department. were 20 feet wide and 8 feet deep. Re- 


The reflector is made of copper, the 
reflecting surface of which is highly 


| polished, outside metal parts are green 
enamel finish. <A lens is fitted to the 
reflector rim and held in place by a 
steel band. 
" The unit is of the flood light, focus- 
; ing type, and is recommended wherever 
; a grazing character of light is either 
necessary or desirable, such as in auto- 
, mobile body plants, furniture finishing 
plants, rug racks in department stores, 
etc. A very successful installation is 
that of the spraying and finishing de- 
partments of a large automobile body 
; works. 


H. S. Nonneman, Illuminating En- 
gineer of the Dayton Power & Lighting 
Company, Dayton, Ohio, announces that 





Show Window Illumination with Benjamin Cat. No. 15106N Reflzctors 
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The Beajenn 


flectors were mounted 10% feet above 
the floor of the window. As an actual 
fact Bill had a better grading than any 
one else. A check up of effectiveness, 
that is people stopping to look in the 
windows, the highest average over any 
period was 69 per cent; the lowest 31 
per cent of the people passing by. 








All-American Dealers 
Merits benjamin 
Reflectors 

As a means of stimulating dealer sales 
through the use of better window-light- 
ing methods, the All-American Radio 
Corporaticn printed an article prepared 
by us on the advantages of Benjamin 
reflectors in the January issue of their 
house organ “The Indian Guide.”  In- 
asmuch as this excellent magazine is 


Benjamin Show Window Reflector 
Cat. No. 15103N 
read by 30,000 high grade dealers, it is 
believed that this will prove helpful in 
increasing the use of these reflectors. 

The article appeared under the title 
“Tell the Crowds Your Sales Message 
Through Well-Lighted Show Windows” 
and was worded as follows: 

“Half the battle in modern radio mer- 
chandising is letting prospects know 
you have in your store the products in 
which they are interested. There is no 
better method of getting and holding 
buyers’ attention than through attrac- 
tive, well-lighted window displays. 

“Actual tests have demonstrated that 
the correct lighting of a window will 
result in a surprising increase in the 
number of people who look at the dis- 
play and hence come under the influence 
of its sales message. Since the really 
profitable radio season occurs during the 
winter months when early evenings make 
natural window lighting impracticable, 
the radio dealer owes it to himself to 
take advantage of the sales possibilities 
of good artificial illumination. 

“The selection and installation of 
window-lighting reflectors is a technical 











subject which any manufacturer or con- 
tractor interested will be glad to explain 
in detail. Reflectors of mirrored or sil- 
vered glass have good directive proper- 
ties and are especially suitable for odd 
shapes of windows. For average win- 
dows the porcelain enameled reflectors 
are recommended, But whatever equip- 
ment you select, make sure that your 
windows are lighted so as to show off 
your merchandise to utmost advantage 
and bring you the maximum in sales and 
profits.” 








More Industrial Lighting 
Campaigns 

Interest in Industrial Lighting Cam- 
paigns never wanes, Some enterprising 
jobber, central station or contractor is 
always at it. 

At the present time the following 
campaigns, using Benjamin Industrial 
Lighting educational and sales promo- 
tional material, are under way: 
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The Bissell Company, Toledo, Ohio 
(67 names). 

Pennsylvania Public Service Company, 
Johnstown, Pa.; in charge of Mr. Edgar 
W. Mathews (308 names). 

Universal Electric Company, Peoria, 
Ill.; in charge of Mr. Karl Boggess 
(63 names). 

Duquesne Light Company, Pittsburgh, 
Pa.; in charge of Mr. H. L. Johnson 
(409 names). 

Metropolitan Edison Company, Leba- 
non, Pa.; in charge of Mr. H. B. Allen 
(26 names). 

Washington Water Power Company, 
Spokane, Wash.; in charge of Mr. 
Lewis A. Lewis (362 names). 

3erkshire Electric Company, Pitts- 
field, Mass.; in charge of Mr. Burghardt 
(63 names). 

The Ohio Power Company, East Liv- 
erpool, Ohio; in charge of Mr. J. F. 
Malone (30 names). 

Indiana General Service Company, 
Marion, Ind.; in charge of Mr. H. M. 
Kimmer (30 names). 








The new Pere Marquette Hotel at Peoria, Ill., is equipped throughout with 
Benjamin-Starrett panel boards, for both lighting and power, and main switch- 
board. The equipment was furnished by Kiefer Electric Company, Peoria, 
and installed by J. R. Downs. The architects are Hewitt, Emmerson & Gregg. 
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Benjamin Advances Mr. 
Powers 
Mr. P. A, 


advertising manager of Benjamin Elec- 
tric Mfg. Company, has been appointed 
manager of the Crysteel Refrigerator 
Cabinet sales division of the company. 

“Pap,” as Mr. Powers has long been 
familiarly and affectionately known to 
many jobbers, jobbers’ salesmen, central 
station executives and electrical con- 
tractors and dealers, has tackled a big 
job in a characteristic way. He is put- 
ting punch and personality away out 
in front. We know he will have the 
good wishes of a host of friends and 
acquaintances in the industry in putting 
over the new job, which has been given 
in recognition of his long service and 
outstanding ability in merchandising as 
well as advertising electrical specialties. 


Powers, for many years 





R. W. Staud 
Advertising Manager, Benjamin 
Electric Mfg. Co. 


Mr. R. W. Staud, who succeeds Mr. 
Powers as advertising manager, has had 
a very interesting career in educational, 
executive, operating, manufacturing and 
advertising positions. He was for sev- 
eral years in the shops of the Western 
Electric Company, an executive in the 
operations department of the American 
Can Company, and is secretary of the 
Industrial Relations Association of 
Chicago. 





“Pointers,” the snappy, carmine tinted 
bulletin of the Alabama Power Com- 
pany, Gulf Electric Company, Gulf 
Power Company and Mississippi Power 
Company, keeps up its “rep for pep and 
popularity.” The big slogan in the last 
issue is “Light Up Alabama.” We'll 
say they will. 





Benjamin Radio Hookup 
Features KDKA Broadcast 

3enjamin radio products received 
some real publicity a short time since 
when a 1500-word talk was given on 
their use in an interesting new hookup 
over the powerful 10,000-watt Westing- 
house Station KDKA in Pittsburgh. 

The hookup described was a very ef- 
ficient new 6-tube self-shielded binocu- 
lar coil circuit originated in our labora- 
tories. As outlined in the talk, the ex- 
cellence of results obtained with this set 
is due to the use of four Benjamin No. 
9072 Lekeless R. F. transformers to in- 
sure high radio frequency amplification 
and true reproduction; the use of the 
new-type No. 9081 condenser to insure 
even separation of stations and knife- 
like selectivity; the use of six 9040 Cle- 
Ra-Tone sockets to prevent distortion of 
tone due to mechanical vibration of the 
tube filaments, and the use of a No. 
8640 switch and No. 8629 bracket for 
convenience and permanence of assem- 
bly. This is really a very fine hookup 
and is described in a special combination 
hookup chart especially prepared for 
the purpose. 

Approximately 1600 of these charts 
have been sent to the listeners who 
wrote in from all parts of the U. S. and 
Canada as a result of the broadcast. 
The talk was written by Mr. W. 1. Mar- 
tin of our advertising department and 
was delivered by our representative Mr. 
Paul E. Bowers, under the auspices of 
the Pittsburgh Post Home Radio Club. 








. 
Show Case | yAtino 


The Northwestern Electric Company, 
Portland, Ore., is putting on a show 
case lighting campaign covering 195 
stores, under the direction of Mr. Fred 
Zangg. 

The Amboy Lighting Company, Perth 
Amboy, N. J., is covering 67 stores in 
the show case lighting campaign now 
running. 

Campaigns are being arranged for 
the Philadelphia Electric Company, and 
the Northern States Power Company, 
Minneapolis, Minn. 


The Service Equipment Company, 
Southgate, Cal., has published a fine new 
catalog describing and illustrating its 
Diamond-U Service Station Equipment. 
This includes a number of single and 
multiple reflector and combination re- 


flector and flag standards, with air and 
hose connections for every conceivable 
service station outdoor lighting and air 
service. 

Jobbers and contractors interested in 
equipping service stations will find many 
practical suggestions in this catalog. 

















Peter B. Hansen 
Graybar Electric Co., Iuc., 
Minneapolis 


‘‘Pete’’ Hansen Lands Another 
Big One in Minneapolis 


The Minneapolis Heat Regulator 
Company is putting up a big new build- 
ing in Minneapolis. At present the new 
addition starts with the tower and con- 
tinues over to and adjoins the old build- 
ing. The new unit is six stories high, 
165 feet long and 60 feet deep. The 
tower rises five floors above the rest 
of the building. 

“Pete” has just closed an order for 
550 two hundred watt Ben-ox reflectors 
and sockets, a nice lot of Glassteel Dif- 
fusers, Graybar Electric No. 99 fixtures 


for the office and a complete system of 
Crouse-Hinds floodlights for the exte- 
rior of the building. 





New Plant of Minneapolis Heat 
Regulator Company 





86 THE JOBBER’SM)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE 


Mr. Stanley G. Hatto, Electrical 
Supervisor of the Shell Company of 
California, Northern Division, has charge 
of all electrical installations and main- 
tenance throughout the states of Wash- 
ington and Oregon and British Colum- 
bia, covering over 2,000 miles with 41 
depots and storage installations and 88 
service stations. The total maintenance 
for the last three years has been taken 
care of by one man, 

The Shell Company does all its own 
electrical work under Mr. Hatto’s per- 
sonal supervision. When building new 
depots or service stations he hires his 
own men, purchases the best materials 
from a reliable jobbing house and on 
completion of every job, makes a test 
with Megger testing set. He believes the 
secret of low maintenance costs is good 
workmanship, high grade _ materials, 
periodical tests and inspections. The ac- 
companying illustrations of views at the 
Willbridge installation, Portland, Ore., 
are very interesting. 


No. 1. New Auto Repair Shop. The re- 
flectors for overhead lighting are Benjamin 
No. 5402, using 150-watt clear lamps. The 
bench lights, No. 11075 reflector, No. 4706 
Benco pull-chain socket and No. 1261 strain 
relief cord grip; the drop cord used is No. 
16 Tirex cord. This assures a drop light 
which will last for years with no maintenance 
costs. The switching is so arranged that 
each stall has its own overhead lights, 3 sep- 
arate wall plugs. 

No. 2. Section of Paint Shop. Benjamin 
No. 5402 Reflectors using 150-watt clear 
lamps. The switching is so arranged as to 
have one-half of shop dark and yet have ade- 
quate lighting for working on one car or 
truck. There are also four wall plugs for use 
of extensions. 


No. 3. Spray Shop. The reflectors around 





The Benjamin Reflector 
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In Memoriam—James H. Taylor 


Mr. James H. Taylor, for many 
years credit manager of the company, 
was killed in a railroad accident on 
the morning of Saturday, March 5th, 
at Berwyn, IIl., just after leaving his 
home for business. 

One of the most popular men in 
the organization, Mr. Taylor’s un- 
timely passing came as a great shock. 

He was well beloved and highly es- 
teemed not only among his associates 
in the company, but by a large circle of 
friends and acquaintances throughout 

the industry. 


identified with the Electrical Credit 
Association as an officer and execu- 
tive committeeman. 

In his home life at Berwyn, he was 
cordially admired as a loving and 
devoted son, husband and _ father. 
Funeral services were held at the 
Methodist Episcopal Church at Ber- 
wyn, where surrounded by a remark- 
able tribute of flowers from his 
mourning family and friends, his 
pastor paid a beautiful personal trib- 
ute to his steadfastness and exemplary 


He was prominently life. 


Mr. Howard M. Paul, of the New 
York office, is now located at Baltimore, 
Md. His address is P. O. Box 602. 

Mr. R. C, Sherman, who assisted Mr. 
Iremonger in the Eastern territory, in 
the vicinity of Philadelphia, has left the 
company. 

Mr. Ray Prior will handle all of the 


Greater Detroit territory. 





walls are No. 6848 Beyjamin vapor-proof fix- 
tures. The two suspended from ceiling are 
No. 1555 Benjamin vapor-proof. All lamps 
are 150-watt. There are also two wall recep- 
tacles in this shop. 

No. 4. This photograph will, no doubt, be 
of interest. It shows Mr. Hatto’s idea 
of washrack lighting. Washrack lighting has 
always been costly, owing to the large number 
of lamps broken, because of water being 
sprayed on the hot lamps. This simply con- 
sists of a twenty-foot length of galvanized 
water pipe with four No. 6848 Benjamin 
vapor-proof fixtures fitted to same by means 
of close nipples. This pipe is fitted with 
ropes and pulleys for raising and lowering as 
desired. The picture shows the intense light 
thrown on the chassis of truck which is ready 
for washing. When ready for the body the 





H. R. Heitzman’s new address is P. O. 
Box 2044, Dallas, Tex. 

Mr. Raymond Corwin, 289 Merion 
Ave., Haddonfield, N. J., will replace 
Mr. Sherman in the Philadelphia ter- 
ritory as assistant to Mr. Iremonger. 

Mr. J. H. Fall, 3rd, who has been 
covering southern Michigan, is now 
at the Sangamon Street office in the 
credit department. 


washer has only to raise the lights. One of 
these racks are at each side of truck. 
Dimensions for this washrack will be furnished 
if desired. 

No. 5. Sign: lighting on storage garage at 
Willbridge Installation, facing the St. Helens 
Road. This sign is 230 feet long and is il- 
luminated by Benjamin No. 5525 reflectors, 
using 100-watt lamps. This picture is all the 
more interesting owing to the sign being 
painted on a rough concrete wall. When 
passing this sign at night it has the appear- 
ance of a glass sign. 

No. 6. Night picture of Service Station 
No. 109 at Vancouver, Wash. The reflectors 
used for flood lighting are Benjamin No. 5527 
with 300. satt lamps. Those for sign lighting 
around bui’ °-g are Benjamin No. 5525, using 
100-watt ci lamps. 
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ive News 


bout Live Ones ; 





TarapasH, president, Hy- 


MIKE 
ind Electrical Supply Co., Chicago, 
as a new future stenographer at his 
iouse to add company to the budd- 
whom he is 


ing salesman raising. 
\like was so pleased with this addi- 
tion to the family that he proceeded 
i» decorate the office and windows of 
the company which is a fine way to 
celebrate new arrivals. C. H. Wei- 
censang, sales manager, says that they 
ire also greatly enlarging their fix- 
ture department. 


R. H. Hornsack, who was in the 
Chicago G-E merchandising depart- 
ment for three years, is now em- 
ployed as G-E engineer in the Du- 
buque office of the Crescent Electric 
Supply Co., Dubuque, Ia. 


Frioyp Rusk has been employed by 
the Lappin Electric Co., Milwaukee, 
Wis., to northern Wisconsin 
and Michigan. 


travel 


Harry C. SKINNER is a new city 
salesman in the electrical department 
of the Interstate Electric & Radio 
Corp., Omaha, Nebr. This company 
also has a new man at the city sales 
counter in the person of C. E. Olson. 

N. B. Exrop, formerly with the 
Missouri Valley Electric Co., of Kan- 
sas City, is a new salesman with the 
Brown & Hall Supply Co., St. Louis, 
Mo. H. C. Andrews, who was for- 
merly with the Crown Electric Co., 
St. been employed as 
counter man. 


Louis, has 


G. G. Gasau will travel southwest- 
ern Iowa for the Terry-Durin Co., 


Cedar Rapids, Ia. 


ArNo.tp Picxarp has been added 
to the counter force of the 
Commercial Electric Supply Co., To- 
ledo, O. 


sales 





M. W. Coursey is now traveling 
eastern Kansas for the Missouri Val- 
ley Electric Co., Kansas City, Mo. 
His headquarters are at Topeka. 


salesman 


J. McGuinsey is a m 





Klose Elec- 


tric Co., Kalamazoo, Mich. 


employed by the L. R. 





es 
appearance on the staff of salesmen 
at The Hughes-Peters Electric Corp., 
Columbus, O. 


GrauamM recently made his 


Pau Rapp is a new salesman with 
the Toledo Electric Sales Co., To- 
ledo, O. 


H. M. Suruerwanp, formerly with 
Piedmont Electric Co., is now travel- 
ing for the North 
State Electric Supply Co., Raleigh, 
N.C. His headquarters are in Dur- 


ham, N. C. 


representative 


N. FrrieDMAN is a new man behind 
the counter of the West Philadelphia 


Electric Supply Co., Philadelphia. 














The gentleman with the cap on is the 
“A” of the P. & A. Supply Co., of Mans- 
field, O.; in other words, O. R. Anthony, 
sales manager. A product of his sales 
managing is shown next to him—Salesman 
P. G. Snyder. Wonder if they ever drop 
in at the old “Smoke House” or isn’t it 
there any more? Perhaps not, for Mans- 
field is getting big and metropolitan now 
with real estate sub-divisions miles out in 
the country and all that. 





THE INDUSTRY.” 

Varnes W. Gemperwine has been 
employed as counter man by M. A. 
Hartley & Co., Northumberland, Pa., 
but is expected to take over the ter- 
ritory covered in the past by R. M. 
(Bob) Oyler. Bob probably 
take an executive job inside and will, 
doubt, be 
farewell to his 


will 


no bidding 


the 


mighty busy 


many friends in 
territory. 

Tom W. MusGrove comes from the 
Monroe Hardware Co., Monroe, La., 
the elec- 
trical department, to the. sales de- 
partment of the Wesco Supply Co., 
Shreveport, La. C. C. 
was formerly in the Memphis office 
of the 
transferred to 
Shreveport office. 


where he was manager of 


Sutton, who 


been 
the 


has 
counter of 


Wesco company 


the 


Ex.mer TurNer is a new counter 
man with the Economy Electrical 


Supply Co., Inc., Ft. Worth, Tex. 


R. Marck and Frank Peabody are 
two new salesmen with the Peabody 
Electric Co., Oklahoma City, Okla. 


Vernor Exuis, L. A. Woolley, 
Inc., Buffalo, N. Y., has been pro- 


moted from shipping assistant to 
counter clerk. 


F. A. ScHaner is a counter 
man with the Philadelphia Electric 
Co., Philadelphia, Pa. 


new 


R. C. Wigeins, who has been credit 
Matthews 
Supply Co., Birmingham, Ala., has 


manager for the Electric 
been transferred to the sales depart- 
ment. 

the 
sales force of the Graybar Electric 


“Jimmy” Situ has _ joined 


Co., Birmingham. He has been with 
the company 20 years, and was for- 
merly at Atlanta. 


Ray Riaés is now drawing his pay 
as a salesman from the San Antonio 
branch of the Electric Appliance Co. 
He with the Southern 
Equipment Co. 


used to be 


Rapio business is coming so strong 
with the Braid Electric Co., of Nash- 
ville, Tenn., that it has hired George 
T. Randolph as radio specialist who 
will work the north Tennessee and 
western Kentucky territory. 
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Do No. 140 - Flush receptacle with cupped or PI 

concave boss - to make easy insertion of cap. 33 

ee Black ‘“Temptus’’ plate OF 51. : 

You | : 

: 

‘Remember : 
5 


the last time you 
connected the 
library lamp in 
the dark? How 
you had to twist 
and turn the cap 
before you could 
find the slots in 
the receptacle? 


‘CBRYANT” 
REAL *“*CONVENIENCE” OUTLETS 


The “Bryant” new style receptacles do away with this aggravating 


delay. They have concave surfaces which aid in the quick and 
convenient insertion of the plug. 


? 


««Spartan’’ Flush Cupped Boss Receptacles. | 


plates without doors. 


oe a 


Nos. 140 and 142 ~- Single and double for / ae ee ~) [ j 
ee @z SRyanT © BRANT 
Nos. 144 and 145 - Single and double for ls 


plates with doors. 


4 | ‘HEY are all of “Bryant” standard construction and parts, having black porcelain 
cups, are very compect and durable, and of course, fit in single gang outlet boxes 


with one gang plates. 


The rating of each outlet is 10 amperes, 250 volts, and all are approved by the National 
Board of Fire Underwriters. They have side wiring terminals. 


A trial order will prove the selling value of these practical and popular receptacles. 


THE BRYANT ELECTRIC COMPANY 


1421 STATE STREET, BRIDGEPORT, Conn. 


New York - 3742 Madison Avenue 
PuiapeLpHia - Widener Building 
Cuicaco - 844g West Adams Street 
San Francisco - 749 New Montgomery Street 
The oldest and largest plant in the world devoted 
exclusively to the manufacture of Electric Wiring Devices. 
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This New . SEND FOR 


1927 



















Completely revised 
and illustrated, this 
Bryant Catalog is 
now ready for dis- 
tribution. Fill in 
Over four thousand and: mail the om 
“Superior Wiring Devices” 

are described in this new 1927 
Catalog. Fully illustrated, priced 


pon below and we 
will send YOUR 
copy at once. 

and indexed. This valuable information 
is of interest to every jobber, dealer, con- 
tractor and architect. A handy reference book, 

giving important information for the buyer. It will 








save your time and insure accuracy in ordering. Let ee ——— 


COUPON 


: THE BRYANT ELECTRIC COMPANY 
x 
K 
K 
K 
‘ 
K 


us send your copy now. The edition is limited. 


BRYANT 





BRIDGEPORT, CONN, 





Tr 


Please send.................... copies of your new 
1927 Catalog of “Superior Wiring Devices” 
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A SUPERIOR WIRING DEVICE for EVERY ELECTRICAL NEED 
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With much coaxing, a conference was 
broken up between the big “G. E.” spe- 
cialty man from Bridgeport, Conn., you 
know him—F. J. Sour—second from the 
left, and A. H. Shirley, general manager 
of Carter Electric Co. of Savannah, Ga.—- 
extreme right, to pose for a picture. The 
others are Washington Franklin Goette, 
receiving and shipping clerk, Miss Bonnie 
Lanier and Mrs. Conneff of the steno- 
graphic department, J. E. Crotty, service 
manager (what you can see of him) and 
J. H. Allison, manager of city sales. 





Lower Rio Granpe and West Tex- 
as will welcome the ministrations of J. 
D. Randall who will comb that coun- 
try thoroughly as salesman for the 
Tel-Electric Co., of Houston. 





Orro, who several 
years ago was connected with the 
Avery & Loeb Electric Co., of Colum- 
bus, Ohio, as salesman, is now em- 
ployed in the office of the City of 
Columbus. He wishes to be remem- 
bered to his old friends in the elec- 


trical business, and says that in the 


CHEsTeER S. 


new connection he is not overlooking 


any opportunities to promote the 
electrical idea. 


BENJAMIN Simon, salesman for the 
Reno Sales Co., Brooklyn N. Y., an- 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 





nounces his coming marriage to Miss 


Belle Anick. 


Martin H. Baumuourz has been 


appointed credit manager of the 
Germantown Electric Supply Co., 
Philadelphia. He has been with the 


company three years. 


Russert Witsur Lynn has been 
placed in charge of the radio depart- 
ment of the Royal Electric Supply 
Co., Philadelphia. 

Roy D. ConstaBLe is a new 
salesman for the Oakland, Calif., 
branch of the Fobes Supply Co., San 
Francisco. He will travel in the East 
Bay territory. 

* * ~ 

Ross D. Visits the Hoosiers 

Well, Me, I aint been down among 
them Hoosiers for some time but fin- 
ally did it and here’s a few ree- 
marks. 

Fort Wayne was the first stop. 
Curt Stahn who runs the electrical 
department of the National Mill 
Supply Co. don’t seem to get no 
thinner. On the contrary. Curt is 
working hard (so he sez) and busi- 
ness might be worse. Said he had 
no noos cept the dog died. Things 
looked lively enuf round there. 
About forty leven drummers wanted 
to see Curt with wonerful bargains 
so took my fut in my hand and beat 
it. 

Dropped in at Protective Elec- 
trical Supply Co. Messrs. Larimer, 
Popp and Henline still on the job 
and hustling like a hive of bees. 
Mr. Larimer allowed things might 
be worse and that the jobbing busi- 
ness might use a little higher rate 


of gross profit from the manuf: 
turers. This seems to be a gener 
thot so taint no noos! Mr. Popp 
lowed as how collections might be 
whole lot worse. Asked Brother H: 
line how come he didn’t have no » 
nic last summer and he said it rain. (| 
but was going to have one this su 
mer and he was going to send m 
special invite to come down and 4: 
some free eats. I have had tli. 
promises befor, Mc, and they do: { 
mean nuthin. Didn’t see 
men around so guess they were «ut 
working or something. 

Graybar have opened up a 1n\ 
house there. Had its pitcher 
that of its boss, Mr. Barley, in « 
recent issue so won't say much mor 
about ‘em ceptin that they 
$58.25 on air male postage to get their 
announcements there on time, whic! 
the Ft. Wayne postmaster allowed a, 
how was a record fer postage. 


no Sales 


spe nt 


Bro. Calloway who bosses the 1n- 
dianapolis house was hanging around 
fer some reason or other an he said 
there wasnt no noos from Indiana}) 
lis. Seein him there saved me a tri) 
out to his place when I got to said 
Indianapolis which was fine. 

Well I got to Indianapolis final|) 


and went over to see Mr. Fitche) 
of Indianapolis Electric Suppl) 
and he said no noos as usual. Ever, 


thing looked lively enuf and busines; 
is showing a nice increase over <6 
which is always good noos. 
Dropped in to say hello to To 
Hatfield but as usual Tom was an\ 
where ceptin in his office. Had !11; 
windows all decorated with simp!) 
wonderful bargains regarding son 
So. Meridian day or _ something 

















“Dress that Line.” 


those on the left have broken ranks. 
on the left are:— 


McKagen of the shipping department. 


Lemax McGowan just gets 
the group on the right lined up when he finds that 
And, those 
A. E. Wright, superintendent 
of the warehouse; Floyd Styles, porter; Howard 
Lavicktos, radio clerk; Charlie Taylor, and Geo. 
On the 















right we have:—Geo. Talley, credit 
manager; H. G. Mong, order d 
partment; R. Norene, price cler): 
Mrs. Weigand, billing clerk; Mi- 
Rinehardt, stenographer; R. 
(Sparks) Holman, radio depar' 
ment, and Lemax himself, Flo 
ida Electric Supply Co., Miami. 
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Forty-two salesmen tried to sell me a 
radio set before I got back to what 
Tom calls his private offis but I es- 
caped alive. No one dead around 
Hatfields! 

Varney Electrical Supply Co. have 
moved to a swell location of which 
I suppose we will get some pitchers 
about June or July! Whole new 
bunch of live wires in there from the 
general manager, Mr. De Lano, on 
down. Even the credit man is a 
live one, he is supposed to send us 
in a lil writeup of the new building. 
Maybe he will, too, Mc. You know 
sometimes you actually do get what 
your promised. Mr. Campbell, the 
sales manager, was hustling around 
doing something or other but he has 
a little time for that as he now has 
the ex-credit manager, Mr. Fergu- 
son, assisting him in the sales. Cred- 
it managers reading this can cheer 
up as it shows that job doesnt neces- 
sarily mean a morgue as so many of 
us used to think when we carried 
catalogs! The P. A., Mr. Rogers, 
is a regular bird, too, Mc. He al- 
ways has a smile and a handshake 
for the boys and never, never asks 
them for an extra discount! I have 
his own word for that statement. 
Mr. De Lano should be real proud 
of his organization. It sure made a 
hit with me. Asked Mr. Campbell 
how Joe Richards was getting along 
down in Evansville and he allowed 
Joe was hustling right along down 
there which again was no noos as 
that has always been Joe’s reputa- 
tion! 


Called over to Van Camp Hard- 
ware & Iron Co. and met Mr. Ker- 
box who succeeded Clarence Elder in 
charge of the electrical dept. Said 
Mr. Kerbox was as busy as a hen 
with one chicken. Had to go out 
and help land a big order while we 
were there so didn’t get much dope 
about him. However, will get it fer 
you next trip. 


In general things are plumb good 
in Indiana, Mc, everyone seems get- 
ting along real well and as I was 
told by each and every one of the 
boys that if San Francisco, Atlanta, 
Dallas and Boston, not to mention 
Cleveland, Detroit, Cincinnati, Chi- 


cago, Toledo, St. Louis and Mil- 


waukee would quit dumping stuff in 
their territory, a dime or two might 
be made on the right side of the 
ledger! 
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North Staters Have Growing 
Pains 

The North State Electrical Supply 

Co., of Raleigh, N. C., was organized 

September 1, 1926. W. A. Emerson 














They Have Snow in North Carolina 


is president, D. J. Thompson, vice- 
president, F. C. Thompson, secretary, 
and E. T. Andrew, treasurer. Since 
that time the company has enjoyed a 
steady growth and now finds itself a 
bit crowded in the two-story building 
which covers about 15,000 sq. ft. 
Along with Mr. Chapman of Ful- 
wiler & Chapman, manufacturers’ 
agents of Atlanta, Ga., Mr. Andrew 
took THe Jospper’s SALESMAN repre- 
sentative on a little trip through the 
warehouse, and among other novel 
ideas for handling stock, were two 
that got his interest: A large cabinet 
for filing manufacturers’ literature 
(which is a good idea for most any 
jobber), 
stacking pipe 


and the arrangement for 
large chains are used 
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to safeguard the pipe from falli: 
and a string with tag is drawn acr 
the stack at every 100 feet to faci 
tate inventory. 

Mr. Chapman puts his stamp 
North State as being a model jobbi 
house, and he should know. 

Snow is rather unusual in No: 
Carolina and our friends could not 
induced to leave the fireside for 
picture, however Mr. Andrew’s c:+ 
proves they did have a little snow 


*& * 


New President of Electragisis 
Clyde L. Chamberlain, president 
the California Electrical Construction 
Co., San Francisco, was elected presi 
dent of the Association of Electr: 
gists, International, at the meeting 0! 
the executive committee on March 1|\, 
to serve for a term of two years, su 

ceeding Joseph A. Fowler. 

Mr. Chamberlain, who is the first .\ 
E. I. president to come from beyond 
the Mississippi, is a native Cali 
fornian, having been born there on 
March 17, 1884. He came up throug) 
the ranks, having served his time a; 
apprentice and journeyman. In 191? 
he went to work for the company of 
which he is now president, as super 
intendent and estimator, and the fo! 
lewing year, together with T. H. Mc 
Donnell, acquired all the stock of the 
company. Since 1916 Mr. Chamber 
lain has been sole owner. 

















H. E. Waterhouse, manager of the Tampa branch of the Florida Electric 
Supply Co., never needs much coaxing to get this fine bunch together for a 


picture—and you can’t blame him. Left to right, front row:—T. 


- Williams; 


Mrs. J. Shark; Miss E. Merrill; Miss Ida Nejin; Miss E. Greenbaulk; H. E 


Waterhouse, and H. W. Moore. 


J. Q. Forrester; A. M. Stovall, Jr.; L. 


Meyland. 


Back row:—M. P. Pothout; D. W. Billingsley: 


R. Mitchell; W. A. Woods, and Geo 
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A Real jobber’s salesman’s Line 


| ewe and the fellows who sell for the 
jobbers have been pals for a long, long 
time. 


The quality of ETTCO Products, backed by 
the ETTCO Policy of 100% Jobber Distri- 
bution, has made the boys who bring in the 
orders ET TCO enthusiasts. 

They know that I’ TCO products will make 
good in every way with their contractor 
customers— 

—and they know that ETTCO Service and 
Square Shooting will give them the sound 
support they need. 

Hundreds of salesmen are proving that 
ETTCO is a “real jobber’s salesman’s line.” 
Here’s hoping you are one of them. 


OU SIRUUN 


Armored Cable Non-Metallic Sheathed Cable 


Flexible Steel Conduit Non-Metallic Conduit (Loom) 
PRODUCTS 








New Obround Type 


C Con- 


duler Form 7 with two-wire 
o 


] 


ile poreeiain CC 


showing 


single Wedge-Nut Fastener, 


which engages 


Condulet 


side wall of 





alee, Wit IS! 
The INQ 


Obrouna Condulet 


View of reverse side, showing 


incline projections on cover 


which engages side wall of 


Condulet. 


DISTINCTIVE AND NOVEL FEATURES THAT GIVE 
STILL GREATER PRESTIGE TO THE CONDULET LINE 


TH 
edge-Nut 
FASTENER 


RKTO 
INSULATION OF 
CONDUCTORS 


The Wedge-Nut Fast- 
ener securely holds 
the cover or wiring 
device, and it cannot 
become loosened by 
vibration. 


With this new torm 
of Construction there 
are no screws project- 
ing inwardly to injure 
conductors. 


They have unobstruct- 
ed cover openings, 
therefore, it is easy to 
pull conductors with- 
out injury to them. 


The unobstructed 
cover opening and 
large wiring chamber 
makes easy work of 
splicing and taping. 


EASYTO PULL * 
CONDUCTORS 


t. 
AND TAPING 
EASY 


For the complete line of the New Obround Condulets, see Catalog No. 2100. 








The N@W 
Obround Condulet 


~ The Wedge-Nut Fastener 





The unobstructed cover opening 


DISTINCTIVE AND NOVEL FEATURES THAT GIVE 
STILL GREATER PRESTIGE TO THE CONDULET LINE 


a 


COVERS EASILY 


TERMINALS ON BACK 
OPERATED FROM FRONT 


BQ 


PHILADELPHIA 


The covers and wiring 
devices can be easily 
installed even in diff- 
cult places, as they can 
be turned so as to 
bring the fastening 
screws into an acces- 
sible position. 


Allwiring devices have 
clamp wire terminals 
on the back. The ter- 
minals are operated 
from the front. 


The covers and wiring 
devices are complete 
units; therefore, no 
parts can be lost dur- 
ing installation. 


Gaskets, when used, 
are so attached to the 
covers as always to be 
in the proper place. 


CROUSE-HINDS COMPANY 


ESTABLISHED 1697 


SYRACUSE, N. Y., U. S. A. 
Sales Offices 


NEW YORK 
DETROIT CLEVELAND 





Pitt 


ATi ATLANTA 


BOSTON 


CHICAGO 
ST. Louis 
SAN FRANCISCO 


COMPLETE UNITS 
NO LOST PARTS 


GASKETS 
ALWAYS IN PROPER 
PLACES 


ay 


MINNEAPOLIS 
MILWAUKEE 
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35 YEARS AGo 
AND TODAY 











Specialists 


in the Manufacture of 





Enclosed Fuses— Fuse Plugs— Renewable Fuses 
Porcelain Cutout Bases 
Slate Cutout Bases 
Clips, Contacts, Lugs, Automobile Fuses 


Fuse Wire — Fuse Links 
Ground Clamps 

















— — 
mie HACE SHAN 


NEWBURYPORT, MASS: 
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White an Officer of Federated 
Radio Trades Association 


Thomas A. White, of Buffalo, N. Y., 
was elected first vice-president of the 











Thomas White 


l'ederated Radio Trades Association 
on February 15. 

Mr. White is a graduate of the Uni- 
versity of Minnesota and was in the 
electrical business as a jobber’s sales- 
man for three years in Sioux Falls, 
So. Dak., and later at Albany, N. Y. 
He was also in the radio business in 
New York for three years, as sales 
manager of the New York office of 
the Magnavox Co. and later as man- 
ager of the Chicago office of the same 
company. At the present time he is 
a director and manager of the Whole- 
sale Radio Co., Buffalo, N. Y. 


* * * 


Changes in Personnel 


Miss Sonny Muitver has _ taken 
charge of the office of the Reno Sales 
Co., Inc., Brooklyn, N. Y., while 
Miss Sadye Levy will be in charge 
of sales in the Madza Lamp depart- 


ment. 


W. E. Moore has been appointed 
sales manager of the Philadelphia 
Electric Co., Philadelphia, Pa. 





H. 
manager of the Syracuse Supply Co., 
a oe ss <<. 


A. MOLYNEAvux is now service 
Svracuse, replacing 
Livingston. 


Tue L. R. Kuiose Exvecrric Co., 
Kalamazoo, Mich., has appointed A. 
C. West as secretary of the company. 


THe GitHam Exvecrric Co., of At- 
lanta, Ga., has secured the services 


of George L. Washington as sales 
manager. He is a_ graduate of 


Auburn and was in the sales depart- 
ment of the Western Electric for a 
number of years. More recently he 
has been in the jobbing business in 
Havana, Cuba. 


JAMES SNEED is assistant to 
M. C. Huie, sales engineer of the 
Southwest General Electric Supply 


Co., Oklahoma City, Okla. 


now 


Ben A. Coruartn has been ap- 
pointed manager of the lighting de- 
partment of the Erner Electric Co., 
Cleveland. He has had long expe- 
rience in this field. 


Ray N. Johnson has been made 
manager of the radio department of 
the same company. 

Water M. 
with the Electric Corporation of Los 
Angeles. His duties as sales manager 


have been taken over by Paul H. An- 


FaGan is no longer 


derson. 


* * * 


Lappin Increase Capital 
The Lappin Electric Co., Milwau- 
kee, Wis., has increased its capital 
stock from $50,000 to $250,000. The 
company is building a display room 
for lighting fixtures and also one for 
stoves and appliances. 


COMPARATIVE STATEMENT OF PAST DUE 


“THE ELECTRICAL (¢ 
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C. M. Lewis Dies 

©. ae, head of the radio 
department of the B-R Electric Sup- 
ply Co., Kansas City, Mo., passed 
away on Sunday, March 6, 


Lewis, 


after a 
short illness. 


* * * 


Crescent Bowling Team Wins 

The Crescent Electric Co., Detroit 
bowling team, after several weeks ot 
a tie for the leadership in the elec 
trical bowling league, is now in first 


place alone by a two game margin. 
There are still six games to roll at 
the present writing which are all 
going to be hard fought games. The 


interest in the league race this year 
has been higher than any _ previous 
year, as the first six or seven teams 
have been closely bunched since the 
first round. 

* * * 


Electrical Credit Barometer 

The accompanying tabulation shows 
the number of delinquent accounts, 
the total 
amounts as reported to the National 


amounts and the average 
Electrical Credit Association by mem- 


ber manufacturers and _ jobbers 
through its various divisions, for Feb 
1927, 


same month the previous year. 


as compared with the 
Also 


these figures are shown for the first 


ruary, 


two months’ period of 1926 and 1927. 
ACCOUNTS REPORTED 


‘REDIT BAROMETER” 


REBRUARY 28, 1927 
NUMBER OF ACCOUNTS REPORTED 
% % 
Increase (Jan. and Feb.) Increase 
Division February or 2 Months or 
1926 1927 Decrease 1926 1927 Decrease 
it Oe rrr. | 318 6.74% 632 690 + 91IT% 
Middle & Southern Atlantic... 176 149 15.3 % 337 286 15.1 % 
TOW PRIME oo sei e vnc 00:0 70 152 +117 & 174 254 145.9 % 
eee COMME co nck nc cee: 25 9 64 %G 55 34 38 % 
NE d  aeiwas ceo Jee ea seks oe 940 877 6.70% 1693 1644 2.89¢ 
GEM & «aw ain Comte ciate cons 1552 1505 — 3.03% 2891 2918 93% 
TOTAL AMOUNTS REPORTED 
% % 
Increase (Jan. and Feb.) Increase 
February or 2 Months or 
1926 1927 Decrease 1926 1927 Decrease 
INO TONE oe es oe eke $52A74 $ 51,216 — 2.39% § 89,909 $113,509 +26.2 % 
Middle & S. Atlantic... 17,147 20,052 + 18.9 % 32,606 34,341 + 4.67% 
New England ......... 10,118 21,327 +110.7 % 19,732 31,935 61.8 % 
Pace COGRe cnc’ 3,762 2,664 - 29.1 % 8,528 3,818 55.2 % 
CN aa Bees es 54,016 111,024 +1055 % 145,582 202,728 39.535 
| 9) Ta $137,517 $206,283 + 50 % 8296555 8386331 1.30.2 % 
AVERAGE AMOUNTS 
(Jan. and Feb.) 
February 2 Months 
1926 1927 1926 1927 
NU MI 2c of heal SS ms Ot ee . $154 S161 S142 S164 
Middle & Southern Atlantic.... 97 135 97 120 
INGUIN ie oes wien eee os 144 140 113 121 
ge gl ee ae Taye 150 296 155 112 
CN o.oo elton 5 Dru en owas 57 127 S6 123 
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Cc Another 


PRI 






















cA Modern 
va cl é Inside Frost 
Fe R sizes of MAZDA lamps for general 


Watt — 2 ; 
ighting service now sell for 25 cents or less, 
and the 100-watt lamp for 40 cents—yet each of 
these five MAZDA lamps is a far, far better lamp \ \ } ; 
than was ever made before. There's a miracle 


for you, a triumph for standardization and 
simplified practice. 


With every reduction in price, the sale of MAZDA lamps 


has increased—grown from 110 million in 1914 to more a 
than 304 million in 1926. The wonderful welcome C 


accorded the Standard Line of MAZDA lamps has elim- 
inated many unnecessary types, reduced expense and made 


this latest price reduction possible. Now will come still 
greater sales, and to those who are most active in the 
\PRIL CLIMB will come the greatest profit from this cee : 
modern miracle. 
NATIONAL 
i U.WAUY-N 
ie att — 


Cost_Lless -Are Better 


National MAZDA 


“MAZDA is not the name of a product 
but the trade-mark of a Research Service, 
and only those lamp manufacturers en- 
titled to receive this service may distinguish 
their lamps with the mark, MAZDA, 
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Prizes for Dealers 


Business for You 


Pul 


or the 


~ 
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MYA TAPS ec 
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inc! 


ppril CLIMB 


URING the month of 

April the National Lamp 
\Vorks is staging a great 
nation-wide contest in which 
it offers ten grand prizes to 
the dealers who do the best all 
around job of merchandising 
National Mazpa lamps. 


\ Chevrolet Coach, which is 
the first prize, goes to the 
retailer who does the best 
4-Star job of boosting lamps 
and who as a result shows the 
greatest percentage increase 
for April as compared to 
March sales. 


\pril is a big lamp selling 
month and the April Climb 
should bring in record break- 
ing business. 


Jobber’s salesmen can do a 
big thing for their houses and 
dealers by getting each dealer 


to send in his entry for the 
April Climb and helping 
dealers apply the 4-Star Plan: 
(1) Increase sales through 
window displays, (2) increase 
sales through store displays, 
(3) increase sales by asking 
them to buy and (4) increase 
sales by going outside of the 
store after business. 


This is certain, every dealer 
who enters the April Climb 
will increase his lamp sales 
and the more of your dealers 
who enter the contest the 
greater your own sales will 
be for April. If you haven't 
received the folder giving ful 
details of the April Climb, 
write to the Sales Promotion 
Department, National Lamp 
Works, Nela Park, Cleveland, 
for a copy—Then pull for the 
April Climb. 


MAZDA is the mark of a Research Service 
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Strikes and Spares 
By JOE SINES 

C. E. Lisrenwacter, president Lis- 
tcenwalter & Gough, Inc., Los An- 
geles, was confined to his home for 
two weeks with the “flu” but is back 
on the job again and looking fine. 

J. S. Appis, city salesman and O. 

G. Thorpe, store manager of Listen- 
walter & Gough, Inc., have traded 
jobs for a while. Wonder if this is 
not a good way to find out whether 
the other fellow’s job is as soft as 
we think? 
Wattrer M. former sales 
manager of the Electric Corp., Los 
Angeles, has purchased control of the 
Pacific Wholesale Radio Co. and as- 
sumed management of same effective 
March 1. 


FaGan, 


PauLt H. 
charge of the lamp department of tlie 
Electric Corp., Los Angeles, has been 
promoted to sales manager. 


ANDERSON, formerly in 


Frep W. Bo.ttruorr, manager of 
the shipping department of the Elec- 
tric Corp., has taken unto himself a 
wife and the newlyweds are honey- 
mooning around Fred’s old home in 


Denver. 


N. G. (Nate) Harvey, president 
Illinois Electric Co., Chicago, is va- 
cationing in southern California. 

J.T. (Jim) Deppe, manager of the 
Phoenix, Ariz., branch of the Pacific 
States Elec. Co., spent a few days in 
I.os Angeles in March. He reports 
plenty of rain and good business. 

Eppie Weser, Orange County 
salesman for the Pacific States Elec- 
tric Co., Los Angeles, is the proud 
father of a boy. 

Tere Is a new bird in the nest at 
the home of Frank B. Nightengale of 
Pacific States Elec. Co. The new bird 
will be known as Peter Allen and it 
was reported that Frank lost all of 
his upper vest buttons when the nurse 
said, “It’s a boy.” 


THe Paciric States Electric Co., 
Los Angeles branch, held its handicap 
golf tournament on February 12, and 


Ellison, 


through with the winning card of 69 


Jim city salesman, came 


net, “? gross,” and was presented 


with a beautiful loving cup which he 
must win three times before he can 
consider it permanent property. In 
the future, these tournaments will be 
held every 4 months. 


E. A. Hart of the transmission de- 
partment of the Pacific States Elec. 
Co., Los Angeles, is on a trip to Chi- 
cago, New York and other eastern 
cities in connection with business. 


Tue Paciric States Electric Co. 
held a branch managers’ meeting re- 
cently at Del Monte, Calif. Golf pro- 
vided the recreation for all present, 
and Dave Harris, president of the 
company, carried off the honors—the 
“Check Seal” trophy. 


THe AccompanyinG photo is of A. 
S. (Al) Winterhode, who for the last 











A. S. Winterhode 


5 years has been store manager of the 
Western Light & Fixture Co., Los An- 
geles, Calif. Al started in the elec- 
trical business 35 years ago, “way 
back in Illinois,” and was a journey- 
man electrician in the days of wood 
cleats and mud tubes. 





Tue Reman Wholesale 
Co. of Los Angeles has recently been 
appointed as a distributor of Hot- 
point heating appliances, taking up 
the line on March 1. 


Electric 





Sam L. Wax. and Basil Buthrie of 
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the Electric Supplies Distributin: 
Co., San Diego, Calif., spent severa 
days in Los Angeles around Marc! 


15. 
* * * 


L. A. Lutz Entertains 

L. A. Lutz, Ine., Mahanoy Cit 
Pa., tendered a banquet to its em 
ployes and friends on January 22 
The banquet, like the super-structur: 
of the company at the western ex 
tremity of Mahanoy City, was com 
plete in every detail. Nothing was left 
undone by the generous hosts to mak: 
the occasion one long to be remem 
bered. 

L. A. Lutz, president of the cor 
poration, was the principal speaker. 
He electrical and me 
chanical career that dates back to 
1907 when he first started as an elec 
trical apprentice at Berwick, Pa. Mr. 
Lutz’s earliest schooling was received 
at Petroville, Pa., and he graduated 
from the Mifflonville High School. In 
1908 he was graduated from tlic 
American Technical Institute of Chi- 
cago. 

Sixteen years ago he went with the 
Tennis Brothers, of Pittsburgh, in the 
capacity of electrical engineer, and in 
1911 entered the employ of the Har- 
wood company at Hazleton. In Au- 
gust of 1911 he was transferred to 
Mahanoy City to take charge of the 
transmission lines of the Harwood 
company here. 

In 19138 Mr. Lutz resigned from 
the Harwood company and entered 
into the contracting business in Ma- 
hanoy City together with George W. 
Hoppes, now of Reading. The firm 
was known as Lutz and Hoppes until 
1917 when Mr. Lutz purchased the 
Hoppes interests, he then continuing 
in the contracting business until 1920 
when he opened his wholesale depart- 
ment. He continued the contracting 
and wholesale business until 1923 
when he discontinued the contracting 
business to conduct the wholesale ex- 
clusively. He continued in the whole- 
sale until 1925 when the business be- 
came the L. A. Lutz Co., Inc., with 
members of the firm including .H. J- 
Gregory, C. R. Myers, J. C. Metzgar, 
R. J. Lutz, A. C. Lesher and G. C. 
Heinze. 

* * * 
Illinois Electric Branch Moves 

The Phoenix, Arizona, branch of 
the Illinois Electric Co., has moved 
to 313 W. Jackson St., in that city. 
Frank Waite is in charge. 
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BELOW. The brand new J-36 
Beaver Handle Cap Plug. It 
shoves the old button-like, 
hard-to-grasp cap plug out of 
date. Attached to appliance 
cord in a jiffy by anyone, with 
a screwdriver. 


Plugs il 
HANDLES 


have plugged their way across 
thousands of retail counters 


IF YOU have any customers who haven’t 
stocked Beaver Handle Caps, here’s your 
chance to tip them off to a champion cash 


register bell ringer. AT LEFT. 1-35 
Beaver Handle 
Cap plug, which 
foes in or out of 
glass-shaded fix 
ture without fum 
bling. Noscraped 
knuckles. Some 
thing to grasp 
Anyone can put 
"em on appliance 
cords. with 
screwdriver 


They move fast. They appeal to the women! 
And they’re packed in jaunty, compact car- 
tons, 10 to a carton, each carton fitted with 
an ingenious display card. They are newsy 
items. Why not cut loose with this cheerful 
news on every call? 

FREE wan: a Beaver Handle Cap for your own 
toaster, washing machine or other appliance? Just say 


whether you want the J-35 or J-36, and write us on your 
firm’s letterhead. We'll be tickled to death to send it. 











BEAVER “Ati! £100. © 


| Carry Stock FOREIGN SALES 
DOMESTIC SALES REPRESENTATIVES REPRESENTATIVES 
BRANCH OFFICES eo on oo LONDON, W. 1. MONTREAL, MELBOURNE, 
| , ' ENGLAND CANADA AUSTRALIA 
Craven Electric H. Lee Reynolds! A. W. Marshall! potpoint Elec- Dhincan Mise _ . 
CHICAGO, ILL. | DENVER, COLO.| Sales Co. Co. Co., saa a ance ical Ga. Led Warburton- 
208 No. Wells St.| 1420 Lawrence | 30 Bank St Oliver Building 306 Columbia rh PP 2 Inspector St. | Franki, Ltd 
™. a CITY, | DETROIT Building 24 Newman St., 380 Bourke St 
CLEVELAND, 0O./sAN FRAN. _|_ O. J. Rollert, | MICH. BIRMINGHAM, | ford St. RADAR. Cone 
1531 West 25th| CISCO, CALIF.) 1011 East 15th | Popkin Bros., ALA. Victor G. Men-|HONOLULU, 
St. 1066 Mission St.| St. | Madison Theatre} F. A. Robertson. BUENOS AIRES, doza Co. HAWAII 
ST. LOUIS, MO. | Building. | 908 Martin ARGENTINA a 
|ST. PAUL, Franklin McDer- | Building. | A. E. Pasman & SAN JUAN, Armand Weill 
LOS ANGELES, | MINN. mott, BOSTON, MASS. | Cia., PORTO RICO &Co., 
CAL. | 2362 University | 610 Louderman | A. E. Burland, |DALLAS, TEX. | Calle Belgra-o Antillas Elec- 937 Nuuanu St 
1354 So. Hill St. Ave. | Bldg. 170 Oliver St. Tennant Bros. 732 tric Corporation 


——— 
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Robertson-Cataract of Utica 

L. E. Pillmore assistant to the man- 
ager of the Robertson-Cataract Elec- 
tric Co., Utica, N. Y., is a live cor- 
respondent and as the newspaper men 
say has a “nose for news.” He gives 
us the following interesting facts from 
his city: 

“James Sidway, who a year ago 
was transferred from Buffalo to be- 
come manager of the Utica house, has 
more than made a success, and be- 
cause of his good work the Buffalo 
office has made him general manager 
of both the Utica and Syracuse 
branches.. Mr. Sidway will try to di- 
vide his time between the two houses. 

“Miss Landsman and Miss Caraher 
have been added to our force in the 
Utica office. 

“From February 22 to 26, Utica 
heid its first electric show under the 
auspices of the Utica Electrical Deal- 
ers’ Association. This was very suc- 
cessful and a complete line of elec- 
trical merchandise was shown and all 
indications point to a larger show this 
coming year. The Robertson-Cataract 
Electric Co. of Utica had four booths, 
showing a complete line of Pass & 
Harvey-Hubbell, Crouse- 


Seymour, 


Hinds, Trumbull-Vanderpoel, Benja- * 


mine Electric Manufacturing Co. and 
Meadows Washington Machine Co. 
merchandise.” 
* * * 
Water Powers of Stagger- 
ing Size 
The South will presently have two 
new water power developments sur- 
the Muscle 
Shoals and in fact comparing with 
These are 


passing in size famous 
any thing in the world. 
the development of the Susquehanna 
River in Maryland, where 350,000 H. 
P. will be made available to the city 
of Philadelphia, and the Saluda River 
plant in Lexington County near Co- 
lumbia, S. C. This latter will cost 
$20,000,000 and develop 200,000 H. 
P. Reservoirs of enormous area will 
be formed by both, and in each case 
a town will be compelled to pick up 
and move for it will be entirely cov- 
ered with water. 

The Saluda River dam will be more 
than a mile long and at its mid-sec- 
tion will be a quarter of a mile thick. 
No earth dam in America will be com- 
parable to it in content. The great 
lake formed by it will be 30 miles 
long and at one point 14 miles wide— 
60 sq. miles or nearly twice as large 
as Lake George in New York state. 


Nize Lida Strit—Huh? 








Yacob—Ooo Poppa zee da beek 
mens 

Poppa—Nach Yacob dots a lida 
strit 

Yacob—What for is dot a liddle 
strit poppa? 

Poppa—Is so becos mayers, wit 


conncils, wit kings, wit 
city menichers could mek 
it beek outside strits brite. 
Yacob—Ooo Poppa like Stedt 
Strit, Chicacago yup? 
Poppa—Yup Yacob like Stedt 
Strit and many from ud- 
der strits. Is so fixit dis 
liddle strit wit many zys- 


tems from _ stritlighting 
dot itch guy wot looks 
catches beek idea _ for 
hometown. 

Yacob—Where is dis litter strit— 
Poppa? 


Poppa—Och dunt esk! dunt esk! 
Iss in gret Nela School 
from Lighting, by Nela 
Park 

Yacob—Hundt who is Nela Park? 

Poppa—Iss not who—iss whitch— 
iss hum from beek Netch- 
nal Lamp Woiks. 

Yacob—Undt for vy is dot beek 
mens on da lita strit? 

Poppa—lIss for show how small is 
dot strit one sixtin actual 
zize. 

Yacob—Ooo poppa buy me id dot 
lida strit 

Poppa—Sharrup and gerradehere 
—iss cost ten zouzand 
talers—dot lida strit, undt 
is not for lida bois but 
beek eck-und-budda mens 

Yacob—But I want it, dot cute 
lida strit 

Poppa—SMECK! 














No, ladies and gentlemen, he is not 
a giant nor is this trick photography. 

E. F. Lumber .is an average sized 
man but he has just completed a big 
job by building the smallest white- 
way in the world. 

This miniature street, in the Nela 
School of Lighting at Nela Park, 
Cleveland, was built by the National 
Lamp Works to demonstrate the new- 
est and best in street lighting. 

The buildings, the lights, the auto- 


THE INDUSTRY 





mobiles—everything is one-sixteent! 
actual size. 

At the throw of the switch, the 
street lighting units shown in the pic 
ture sink through the side walk and 
others take their place. Thus fiv: 
complete and different systems o1 
modern street lighting may be shown 
on this one street and shown as the) 
will actually appear when installed 
on the full-sized white ways of Amer 
ica. 

To this tiny white-way will con: 
many big men—city officials and light 
ing specialists, intent on studying and 
visualizing street lighting systems 
that they may select one best suited 
to the requirements of Main Street 
back home ! 





* * * 


After the Lighting Prize 

Chicago believes in taking time bh, 
the forelock! Apparently Chicago 
also believes in audacity. (Which 
may not be altogether news.) 

At any rate, after bringing a prize 
contest for jobbers’ salesmen to « 
successful conclusion, the Chicago 
committee has immediately embarked 
on another drive for which the prize 
money is to be none other than the 
$500 which they expect to win in 
this year’s Industrial Lighting Con 
test. 

In the first contest, which began on 
October 1 and ended December 23, 
87 salesmen representing 16 supply 
jobbers competing for prizes totaling 
$400, sold 19,480 reflectors on 735 
jobs. Of these, the trial installations 
sold numbered 124, and 102 layouts 
were made. The large number of 
these reflectors, 12,752, that were 
placed in old buildings indicates the 
extent to which these sales replaced 
antiquated equipment and _ brought 
about the use of higher wattage 
lamps. Sales reports also show that 
a majority of these reflectors were of 
the highest type, such as prismatic and 
glassteel diffuser units. Yet less than 
10 per cent of the industrial plants 
of Chicago were sold during this con 
test! os 


Long Makes Drive on 
Traffic Signals 

H. T. Long, president of the Caro- 
lina Electric Supply Co., Spartan- 
burg, S. C., is interesting the cities 
in the company’s territory in strect 
traffic signals. The Kiwanis Club’s 
committee on safety is pushing the 
movement as several unfortunate ac- 
cidents happened recently which are 
said to have been caused by lack of 
street signals. 
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Extended Ear Box for BX 
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Backs Up JobbersSalesmen 














Nothing succeeds like good products, good service and good adver- 
tising. ““Raco” products and “Raco” service are outstanding. And 
“Raco” advertising appears regularly in full pages in the leading electrical 
trade papers. Practically every dealer and contractor sees the “Raco” 
message every month. This is the kind of backing that means some- 
thing to every electrical jobber’s salesman. 

‘“Raco” Patented Extended Ear Boxes are winning approval every- 
where. They are rigid and economical; their firm locking qualities pre- 
vent them from opening up under handling on the job. Easily installed. 
Their high quality always satisfies. 

All through the comprehensive line of “Raco” Outlet and Switch 
Boxes, Bar Hangers, etc., the same plus quality prevails. It’s a treat to 
sell “Raco” products—they make friends and money for both you and 
the house you represent. Shall we send you the latest “Raco” catalog 
sheets? 


ROACH-APPLETON MFG. CO. 


3440 N. Kimball Ave. - Chicago 
Branches 
Birmingham Detroit New York Seattle 
Boston Indianapolis Philadelphia Tampa 
Cleveland Los Angeles Pittsburgh Toronto 
Denver Minneapolis Portland 





Extended Ear Box for Loom Extended Ear Box for Conduit Receptacle Box for BX 
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| And Now 
A Jobber s Stove 





Complete e Coma 7 hrough 


Jobbers 


Lune 





NNOUNCEMENT is made to the Electrical 
~* Jobbers of the New Line of Frugal Stoves now 
available to them for distribution. 


First of all our policy is to sell strictly through the 
jobber on this line. Territories will be assigned to 
them, and all inquiries and sales helps will be so han- 
dled as to give the jobber the utmost consideration. 


The Merchandise itself is of the highest workman- 
ship and finish. It is attractive and so priced as to 
make a strong appeal to dealers and consumers. 


Write us at once for territorial arrangements. 


The Frugal Electric Mfg. Co. 


2749 Beechmont Ave., 


Cincinnati, O. 
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Interstate of Omaha Expands 

At a recent meeting of the Board 
of Directors of the Interstate Elec- 
tric & Radio Corp., Omaha, Nebr., 
it was decided to enlarge the work- 
ing capital invested to double its 
present amount. This action 
taken to enable the company to in- 


was 


crease its scope of business to include 
transformers, arresters, insulators. 
and other central station equipment. 
The motor and central apparatus de 
partments will also be worked more 
actively and a line of home lighting 
fixtures taken on this spring. 

This company which was organized 
in September, 1926, enjoyed a par 
ticularly good year in radio, having 
sold over 4,000 Mohawk radio sets. 

* * * 


Crescent Holds Sales 
Conference 
The Crescent Electric Supply Co 
held 


tended by all the salesmen of its 


a general sales conference at 


main and branch houses at Madison, 


Wis., on February 25 and 26. The 
meeting which was very successful 


closed with a banquet at the Park 
hotel. 








H. B. Stanton, manager of the Savan- 
nah branch of Graybar is mighty proud 
of his “workers,’—the “Four Horsemen” 
as Mr. Felix of Rome Wire calls them— 
W. C. Maxwell, service manager, Miss 
Cassie Waters, the steno, W. E. Davis, 
warehouse man, and J. R. Hinton, stock 
records clerk. 

The executives above are enjoying the 
shade of the palm tree, pine apple bush 
or some other kind of citrus fruit un- 
familiar to those who have not got to the 
stage of going South for the winter. 
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They’re all wild about the— 


Presto2) 


Electric Vacuum Cleaner 




















“i Jobbers and dealers everywhere are reporting an 
Get the unprecedented demand for this new aid to home- 
Full Benefit cleanliness. Presto-Jr. is areal electric vacuum cleaner 

_ of Our Big — in “whisk-broom” size. It does everything that any 
> Advertising ‘ other electric vacuum cleaner can do, and many 
Schedule | things that the ordinary, large size cleaner cannot do. 
For 1927 No cumbersome attachments are necessary with 


Presto-Jr. The powerful, motor-driven brush digs 
in and gets imbedded dirt. Presto-Jr. advertising mat 
service and sales helps are furnished all Presto-Jr. 
dealers Free. Please ask for them. National adver- 
tising is constantly increasing the popularity of 
Presto-Jr. — a midget in size, but a giant for work. 




















Write for a sample today—put it to work of profit-making 
for you right at the height of house-cleaning time. 








METAL SPECIALTIES MANUFACTURING Co. 
338-350 North Kedzie Avenue 3 8 Chicago 
‘‘STRICT JOBBER POLICY?®?® 


















YE Gets in those 
| “Hard-to-Reach” 
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MURRAY 


METER SERVICE SWITCHES 


























Quality—Service and a Real Jobber 
Policy—That’s the Reason. 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN ~ 


PITTSBURGH 


NEW YORK 


MINNEAPOLIS 


PHILADELPHIA 

















An Old Time House 

Considerable interest is aroused, 
when looking up the records of the old 
timers in the electrical jobbing busi- 
ness, in the case of the Canfield Sup- 
ply Co. known throughout the Hudson 
River Valley as “Canfield Electric, 
The Prompt Shippers.” in 1850, Pal- 
mer A. Canfield started in the stove 
and tinware business at 16 Strand and 
35 Ferry Streets, Kingston, N. Y., at 
which time he built a three story brick 
building for his business. The business 
grew and expanded and the Canfield 
Supply Co. became the successors of 
Mr. Canfield and branched out into 
gasoline engines and other power 
equipment. As the central stations of 
the eastern New York began to ex- 
tend their lines, there was a demand 
for quick service in the Hudson River 
Valley and the company was quick to 
see the need and gradually and care- 
fully built up a large stock of motors, 
wiring devices, fixtures, switches and 














A thumb nail sketch: A. H. Bradley, 
manager, Electric Supply & Equipment 
Co., Buffalo, N. Y., started in the elec- 
trical business 20 years ago as an elec- 
trician’s helper. After completing his 
trade, and working as a superintendent 
for two years, he became a jobber’s sales- 
man for the Ward, Druett & Foster Co., 
Boston, Mass. Thirteen years ago he 
joined the E. S. & E. Co. Three years 
later, he became sales manager of the Al- 
bany branch, then managed in succession 
the New York, Scranton and Wilkes 
Barre houses. He is now located at 
Buffalo, but for how long he does not 
know, for he feels that his good friend 
and manager J. O. Morris believes him 
to have Gypsy blood, as he is usually 
given three days notice to move. “How- 
ever,” to quote Mr. Bradley, “I would not 
like it otherwise.” The young lady in the 
photograph is his niece, Miss Edith 
Bradley. 
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These 


NEW NUMBERS 










Now Make the Propp Line the 
Most Complete One in the Field 



































PROPP N& [7 


3 Lite Screw 
Base Soket 


N2 528 


Armored 
Attachment 
Plug 





Genuine Bakelite 
2 Lite Soket 





NO. 25 SOKET 
SWITCH CONTROL 


NOi26 
Complete 6 Ft. Reinforced Ex- 
tension Cord with Switch Soket 


3-Way Circuit Extender 
with 6 Ft. Cord 











35,000 Dealers 


being made acquainted with these products. 


1 Fah gape price sheets, showing many new reductions, 
are now being placed in their hands. Follow up this 
co-operation by calling on all dealers in your territory and 
solicit orders for each of these new, rapid sellers, also the 





other popular specialties shown on price sheets. NO37 
Ever alive to the necessity for keeping in step with the —. 
developments in the electrical industry, we have in pro- Tap 


duction the new numbers here illustrated. Each one repre- 
sents a “quick-turnover™ item. 

Sales managers should prepare for the demand by seeing 
to it that an ample stock is provided for by their purchas- 
ing department. 

The Propp line should be handled by every jobber who 
appreciates what POLICY stands for. The Propp Co. 
constantly works on this basis. Our slogan to the dealer is: 


“Buy From Your Jobber—He Gives Y ou Service” 





N2560 


6 Ft. Armored 
tron Cord Set 


Take advantage of our advertising and sales helps, that we 
are giving you to help increase your sales and profits, by 
your selling the Propp line of popular specialty attachments. 


























Wo 5€6 DELUXE CORD SET, 


6 Ft. Switch Control SPLICER-NO. 210 No. 528C PROPP NO 19 
DeLuxe Iron Cord Set Armored Cap Flush 3 Lite 
Soket 





































524-528 Broadway 


The M. PROPP CO., Manufacturers 
NEW YORK, N. Y. 
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For 24 years, Square D has faithfully followed 
one unchanged business policy — never to 
manufacture a product which is not commer- 
cially practical, nor one which does not con- 
tribute to the safer, more efficient, more eco- 
nomical use of electricity. 


To this policy (and to the high engineering 
standards it has enforced) may be credited 
Square D’s rise to leadership in the safety 
switch industry, a position solidly based on 
more than 4,500,000 satisfactory installations. 


It is only natural that public confidence in the 
Square D Safety Switch should be extended 
to all products bearing the Square D name— 
industrial switches, power panels, voltage 
testers or other devices for the safe control 
of electric current. 


This fact is the most convincing reference 
that can be given to those who use electricity, 
or who buy or sell electrical equipment. 





SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. 


BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pittsburgh, St. Louis, Phila- 
delphia, Cincinnati, Milwaukee, Atlanta, Cleveland, San Francisco, Los Angeles, Syra- 
cuse, Kansas City, New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 

BRANCH OFFICES: Toronto, Montreal (101) 












other supplies for the electric busi- 
ness. 

Today the Canfield Supply Co. oc- 
cupies an enviable place in the elec- 
trical field. It has a large stock, a 


| good assortment, is strategically situ- 


It also 
has a live organization of young men 


ated for prompt shipments. 


and the business is constantly grow- 


ing. As quality has always been one 
of the keynote words of the company 
they have been careful in selecting 
their lines and today represent a good 
class of progressive factories. 

Long ago they outgrew their orig- 
inal quarters and were compelled to 
purchase the three story brick build- 
ing at 18 Strand and 37 Ferry Sts. 
They also built a three story ware- 


| house on the block which they pur- 


| chased extending from Spring to Pier- 


pont Sts., and last year purchased an- 
other large four story brick building 
on Ferry St., which they use as an ad- 


| ditional warehouse. 








*e# 2 & 


Florida Electric Supply 
Gathering at Jacksonville 
Salesmen and branch managers of 

the Tampa and Miami branch houses 
of the Florida Electric Supply Co. 
were brought in to the main house at 
Jacksonville, Fla., for a rousing sales 
meeting February 3 and 4. C. D. 
LaMee, vice-president and _ general 
manager presided at the meeting. A 
number of manufacturers were also 
present to lend, what shall we say, 
color to the affair. It was voted the 
best meeting that the company has 
ever held. 



















This is George T. Cossman who has 
been made assistant sales manager in the 
Chicago office of Graybar. H. E. Werts 
and D. O. Manix were added to the sales 
force at about the same time. 
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Note the simple 
design of Union 
Renewable Fuses. 
The fusible link 
has slotted ends, 
allowing it to slip 
quickly out and 
in place with 
studs only slight- 
ly loosened. All 
users appreciate 
Union speed of 


renewals. 
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UNION Renewable Fuses? 


Many jobbers’ salesmen are selling the big market for Union Renewable Fuses 


direct—office buildings, modern hotels and factories. Are you taking your share of 
profitable business? Try this method—many successful jobber’s salesmen use it. 


They demonstrate how“ Unions” are speedily renewed— how easily the fusible 


element is taken out and replaced when the studs are 
but slightly loosened. 


They explain that because fusing occurs midway of the link 
terminals—because scientifically designed vents quickly relieve 
the pressure of “blowout”—cap and stud threads are doubly 
protected from molten metal. 

They let customers take one apart and point out that replace- 
ment links cost only a few cents—saving the price of a new fuse. 

Your customers too, will be quick to appreciate the money 
and time saving features of Union Renewable Fuses. 


CHICAGO FUSE MFG. Co. 


INCORPCU-PATED 1689 


Manufacturers of ~ 
Electrical Protecting 
Materials and Conduit 

Fittings 


1519 West 1Sth Street, Chicago 


UNION FUSES 


Because they are worth more they really cost less 





& Sama. / 


The Union Fuse Selection Chart, 
telling the gree size for every 


purpose, will be valuable to you. 
Write your house or us for your 
copy of the chart and also catalog 
No. 32, describing the complete 
line of Union and Gem Products. 
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Girl in our town's so near sighted she 
tried to prove to her sweetie, she wasn't. 
Stuck a pin in the old apple tree out back 
and when he came to call, asked him if he 
could see ite "Gosh no, can yout" 

"Sure," she said, and on the way over 
to get the pin she stumbled over a cow. 

Sum folks are like that about Safety 
Switches. . 

T-V just brought out the greatest in- 
dustrial switch evere Safe, sure, small 
and positivee Hardly any arc at 250 to 
600 voltse Take a look at it and you 
wont be nearsighted. 


Pe Se Geey I most forgot 
How do you like my picture? 


Here it is—the Current Breaker. 
A new Industrial Safety Switch. 
It’s a hummer. 





7 SAFETY 
SWITCHES 











Pointers on the Sale of 


Control Equipment 
By LEWIS S. HUNT 


Vice-President 
Commercial Electrical Supply Co. 
St. Louis 


NDUSTRIAL motor and _ powe: 

apparatus control equipment in it: 
present highly developed state is 
line that can be handled on a ver, 
profitable basis by the jobber. Th: 
regular jobber salesman of the wid 
awake, energetic type can successfull) 
sell this equipment and to get the bes! 
results his efforts should be directe:! 
by a well-organized apparatus depart 
mental division which can supply hin 
with the necessary technical engineer 
ing information and assistance whe: 
required. 

Most jobbers’ salesmen understan< 
how to sell a motor. It is simply « 
matter of the determination of h.p.. 
speed, current and operating charac 
teristics. The control equipment that 
is ordinarily purchased for use in con 
nection with motors, consists of quick 
break safety switches for the smal! 
motors and manually operated com 
pensators used for larger apparatus 
This kind of starting equipment ful 
fills ordinary requirements and a large 
quantity is sold through jobbing chan 
nels at a good profit. 

Automatic moter control equipment 
of a number of different types that is 
now on the market offers a large field 
for sales operation on the part of the 
jebber, and those who have made a 
study of this line have been able to 
increase their industrial motor control 
sales to a large extent and to render 
service to the customer that is appre- 
ciated. A typical illustration of the 
work out of the sale of automatic con 
trol equipment on a comparative basis 
with manual control is given as fol- 
lows: 

A jobber’s salesman sold to a shoe 
factory 20 motors. Ten of these mo- 
tors of sizes less than five h.p. were 
employed to drive groups of small 
machines. The control equipment 
consisted of quick break enclosed 
safety switches averaging in price 
from $2.00 to $4.00 each. The bal- 
ance of the control equipment consist- 
ed of oil type compensator manually 
operated starters averaging in price 
$65.00 each. 

The buyer’s cost of the motor 
equipment amounted to- $1,200.00. 
$375.00 of this amount covered the 
cost of control equipment. On this 
job, in order to stop or start machine 
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WARNING! 
To the Electrical Trade 












Patent Counsel: 


Notice to Manufacturers, Jobbers and Contractors 


John I. Paulding, Inc., of New Bedford, Massachusetts, hereby notifies the 
trade that it is the sole owner by assignment of United States Letters Patent No. 
1,586,367 granted to Frank E. Johnson, May 25, 1926, for Improvement in Elec- 
tric Lamp Sockets. 

That it is prepared to meet the demands of the trade for this form of electric 
socket either through itself or through its licensees and has been to large expense 
to place itself in that position. 

That it proposes to protect itself, its licensees, its customers and the trade 
generally against all infringements of its rights in said Letters Patent and to en- 
force said rights by appeal to the courts for injunctions restraining the making, 
using or selling of electric sockets such as are illustrated above. 

ALL THOSE MAKING, USING OR SELLING ELECTRIC SOCKETS 
IN INFRINGEMENT OF SAID LETTERS PATENT ARE HEREBY NOTI- 
FIED TO DESIST IMMEDIATELY AND ARE WARNED THAT THE 
CONTINUANCE OF SUCH INFRINGING ACTS IS AT THEIR RISK. 


FRANCIS J. V. DAKIN 












JOHN I. PAULDING, INC. 


53 State Street, Boston, Mass. New Bedford, Mass. 
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ELECTRIC 
RANGES 
























groups, it was necessary for the oper 
ators to leave their work and go t. 
the points where the motor and con 
trol were located. On machines wher. 
intermittent work was done the mo 
tors were generally run continuous]) 

On a second installation sold, auto 
matic starting equipment was em 
ployed to control the operation 0} 
each motor. Located on each moto: 
driven machine or in position to con 
trol a group of machines was one 0: 
more stop and start push button con 
trols. By this method all of the re 
spective motors could be 
stopped or started by the machine op 
erator without leaving his position 
and when work on any particular 
machine ceased for a short period ot! 
time the machine operator would sto) 
the motor for that period. 


































instant] 


A close analysis of this situation 
disclosed the fact that the motors 
cost the customer $859.00 and th: 
automatic control equipment 
$750.00 making a total of $1,609.00. 
The saving in time, labor and elec 


cost 


tric current on the part of the user 
more than compensated for this ex 


Model No. 956, a sensational new price leader that is getting tra cost. The sale of automatic in 
the business everywhere. A really beautiful all white model ’ i 
with nickel trim. dustrial control equipment in con 


These three great 
campaign ranges 
are the greatest 
values ever 
offered in the elec- 
trical industry. It 
will pay to push 
them. 


“PPHPOPRP 


Model No. 1054, shown 
above, is the original cam- 
paign range. A _ tremen- 
dous _ seller. Full _ size. 
Heavy. stamped steel. 
White porcelain door. 
Four hotplates and. big 


rustless oven. 


Model No. 1055, shown at 
right, is another price 
leader and space saver. 
Four hotplates and roomy, 
rustless oven. Floor 
space 25 x 24 inches. A 
beautiful, practical range. 


The Standard Electric Stove Cop. 
Toledo, Ohio 
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nection with ordinary motor deals al 
most doubles the volume and _ profit 
that a jobber can make on a given 
sale. 























Left to right:—A. 


O. Flannery, vice- 
president and local manager, Flannery 
Electrical Supply Co., Miami, Fla.; Jack 
Hanson, shipping clerk and C. A. May, 
store manager. They insisted they use 
the new truck as a _ background, how- 
ever we did not get very much of it in 
the picture. 
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Oh wed when given the details of what 
you want electrically heated—and 
it doesn’t much matter what it is—can 
we definitely tell you which heating 
units will do the work . . . . quickly, 
properly, continously. 


So, out with your story about your jobs 
for Electric Heat. Mail it when send- 
ing the coupon for the Bulletins show- 
ing the largest line-up of Strip, Space, 
Ring, Immersion Units and complete 
Electric Heaters .. . . that operate for 
three and four years at a stretch! 





The Railway Utility Company of Chicago is sole distri- 
butor of Chromalox Strip Heaters for use in heating 
railroad and street cars in the United States and Canada. 
Sole Canadian Licensees: The Canadian Chromalox Co., 
Ltd., 251 Queen Street, East, Toronto, Ontario, Canada 





AI] | CHROMALOX 


Heating Units 


ATENTS 


CHROMALOX T&tNe 


Manufactured Exclusively by 


EDWIN L.WIEGAND CO, 422 FIRST AVENUE, PITTSBURGH, PA. 
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'Krich Contributes to Centen- 
| nial Celebration 

Max H. Krich, vice-president 01 
the Krich Light and Electric Co. and 
president of the Radio Distributing 
Corp., announced recently that th: 
twentieth anniversary of the founding 
_of the Krich business was coincident 
| with the centenary of the death o1 
| Beethoven, March 26. To commem 
orate this the Krich organization of 
| fered a portrait of Beethoven to th 
| New Jersey broadcasting station put 
| ting on the best Beethoven program 
| as a contribution to the centenary 
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Dear Boss? 





| celebrations this year. 












Yes, sirs 
t helps the sa 


out how i 
his compa 


ynown and put 


ny han 


e that is 


| The Krich Light and Electric Co., 
| recently moved into new headquarters, 
| consisting of a three-story limeston 
| structure with 30,000 sq. ft. for show 











































psi with a real — sales | rooms, warehouse, and executive of 
fact and who gives t You know fices at 558-560 Broad Street, New 
quality> these people doe this ark, at the same time establishing 
assistance a clarksville on permanent branches at Trenton and 
I went out na, the con= Asbury Park. 
» Joo Role ilroad on 
trip to Se pig railr For many years the Krich firm has 
ot that ; cured 
tractor who & a boiled ana I f18 | been a leading wholesale distributor 
sobe Joe is har 11. Ana he was, _for hundreds of Westinghouse prod 
ne'a be nard ve yee “XDUCT" and ucts including lamps, household appli 
: m | ial d= municipa! 
11 told 2 rom other /ances, commercial an | 
ee LECTRODUCT" ep? pol SEAL", _ lighting equipment, and the like, as 
-o4qa conduits and tha also made _well as for other lines of nationally 
ra6* mored cable, was Co _advertised electrical supplies. It 
the new ar cular Loom C0- | ; 
erican circu his com- | occupies both headquarters and 
by the » ageeane he knew thi . _branches jointly with Krilco, the 
That got West Street, New Yor - | Radisco organization, as the Radio 
pany» ae pene his father had use Distributing Corp., is called. 
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He gave me a nice 
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w\sF G. M. Gillespie, purchasing agent and 
ce eee My | 1Y O. C. (Jack) Furlong, vice-president and 
pr = manager of the Storm-Furlong Electric 
Co., Miami, Fla., take a few minutes from 
a busy day to have their picture taken 
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Sell the 

















JEWE], 


ELECTRIC VACUUM CLEANER 


This Spring! 


There is no time of the year that the prospects for the 
sales of Jewel Vacuum Cleaners are better than in 
the Spring. Are you prepared to meet the demand 
of your dealers for a dependable, rugged cleaner, 
sold at a price which appeals to the average 
pocketbook? 
Jewel Vacuum Cleaners are guaranteed for 
two years. They are ruggedly construct- 
ed and designed not only to attract, 
but also to reduce “service calls” to 
a minimum. 


Retails||for 
“$ 4475 


| These 
Attachments 


<i> FREE 


| 
~ | 





With a i ‘. oo ge 
Nice Profit “ ge | 
Reserved 
For You 


Jobbers are offered an unusual oppor- Stock only the quantity you want. 


tunity with the Jewel Vacuum Cleaner. We believe the jobber is the best judge 
of the amount of stock he needs. 


It is sold without a franchise—no An extra large profit is reserved for 
binding or troublesome clauses are of- the jobber and an attractive one for the 
fered you to sign. . dealer. 


Write us at once for a territory assignment 


CLEMENTS MFG. CO. Giicaco, 1: 





sor og pee 
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CONSTANTLY GAINING! 


UTOVENT FANS are 
constantly gaining and 
holding good-will because 
their good reputation is the 
kind that lasts forever. 


**The Well 
Built Line’’ 





1927 Stock Privileges 


Te season promises to 
be a busy one. Accord- 
ingly, we have devised two 
special stock plans where- 
by you can profit without 
investment. 


Choose Either 
Plan A or Plan B 


Write for full details immediately! 


AUTOVENT Fan & Biower Co. 
730-738 W. Monroe Street 


CHICAGO 














Jobbers’ Sales Activities 


Carotina Evectric Suppity Co., 


| Spartansura, S. C.—They are push- 


ing hard on “Day Fan’ radio sets 
and report that March will probably 
show up as good as other winter 
months. 





ComMERCIAL E.ectric SuppLy Co., 
Totepo, O.—A_ Bee-Vac_ Cleaner 
campaign was inaugurated by this 
company last month. 





NortH Strate Exvectric Suppry 
Co., Rateigu, N. C.—Campaigns be- 
ing run by this company are as fol- 


_lows: four waffle iron campaigns; one 


| on lighting; one range campaign. 
light r mpaigr 








Fioriwa Exvectric Supprty Co., 
Tampa, Fra.—A _ toaster campaign 


| has been started to run during March. 


Vicary Bros., Reapinc, Pa.—A 
campaign on housewiring was held 
last month by these people. 





Trt Strate Exvectric Co., Sioux 
Fautis, S. D.—This company ran an 


| installation school on Zerozone_ re- 


frigerators from Feb. 14 to Feb. 20 
which was attended by thirty dealers 
A very successful year is anticipated. 





Terry-Durin Co., Cepar Rapips, 
Ia.—A fan campaign was started last 


month. 
* * * 


Sprague Elects Officers 

At the annual meeting of the stock- 
holders of the Sprague Electrical 
Supply Co., Waterbury, Conn., the 
following officers were elected for the 
year: Starbuck Sprague, president; 
Weston M. Jenks, treasurer; Charles 
W. Dewey, assistant treasurer, and 
Walter W. Lowell, secretary. 

Mr. Dewey and Mr. Lowell are 
new officers in the company. Mr. 
Lowell succeeds Harry A. Squires, 
and Mr. Dewey who has been sales 
manager for four years transfers to 
the purchasing department in the 
capacity of purchasing agent and 


general service manager. 
* * * 


Woolley Employes “Throw a 


Party 
The employes of L. A. Woolley, 
Inc., Buffalo, N. Y., staged a party 
in the upper office on March 4. Ray 
Haynes was in charge of the “Tllu- 


| mination” and Arthur Bushnell took 
_ care of the entertainment. 
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EXCLUSIVE 


IS JUST ANOTHER WORD FOR PROFIT 





Exclusive territory on an exclusive commercial light- 
ing unit, and absolute protection on both prices and 
merchandise—that is our proposition to the Jobber. 


If you did not make all the profit you think you de- 
served on your commercial lighting business last year 
—if you expect to partake of the big volume of com- 
mercial lighting business that is being created this 
year—now is the very best time to investigate the 
CLG exclusive plan. 


Just tell the stenographer 
“Write for this proposition” 


Ultr..N 


CONSOLIDATED 


| LAMP & GLASS COMPANY . CORAOPOLIS, PA. 


a 
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This is the 
Sales Message 


sales resistance 1s 


the order also. 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Brooklyn, N. Y. 
Buffalo, N. Y. 
Chicago, IIL 
Cincinnati, O. 





Get Behind 









low. 


ST. LOUIS 


District Offices 


Dallas, Texas 
Denver, Colo. 
Detroit, Mich. 
Kansas City, Mo. 
Los Angeles, Calif. 
Miami, Fla. 
Minneapolis, Minn. 


TISIEIElel cl ele 





PERQELEPELEDEGES 


7) Panelboards are the 
original sectionally con- 
structed safety type 
standardized in all parts 
and with a standardized 
steel cabinet. 


OU and your house are both in business for 
profit. Profit is greatest where volume and 
wide profit margins are possible and the 


€A Panelboard profits warrant your study and effort. 
To know how to sell them is merely a matter of 
investigation. And to sell them is to get the rest of 


Be a salesman not a dispenser of staple goods. We 
will be glad to give you all information if you will 
write for details and catalog. 


Arank Adam 


ELECTRIC COMPANY 


New Orleans, La. 
Omaha, Neb. 
Philadelphia, Pa. 
Pittsburgh, Pa. 

San Francisco, Calif. 
Seattle, Wash. 
Winnipeg, Canada. 




















Rough Stuff 


(Continued from page 6) 
had not gotten together. 

Encouraged by the get-together 
spirit of the contractors in the city 
of Posey, Ill, the contractors ot 
eight adjoining counties have gotten 
together on similar lines and we hope 
that all of the contractors at this 
meeting will do the same thing. 

They are now friends—no feeling 
of antagonism or enmity prevails. 

One retailer who has been contract 
ing and retailing in that part of the 
country for 40 years says he now 
gets more satisfaction out of being a 
contractor dealer than any time ot 
his entire life. 

A spirit of fraternity and good will 
exists that is stimulating. When the 
meet they no longer avert their eyes 
but grab each other by the hand. No 
one feels anyone is trying to get an 
edge on him or disposed to do any- 
thing mean or underhanded to get his 
customers away from him. 

By working together all now real- 
ize that each can make a better living 
than ever before. 

Suspicion has been turned to frank- 
ness. 

Remember, in organization there is 
power. Organization is a panacea 
for the economic troubles of the con- 
tractor without an equal in the whole 
curriculum of business medicine. 

Through organization, contractors 
can improve their position. The large 
part of the remedy is in the hands of 
the contractors themselves. If pos- 
sible they should get together by 
county lines, organize and keep ac- 
tively organized. Stop letting the 
brick layer, plasterer, hod carrier, 
plumber and barber make a monkey 
and laughing stock of you. 

















Meet the personnel of the radio depart- 
ment of the Florida Electric Supply Co., 
Tampa. On the left is “Buz” Baker, the 
manager, and on right, Bill Wiggin. “Buz” 
has built his own broadcasting station and 
can demonstrate a set by merely playing 
a victrola in the other room. 
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Costs More—W orth More—Profits More 
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In April 1927 
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I 
writes the order—gets the cr 

al Right with you until the sale is clinched, then the Hemco Missio: ; 

\ steps back while you write the order. The sale is yours—it’s you 
\ yours is the repeat business that always follows an introduction 0! 
\ These are the reasons why the Hemco Merchandising Plan is more th 
\ an offer to co-operate—why jobbers and their salesmen are enthusiastic | 
why they are glad to avail themselves of the Hemco Sales Plan. Don't 

Hemco in 1927. Write for full details on how you can get in on these | 


“You are certainly to be congratu- 
lated on the manner in which you got 
up this sheet.” Thus writes F. S. 
Baldwin of the Baldwin-Hall Co., of 
Syracuse, N. Y.—a typical letter ex 
pressing appreciation of Hemco Sales 
Helps. The many such letters received, 
prove that the Hemco ideal is a reality: 
to establish a new standard of compari- 
son in sales co-operation. 









HEMCO | 
PRODUCTS 


It is our aim to keep Hemco Jobber Co-operation so cé 
it shall be forever established as a standard of compa 








PRINT IN BINDING 


1] 

















\pril, 1927 





THE JOBBER’S(IJSALESMAN 73 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


) Pa an M e O Men will lead in Heater 


Plugs, Attachment Plugs and Transformers 


Unquestioned quality and a new standard 
of comparison in Sales Co-operation assure 


continued leadership for HEMCO 


Quality, of course! It is necessary for the 
sales success of any product. But many supe- 
rior products haven't “gone over.” Something 
more is needed. That Hemco has this ‘“some- 
thing” is proven by the continued 
leadership Hemco enjoys. And 
that “‘something’—that additional 
sales force is the Hemco Merchan- 
dising Plan. 


Beginning in the home—ending 
in your dealers’ stores—the chain 
of Hemeco Sales Co-operation is 
complete. National advertising 
telling the story of Hemco quality 
establishes public preference for 





Hemeo. Effective sales helps re- 
peat the Hemco story from your wt. G. v. 
> : . Erner Electric 
dealers’ counters, assuring rapid 
turnover. Hemco Missionary Men _in on 
“ chandising Plan. 


complete the chain. 


How HEMCO Men 
build your sales — 


To introduce Hemco—to teach your 
dealers its | superiorities and_ its _ profit 
making possibilities—to give you and your 
dealers unlimited co-operation in_ solving 
sales problems—these are the things Hemco 
Missionary Men accomplish. 

$150,000.00 worth of initial orders were 
taken by Hemco Men during 1926—all turned 











ete, valuable and real that 


in this industry. ..... 


NDING 





over to Hemco Distributors. The credit given 
your territory for these orders is just the be- 
ginning of your profit. The repeat business as- 


sured by the demand for Hemco is yours. 


.G. U. Hoeffler sells 


every dealer but one 


By capitalizing on the Hemco 
Merchandising Plan G. U. Hoef- 
fler, representing the Erner Elec- 
tric Co. of Cleveland—sells all but 
one dealer in _his 
Cleveland, a_ highly 
market. 

He finds Hemeo dealer helps in- 
valuable—especially the Hemco dis- 
play stand. ‘They move merchan- 
dise—establish him in the dealer’s 
memory—make repeat orders easy 


territory—in 
competitive 








to secure. 


Hoeffler, of the 

Co., of Cleve- 
land, sells Hemco to every deal- 
er but one, in his territory. He 
cashes in on the Hemco Mer- 


Can you afford to 
pass up HEMCO help? 


There is a Hemco Missionary Man working 
near you. Kesults secured for others proves 
his ability to boost your sales—to help you with 
his specialized knowledge of Hemco. 

He will gladly work right with you—-sell 





Hemco while you write the order—give you 
100% co-operation. Shall we arrange it? Just 
write us direct, or have your sales manager 
make the arrangements for you. 


George Richards & Company 
557 WEST MONROE STREET, CHICAGO 
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Electrical contractors will gladly pur- 
chase a JONES Boring and Sawing 
Machine because it reduces hard labor 
to a minimum—and saves time. 

The new type Jones Boring Machine is 
of special design, providing easy access 
for drilling and sawing jobs between 
partitions or in the open—above or be- 


struction of the Jones Boring Machine. 
The large drilling head includes two 
sets of ball-bearings, providing easier 
drilling with greater efficiency. The 


2382 Grand Concourse 


describing the JONES Boring Machine. 





Will you please send me a copy of your catalog 


One man and a JONES boring 
machine will do the work of 











SEEKS KEXKERERERERERE EEE EEE 











ratchet handle can be attached in a few 
minutes and fits any chain boring 
machine on the market. 


Contractors using any chain boring ma- 
chine should have a ratchet “handle to 
speed up drilling operations and avoid 
skinning of knuckles and use of gloves. 


low—hich or-low. When equipped with the large sprocket, 

Only those materials that insure ex- pa ae AP 3“ in diameter can be 

treme durability are used in the con- hol " with the same ease as small 
es. 


These facts impressed upon contractors 
will pave the way for increased sales 
and profits. 


USE THE COUPON FOR SPECIAL OFFER 


L.W. JONES TOOL COMPANY 


NEW YORK 


SPECIAL OFFER 





Name 
Address 


City—State 


BED © iikd ook kswoeescarnsnwsiodedtaas teas wees 


A red-letter month beginning April 
1 in boring machines—one ratchet 
handle given FREE with every or- 
der for 6 boring machines. Return 
coupon with your order TODAY. 


& 1000-G 





























Henry Clower, purchasing agent for 
the McDonald Electric Co., Miami, Fla. 
said “nix” to a picture, just like every 
one else, but when we told “Bill” Mc 
Whorton, city sales division, the vest 
would photograph very well he came out 
to give Henry a little support. 


Jobber Sales 
Activities 

(Continued from page 12) 
suggestions outlined above are bound 
to find an improvement in their fuse 
sales. The sales methods given are 
not just ideas on how fuses might or 
should be sold to industrial plants, 
but are concrete statements made by 
sales managers of electrical jobbers 
and their men on how they have sold 
fuses in the past and are today. 





* * * 


F. R. Eiseman 


(Continued from page 25) 
bed of roses,” says Fred, “for we 
knew we were due for hard sledding, 
and the first two years we were estab- 
lished proved it. Finally, however, we 
got to the point of doing enough busi- 
ness so that our competition was felt. 

“I felt in the meantime,” continued 
Fred, “that the jobbing business was 
a tremendously big thing,—a fact to 
some extent being overlooked.” 

How Fred exercised this theory and 
put his ideas into effect is a story in 
itself. Suffice to say that his plans, 
suggestions and ideas were adopted to 
the complete satisfaction of all. And 
today some of those theories, orig- 
inating with Mr. Eiseman, are being 
used by other jobber groups in Kan- 
sas City, St. Louis and closer terri- 
tories adjacent to Chicago. 

The opinion held in general by 
Fred’s competitors, who incidentally, 
are likewise numbered among his 
friends, is reflected in the statement 
recently made by John Duncan, sales 
manager of the Illinois Electric Co., 
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TYPE “NTA” 


TYPE “NTB” 








TYPE “NTC” 


TYPE “NTE” 


TYPE “NTLB” 


TYPE “NTLL” 


TYPE “NTT” 
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Sell them 
having to 
another conduit 


No more dies, no more threading, no 
more time wasted in screwing together 
conduit and fitting. A Stillson is the 
only tool necessary. 


No-Thread Unilets of unquestioned 
Appleton quality have been made since 
1909 and are now improved to offer 
these 


Strong Selling Points 


1. Save 40% to 80% installation time— 
no more threads to cut. 


2. Make many impossible jobs easy. 


New York—150 Varick Street 





THE 


MOST IMPORTANT MAN IN THE INDUSTRY.” 


On never 


thread 


3. No loose parts because threaded hub 
does not contract but is always paral- 
lel to nut. No tendency to strip. 


4. Contracting sleeve bites deep into 
enamel conduit and makes positive 
metal-to-metal contact. 


Full range of sizes and types. 


6. Appleton Unilet quality throughout. 


If you are not already familiar with the 
No-Thread Unilet line, drop us a post- 
card and we will be glad to send you 
full information and specifications on 
the complete line. You owe it to your- 
self and to your trade to know all about 
them. 


18 years on the market-—better today than ever 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue - Chicago, U.S. A. 


Los Angeles—340 Azusa Street 




















BETTER WIRING 
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The 


SIGNAL 
FAN 


with the 


DUAL 
WOUND 
MOTOR 











12 Inch | $9 i 
16 i. $28 


Dark Green 
Lacquer 




















IGNAL 


A Smaller Stoc 





Oscillating Type 
9 Inch Blades 
Lacquered Finish 


$1200 





Straight Type 
9 Inch Blades 
Black Finish 


$750 








Will Do! 


Should a dealer stock two fans when one will 
do? Certainly not. He need no longer carry 
duplicate stocks to supply both A. C. and D. C. 
requirements. The new Signal Fan provides both. 
The motor is dual wound, It is not a universal 
motor but a new development in fan engineering 
which has stood every possible test over a long 
period. For you it is a selling advantage. Show 
your dealers how it reduces their stock investment 
without sacrificing a single sales advantage. The 
new Signal Fan is a beautiful fan, sturdy and de- 
pendable. It displays well and demonstrates well. 


Every dealer needs a good small fan. The 
Signal Jr. is even better now than last year. Little 
refinements here and there make it a joy to demon- 
strate and easy to sell. There never was a more 
consistent seller in its size. Signal Fan values 
stand right out. They sell and stay sold. Selling 
helps are supplied from the factory. Our repre- 
sentatives in any of the cities listed below will give 
you every selling cooperation. 


SIGNAL ELECTRIC MFG. CO. 


Electrical Manufacturers Since 1890 


Dept. 8D Menominee, Michigan 
BRANCH OFFICES 

Boston Pittsburgh Los Angeles 

New York Chicago Toronto 

Philadelphia Minneapolis Winnipeg 

Atlanta St. Louis Buffalo 


San Francisco 


Export Office, 30 N. Church St., 406-E, N. Y. 


| Chicago. Of his friend he says thi 

“Fred Eiseman is a tireless worke,. 
a leader who can engender a feeling «: 
confidence in all who come in conta: 
with him. He has the men in the i: 
dustry at the point where they look 
to him for constructive ideas. H 
asks for no reward for these effort. 
of his. He is an intensive believer 
in the strength of the industry and 
what it stands for and, being of thai 
frame of mind, he gives of his abilit, 
freely and willingly. . 
| “There is not a jobber in the cit) 
_of Chicago who so unselfishly donates 
more of his time to the jobbing indus 
| try than Fred. 
| “He is extremely alive in matters 
| pertaining to the Electrical Associa 
tion of Chicago, which is the Elec 
| trical Chamber of Commerce, in so 
| far as Chicago and surrounding terri 
| tory is concerned.” 

Mr. Ejiseman has no _ particular 
hobby. He enjoys motor trips with 
his family, considering these trips not 
only interesting but educational to his 
children. He admits he is not a good 
golfer (can you imagine a man so 
honest) but he likes it immensely, 
not only because of its health produc- 
ing features, but because of its inti- 
mate contact with men on the basis of 
mutual confidence and friendship. 

He has two children, a girl 17 and 
a boy of 14. The girl is entering 
Illinois University and the boy a Chi- 
cago high school. He was married 
in Chicago and is just as happy to- 
day with his contract as he was the 
day his best man pinned a rose in 
his lapel. 

He is amember of the Nordic 
Country Club. And, proudly he dis- 
plays a diamond ring given him by 
the jobbers of Chicago in apprecia- 
tion of his work among them. This 
ring bears the insignia of the 382 
Masonic Order. He is a member of 
Medinah Temple and Oriental Con- 
sistory. 

There is no more fitting way to 
close this article than to leave with 
you Fred’s outlook on life, which ex- 
presses so well the character of the 
man behind the mask of business. 

“The past few years have taught 
me this—that while we are all striv- 
ing for substantial, practical success, 
we should not overlook the pleasures 
and happiness that confidence, re- 
spect and the good will of fellow 
men in this business can bring to 


” 
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Good Ventilation is Good 
Business for your dealers 


Increased profits without increasing overhead—an oppor- 
tunity to cash in on American Blower’s national advertising 
campaign—convenient warehouse facilities—free sales helps. 


Have you received 
your copy of the 
AMERICAN BLOWER COMPANY, DETROIT 1927, Merchan dis 


BRANCH OFFICES IN ALL PRINCIPAL CITIES 
CANADIAN SIROCCO COMPANY, LIMITED, WINDSOR, ONTARIO (625) 
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Ameri can Rlower 


VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 
a © GBS anuracturers of Au trees or win ig Hanounc Equipment since 189 
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Profit Helps 
for Your Dealers! 





re 











Emerson Fan sales helps cul- 
tivate a market for the fans 
with the 5-Year Guarantee. 
Will your dealers have them 
on the first hot days? 


It is to your interest to have 
your dealers supplied with 
merson Advertising as well 


as fans. 


Get this advertising for your 
dealers and sell more Emer- 


Sons. 


The Emerson 
Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 
50 Church St., New York City 
608 S. Dearborn St., Chicago 


| field. There have been more vari- | 


The Emerson Company sells no 


apparatus at retail. 


| be conducive to more orders in the 
| future, if Mr. Davidson did not get 


/men of electrical houses are not 
| spending enough time with their cus- 
/tomers. They grab what they can as 
| quickly as they can and beat it to the 
_next town where they hope a larger 
| order will be waiting for them. 


_to keep it vivid, interesting, impor- 


_to make boiling water any hotter. 


| and to other evils. | 


Time Out to Help 
The Dealer 


(Continued from page 10) 
of persons passing the window, but it 
was two hours well spent and will 


an order that day. 

One of the problems distributors 
are confronted with these days is that 
their salesmen are travelling too fast. 
The automobile provides a means of 
getting from one town to another 
without bothersome waiting for 
trains, with the result that the sales- 








Sales Contests | 
(Continued from page 14) 


salesmen have to hear about it plenty, 


as the saying is, or it is likely to en- 


gage little of his attention. If a 
contest is set up, one of the first 
duties of the sales strategy crew is 


tant. The bulletins, meetings, score- 





boards, or what nots that keep the 
fire under the boilers must not fail! 

On the other hand it might be 
added that it does little good to try | 


Too much pressure may result in 
hurried or incomplete selling, to over- 


loading of merchants or consumers, 


A manufacturer of novelties who 
makes it a business to keep in touch 


| with sales contest trends says it is | 


| individual challenge of one man _ to 
| another is not without its merits when 
| it is spontaneous and when it con- 


/no end. ‘There is probably not a 
| game from football to checkers that 


often advisable to set up prizes or | 
honors for men, for managers, for | 
dealers or for others, in orderly | 
classification, to get united effort. | 
The straight, old-fashioned cut-throat, 
individual contest can often be best 


modified to make the individual in- | 
terested also in the welfare of a 
group or a team. Nevertheless, the 


tains elements of real rivalry. 


Of varieties of contests there is | 


has not been played on the sales 


| 


_eties of sales races, clubs, tours and | 
' games than Mr. Carter has pills, each | 





NO ROOM FOR THE 
“Blues” Singer 





6 inrenmunte no room for the 

singer of “blues” where 
Day-Brite Reflectors are sold. 
For the Day-Brite line gives 
you pep—it’s there—in more 
ways than one. The article is 
first-class—the price is right— 
and there’s a neat profit for you. 
Even the high-rank pessimists 
of this world like Day-Brite 
Reflectors—but they can’t sell 
’em—for they wouldn’t stay 
pessimists long if they did. 
“Blues” and Day-Brites don’t 
mix. 


S° many places need Day- 

Brite Reflectors. You 
could hardly enter a_ public 
building without finding some 
spot that could be brightened 
with Day-Brites. 





pAY-BRITE 


TRADE MARK REG. 


REFLECTORS 


are used in lighting show cases, 
wall cases and show windows— 
for cashier cages, check desks 
and other bank lighting jobs— 
for picture and poster lighting 
in art galleries and theatres. 


DAY-BRITE REFLECTOR CO. 


703 South Broadway 
ST. LOUIS, MO. 
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Yes, the swircu is the ‘‘works’’ of the 
wiring system; the sole mechanical control. 
A little mechanism which, at its best, will 
work half a century and at its worst will 
failin a few months. As the switch goes, 
so goes the wiring job. 


No installation, then, can be better than 
its switches. However careful the wiring, 
however conscientious, the unreliable 
switch can killit dead. For perhaps 2 cents 
(difference between a thoroughly cheap 
switch and a thoroughly reliable switch) 
the Contractor may lose a customer. 


keep wiring jobs working 


And howmuch does the Contractor ‘‘save”’ 
ona difference in price of switches, if every 
so often he sends out a wireman to replace 
a switch—at a dollar an hour for his time? 
Add that to the cost of complaining 
customers; how much it can cost him in 
Reputation! 


Each building your customer wires for 
permanence is one more bid for public 
confidence in his business. It works for 
higher appreciation of his services; a more 
liberal attitude in paying him his price. 
Sell him the BEST; sell him on permanence; 
see him your permanent customer. 
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THE HAKT&HEGEMAN MFG. CO. 


HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE!I890 
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‘Newgard” Line of 


/ ‘aporproof Recepta cles 


receptacle 
to 
take glass globes for 


porcelain 
base, threaded 


enclosing lamp and 


metal parts together 
with suitable castings 
for attaching direct- 
ly to conduit or out- 
let boxes. They are 
approved by the Na- 
of Fire 
The 
Glass globe is turned 
it 


tional Board 


Underwriters. 








in until seats 


against a gasket on in- 





side of porcelain cap. 
This 


satisfactory 


makes a very 





weather- 
proof construction 
where exposed to rain, 
dampness, 


| gases 
& Linflammable 


or 
dust. 





The 


wiring 


in 
the 


type A for 
work 


attached to the 


receptacles are use open 


and are suspended by wires 


directly 


supply line. 


Tobbers’ Salesmen 
hould point out to 
their prospects in a 
practical fashion the 
following distinctive 
oints of the Newgard 
Receptacle Hole for 
set screw B and 
C types to prevent 
turning; easy sliding 
loop locks guard in 
position; rubber gas 
ket between  porce 
lain and ground edge 
on globe; extra 
heavy porcelain wall; 
crimps holding guard 
in rigid position; 
extra long thread 
prevents binding and 
sticking ; porcelain 
protection for shell; 
clearance between 
globe and guard 


in 











B 


conduit and is intended for drop fixture 


The type has a threaded 


” 


receptacle casting 


for 


work or direct mounting in pendant manne! 


on end of conduit loops. 
for mount- 


Type C has a flanged holde: direct 


ing on 3 or 4” outlet box 


MULTI ELECTRICAL MFG. 
COMPANY 
1848 I] 7 L4 th St. 


Ch 1ago 








—Consists of a heavy | 


Ss 


more or less deftly revamped into a 
sales significance. 


Sales managers say they like spe- 
reward contests as they seem 
Many a suc- 


cial 
most likely to work. 
cessful contest for tickets to a home 
| office convention, or membership in a 
gang that got in on an annual frolic, 
| have been held. These have the ad- 
vantage of interesting the many 
rather than the bellwether few. 

An honored company name often 
ties in well with a contest. I have 
been told of a president’s month, of 
a birthday contest, an anniversary 
special, all focusing on some one re- 
spected name. One company seut 
its president to Europe with a dime 
sale contributed by the 


for every 





salesmen—each salesman getting 
prizing a receipted bill showing the 
part of the trip he had _ provided. 
President’s cups and tablets and so 
on are unending, and often work. 


Honor systems, honor groups, 


honor clubs may go. Many good 
firms report them. 
Timeliness often counts. A _ sales 


manager who had completed a_ suc- 
cessful gridiron contest said that if 


you must have a football keynote, 


_have it when there is a lot of pub- 


licity about the gridiron. A harvest 
contest, a Christmas contest, a most- 
any-special time contest must be well 
timed and planned ahead. 

An interesting contest was a thrift 


and | 





club, with withdrawals for penalties | 


as well as deposits for good work, 
as successfully used by one organiza- 
‘Ty’ ° . 

[his company also had a point 
with 


tion. 


system, many things counted, 


such as number of sales, new custom- | 


dollar volume, increase, 


expense, regular reports, collections, 


ers, quota 


dealer and promotional work, number | 


of canvasses. 
In planning a contest, a local sales 
manager said he tried to take a tip 


from Geogre Cohan and to turn the | 


dark clouds inside out, to anticipate | 
goods are produced under artificial 


objects that the contest might bring, 
and to apply reverse English—so to 
plan and set up the contest that there 


was sufficient announcement and con- | 


tinuous publicity, and that there was 
co-operative effort, orderly competi- 
tion, right rewards, dignity, friendly 


rivalry without red eyed jealousy, 


constructive effort, field tie up, defi- 


nite aims, progressive stage goals, 


quality business, no likely let up aft- 
and wide spread 
interest, 


erwards, general 


organization and real 


check up_of cost and results. 


a 
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He added that the contest could } 
planned so that the elemental love o: 
a fight would be directed into righ 
channels, that the needed stimulatio; 
to sales effort be given the right me, 
that there should be a real friend], 
personal and man to man relation 
ship involved—and that frequent per 
sonalized messages be used. 

Finally, he pointed out that th 
sales manager knows his men. Som 
perhaps may be spurred by a word 
whispered a thousand miles awa 
while others need real digging of th 
heels into the flanks. Knowing hi, 
he knows that after all th 
recipe for a successful contest is on 
part imagination with two parts o! 
common sense in fitting the set up to 
the situation and keeping it set up. 
Men in sales management situations 
have to be men with this imagination 
and common sense. They can make 


men, 


| anything work, even contests. 


* * * 


Swallow Sand 


(Continued from page 9) 
the best investment for the 
sumer and that when the consumer 
is sold light instead of just light- 
ing equipment he will readily accept 
the best. 


There Is a Big Climb Ahead 


For thousands of years the eyes 


con 


of man have been tuned in on day- 
light. Daylight intensities out of 
doors run up into hundreds and thou- 
of foot Our eyes 
work easiest and best under those in- 
eyes 
working best we are able to perform 


sands candles. 


tensities and when our are 
at maximum efficiency. 

If daylight were constant, if day- 
light filled the entire factory with as 
much light as it fills the outdoors, if 
there were no dark days and no short 
winter days and if factories did not 
run night shifts then there would be 
no artificial lighting problems. 


But one-third of all manufactured 


light and that artificial light would be 
best for workmen if it was as power- 
ful as full daylight. 
is a point beyond which we cannot 


Of course there 


yet profitably increase artificial light- 
ing intensities, but that point is far 
beyond even the most efficient of 
day A few 
years back 10 foot-candles was con- 


present installations. 
sidered lots of light, today we aren’t 
stopping at 20 foot-candles and _ to- 
be putting 
that 


morrow everybody will 


in installations of intensities 
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Ductility— 
You’ll 
Find It 


In 


BUCKEYE 
CONDUIT 





The steel pipe used in 
“Buckeye” Conduit is 
made exclusively by us. 
It is selected specially 
from the immense output 
of our own mills—about 
1,000,000 tons per year. 
In this way it is possible 
to secure uniform excel- 
ience impossible where 
pipe must be purchased 
in the open market, or 
even made in relatively 
small quantities accord- 
ing to specifications. 


The excellence of the 
steel and the welding in 
‘Buckeye” has been so 
thoroughly demonstrated 
as to need no comment. 
We can point to a num- 
ber of structures in each 
of which from thirty to 
fifty miles of this conduit 
have been installed, with 
letters from the con- 
tractors stating that they 
had not had a single weld 
open on the entire job. 
A defective piece of 
“Buckeye” so rare as 
to be a curiosity among 
workmen. 


is 


The Youngstcwn Sheet 
and Tube Company 


Youngstown, Ohio 











| only those who have swallowed their 


| 
| 
| 
| 


| Lisle Foster. 
| your finger tips some of the wealth of 


sand are putting over today. 

“Few factory executives realize 
that lighting costs them 0.5 per cent 
to 5 per cent of their payroll,” says 
“You should have at 


proof that with a 2 per cent increase in 
lighting cost, an 8 per cent to 35 per 
cent increase in production can be 
obtained. That is, adding the equiva- 
lent of two men to the plant’s light- 
ing brings as much increase in 
production as if four to sixteen men 
had been added to the payroll.” 

Selling Tips from a Man Who Sells 


And Mr. Foster gives some valu- 


_ able tips on selling industrial light- 


| ing. 


He recommends of course that 


| you keep in the good graces of the 


purchasing agent but he points out 


| that your real story is for the presi- 
| dent or general manager. 


“So aim to get your story into the 
ears of the biggest man in the com- 
pany, he says, “and if necessary call 
on the purchasing agent or the elec- 
trician, obtaining his permission; first 


| telling his part of your story, and 


advising him of your intentions of 
telling it to the big boss. In the 
majority of cases he will help you be- 
cause he wants good lighting; he re- 


| alizes its value, but is either reluctant 


to take it up with his superior or as 
cases hasn’t the facts laid 
and 


most 
down, hasn’t the 
just doesn’t know how to put it across. 

“Tell the executive just what you 
are there for, and get him to take you 
through the plant. Now don’t expect 
him to understand in 10 minutes what 
it took you 10 days or more to learn 
—to assimilate what engineers have 


in 
information, 


been working out for more than ten 





years.” 


“Know your lighting engineering; 
but approach your prospect with a 
thought he can assimilate and words 
he can understand. 

“For instance—here’s an example 
I frequently use when I’m talking to 
a man across his desk—I say, “Take 
the end of the desk as darkness. No 
work at all, to amount to anything, 
can be done there. 

““Now move along, letting every 
inch represent more light. The fur- 
ther you go, the faster the men are 
going to be able to produce. 

““Here’—and I lay my _ pencil 
down—‘is your lighting as it is right 
now. Here’—and I lay down my 
fountain pen—‘is the lighting I am 
recommending. 

“ “Now it stands to reason that if 
there’s increased production with in- 
creased light up to the point you're 
at now, there will be still greater pro- 
duction with more light. 

“*You won’t insist that the lighting 
you have now is perfect. If you had 
plenty of daylight, you’d expect more 
results. 

“ “Well, what I’m. recommending is 
what I believe to be the amount of 
light that you can install and produce 
most results. There may be some 
point beyond which more light would 
cost you more than it would save you. 
But this much I’m sure of. If I 
weren't sure, I'd make my estimate 
less, because I can’t afford to be 
wrong.’ 

“Tell him he has taken lighting too 
lightly, too much as a matter of fact. 
That he has not given it the serious- 
ness it deserves, that he has not re- 
alized the great part it plays in cost; 
that you are most certain they spend 
more money cleaning their spittoons 
than they do in cleaning their light- 








we ——— | 


This is part of the Flannery Electrical Supply Co., Miami, Fla. Left, Jack 


Hanson, shipping clerk; and then in order, C. A. May, store manager; W. L. La 
Boeus, salesman; J. P. Flannery, secretary and treasurer (now manager of the 
Greensboro, N. C., branch); and O. A. Flannery, local manager. 














\pril, 1927 THE JOBBER’SfA)SALESMAN 83 
















‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


_ [ricky anchor jobs 
cy with the Fulbbard 


=| STEEL ~ 
WING 




















f 


Drop Forged 
Oval Eye 
(N.E.L.A.Std.) 














High Carbon The Steel- G / PS Start the 
wing goes in j ‘ hole with a 
Steel Rod—> like a cork- )y/ \ NS bar or shovel 


screw. ee iS 














No. 7526 


The Hubbard Steelwing Anchor holds against a great 
area of undisturbed earth as will be noted from the lines 
of force shown in the illustration above. It is a fool- 
proof anchér with abundance of utility. An anchor for 
permanent, temporary and emergency installations. An 
anchor adaptable to almost any soil; it provides quick, de- 
pendable, efficient anchorage. 

No special tools required for installation or extraction. 
(The illustrations at the right show the ease of installing). 
No need to make adjustment under the surface to be 
assured of anchorage. 

Hubbard Steelwing Anchors are Double Hot-Dipped Gal- 
vanized. Your stock is incomplete without a liberal 
supply of this economical, flexible and efficient item for 
anchorage needs. 


‘Hubbard 


PITTSBURGH ” OAKLAND, CAL. CHICAGO 






Drop Forged 
Wing——> 
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‘‘Keep a low light burning’”’ 





A PERFECT LAMP DIM- 

MER, appealing to the 

PUBLIC, DEALER and 
JOBBER 


ATTRACTIVE 
APPEARANCE 
All brass chains 
Satin brass finish 
Concealed mechanism 


5 different lights 
from 1 bulb 


Saves Current 
Guaranteed 


Sold from a 
3-color 
Demonstrator Display 


Attractive profits to 
Jobbers and Dealers 


© ® 





Write today for prices. 


KEW MFG. CORP. 
1-9 BETHUNE ST. 
NEW YORK 


| alize 


ing equipment. You, of course, re- 


that, that janitor service is 


| necessary, but it does not have any 


| effect on production as compared with 


cleaning lighting equipment and right 


| there make the best plea you possibly 


|out of the janitor class. 


can that he take his lighting service 
It doesn't 


belong there. It is on a par with the 


'money to be saved in discounting in- 











| conditions 


| voices, rapid turnovers, good buying 


and money getters of that character. 

“Picture the lighting circuit of that 
factory out of order. 
Where light is needed there would be 
Pic- 


ture a low voltage coming on which, 


temporarily 
idle workmen standing about. 
of course, would dim the light a lit- 


tle. You 
resuming their tasks or moving slow- 


can see the men again 
ly and doing little, but nevertheless 
working a bit. Up comes the voltage 
a little more and a little more light, 
the workmen’s movements increase. 
They are not so slow, they are not so 
cautious, they are doing more, and 
finally full voltage is restored to the 
lines; they speed up, they 
faster, they work with greater confi- 
dence and greater safety. They do 


more. 


move 


“Now that is not a story of volt- 
age. It is a true story of lighting. 
First, just light. Then a little more 
light, and then better light. 

“Here then would be a good place 
to inject-some simple examples of 
why men who use their eyes and 
hands do less under poor lighting 
and more under better 
lighting conditions. 

“Let us 


consider the prospect's 
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automobile and let us assume that his 
job is to produce more miles in « 
given time; his workshop we also wil! 
assume is a country road without any 
street lighting. 

“Could he produce as many miles 
per hour with his side lights on or his 
dimmers on as he would with good 
headlights. Of 
and he wouldn't with safety. 


couldn't 
The 
He would 
drive just as fast as he could under 


course he 
strain would be too great. 


the poor lighting conditions but faster 
under better conditions. And so it 
is with the workmen laboring on ma 
chines in a factory. 

“We 


The reason we couldn’t find them was 


have all lost collar buttons. 
we didn’t see them, and when we did 
it was usually in a dark place, in 
which if lighted we would have seen 
them at once. So it is with the work- 
men loking for a tool or a mark on a 
scale. 

“A great quantity of raw light 
wont solve the question. When we 
say better lighting pays that means 
proper lighting. Bright spots and 
dark places are bad. Glare is another 
negative. To illustrate let us take 
the automobile again. At night we 
all slow down or should when the 
other fellow comes head on us with 
headlights full on. That’s glare, that 
experience only lasts a few moments, 
but many a workman puts in eight to 
ten hours a day with glaring light 
almost as bad and doesn’t know why 
he can’t work faster and the boss 
wonders why also. 

“It does not require a big head- 


light to slow you up. You can get 








The Pierce Electric Co. people of Jacksonville, Fla., are very well, thank you, 


and enjoying their “winter weather.” 


From left to right: 


A. H. Ashford, branch 


manager; O. G. Hayes, receiving clerk; Don Graze, lighting manager; C. F. Thomas, 
shipping clerk; J. H. Thornton, East Coast representative; W. Z. Smith, cost clerk; 
then we have the Sandvick sisters and Catherine Norman, who really do all the 


work; A. L. 


Campbell, West Coast (of Florida) representative; “Gee” Phillips, 


bookkeeper; F. C. Lewis, price clerk; and Earle Marx, manager of the radio de- 


partment. 
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Dour Opportunity 


to capitalize the price reduction! 











"Ppa ELECTRIC once more 


commands the spotlight of | 


public attention. For on April 1, 
1927, the price of Edison Mazpa 
Lamps will again be reduced. 


Experience shows that such price 
reductions greatly increase the de- 
mand for Edison Mazpa Lamps. 
And the latest reduction will be 
an even greater stimulus. The pop- 
ular 50 and 60 watt sizes will sell 
for a quarter—the price the pub- 
lic prefers to pay. 








aitieaeee. lors 























Here is shown some of the display material used in the 
campaign, ‘“‘Topay’s THE Day”’ 


eAgain the Epison Lamp Works 
backs the jobber’s salesman! 


WS cnineiy THE DAY’—a thoroughly 
tested and tried sales activity —will 
help the Jobber’s salesman increase lamp 
sales. It has been in preparation for more 
than a year and embraces the most ad- 
vanced display and sales practices of 
America’s greatest merchandising insti- 
tutions. 


146 % Sales Increase! 


Every phase of this campaign has 
passed the strictest cash register tests ; 
not once, but hundreds of times. In a 
test campaign conducted by the Tri-City 


Electric Company, of Newark, N. J., six- 


teen Agents showed an average increase 
in lamp sales of 146% in February, 1927, 
over the same period last year. 


“Today’s the Day” is a service—a 
sales promotion service designed for Job- 
bers to offer to the retail Agents they 
serve. It creates good will for the Sabhex's S 
salesman on the part of every Agent, and 
helps him to secure more of the Agent’s 
business on other lines, because it 
doubles the lamp sales of every Agent 
who tries it. It has yet to fail! 


EDISON MALDA LAMPS 


GENERAL 





ELECTRIC 
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When Do I 
Get It? 


HAT’S about the first question 

your customer asks when you 
tell him what a Gyrofan will do 
for him. And—if you can answer 
“RIGHT AWAY’’—you've got 
another Gyrofan order, and an- 
other booster for your service 
too. 


NOW 
‘‘Be Prepared”’ 


Direct or alternating Current. 
Voltages 100 to 250 volts. Fan 
Blades 15” diameter. Specify 


length of stem required. Standard 
Finish, Black. 








Ceiling Type Gyrofan 
(Column Type also made.) 


The National Screw 
and Mfg. Company > 


(A B Products Division) 


2440 East 75th Street 
Cleveland, Ohio 


of his 
se ame thes 


\ than the ear. 


| yourself. 





all the glare you want from a two 
candlepower lamp on your dash. Try 
this experiment tonight. Go out 
where it is dark, remove the cap from 
the dashlight and take inventory of 
It’s mighty annoying, tir- 
ing, takes away your accuracy, slows 
you down and it does act the same 
way on the operators in the plant. 
“Glare tires the eyes, causes fa- 
tigue, causes us to see less. Try to 
read a newspaper at night facing 
your headlights full on. A _ lighting 
engineer would tell to turn 
around and then read with comfort 


you 


:| and ease and speed. 


“A reflector on a lamp will give 
many more times the light on the job 
that your workmen are laboring on, 
and you are paying for the light, but 
not getting it if that lamp is bare. 

“Some folks believe that seeing is 
believing and others believe that the 
eye is twenty times more receptive 
We won't discuss here 
the ratio of that statement. In an in- 
dustrial lighting solicitation the pros- 
pect’s eyes, however, can be used to 
good advantage, suggest that you il- 
lustrate some of your points, claims 
and so on by a walk through the 
plant. 

“You may probably first observe a 
lamp without a reflector hung high. 
Recall your recent illustration of the 
amount of light on the road with the 
21 candlepower in no reflector as 
compared with light on the job with 
a good reflector, and you can add if 
the light delivered on the bench is 
satisfactory that a lamp half as small 
with a reflector will put more light 
on the working service than the lamp 
hung there bare. It is simple to 
understand that. 


“We next come to a dim light— 
an old lamp—taking just as much 
current as a new one. Dwell on the 
amount of light given and if the 


_amount is satisfactory put in a new 


lamp just half as small. We next 


observe the dirty lamp giving a third 
_to a quarter of its original light due 


to the soiled, the wrong reflector, 
greasy reflector and dirt and the dust 
and a reference to the spittoon will 
| fit in here. 


“Pick out a machine where there 


| is a bare lamp in the line of vision 


with the operator working in front, 


_ask the boss to stand along side of 
| that vor and then recall the cap 


o dashlight and bring home 


Don’t overlook 
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Sell 
Them 
Hemingray 





JOBBERS and JOB- 
BERS’ SALESMEN 
should remember the fol- 
lowing points when call- 
ing on the trade for in- 
sulator accounts: 


Their efficiency has 
been established over 
many years of long and 
satisfactory service. 


They are known uni- 
versally to the trade. 


They are immediately 
available for prompt ship- 
ment. 


They are particularly 
suitable for all low and 
medium voltage _lines 
ranging from 2300 to 
15000 volts. 





These Points Will 
Make Hemingray 
Glass Insulator 
Sales for You 





Sell 
Them 
Hemingray 
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is 
Hasier 


To 
Sell 















Jobbers’ Salesmen handling PARANITE Wire find little sales resistance 
in selling this product to contractors and dealers who strive for the best 
when making a wiring installation. 


The Trade knows that the important features of maximum insulation and 
quality have been conscientiously put into PARANITE by us. 


They know also that the finish on PARANITE will not soften in warm 
weather and soil interior decorations; that it pulls through pipe with ease, 
and that it will not join conduit at bends. 


In making PARANITE Wire “better than the code requires” we have 


broken down sales resistance for the jobbers’ salesmen. 






Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 


Chicago Office: 140 S. Dearborn Street 
New York: The Thomas & Betts Co., 63 Vesey St. 
Western Representatives: 


Walter I. Ferguson & Co., 208 Baltimore Bidg., Kansas City, Mo. 
H. F. Boardman, Inc., 600 Hibernian Bldg., Los Angeles, Calif. 
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Frambuarg Lanterns 


Quantity production 
has determined 
their low cost! 


— 
ae! Toye 








PW? 
oy 


Many of our distributors find it difficult to 
understand how we can offer the Fram- 
burg Line of Lanterns so definitely differ- 
ent in design at such an exceedingly low 
figure. 


No. J-306 
Extension, 914 inches 
Length, 11/2 inches 

Diameter, 7 inches 


The answer is that the demand is so great 
we are constantly in quantity production, which obviously enables us 
to maintain low prices. 





Each lantern is packed in an individual carton, sufficiently strong to 
reship in their original state without repacking. . | 


Interested Jobbers are invited to write | 
for Free Sample for inspection purposes. 


MANUFACTURERS OF 
Hicn, GRaDP, LIGHTING, EQUIPMENT: 


3320-3328 CARROLL AVENUE 


CHIGAG@, 














| 


Why They Never Fail 


In addition to the careful design and | 
construction that have always set IIli- | 
nois Insulators apart, the Suspension | 
and Multipart Insulators have the fa- | 
mous Treated, Sanded Surfaces. All 
Surfaces to be cemented are sanded 
and the sand given a uniform coating 
of a special resilient material. The top 
unsanded surface of the joint is also 
given a thin coating of the resilient 
material. This provides an elastic joint 
that eliminates strains from unequal 
expansion and contraction. The insu- 
lators are then heated to 130 degrees 
in a steam saturated room for twelve | 
hours after cementing. This process | 
insures thorough hydration of the ce- | 
ment during setting and during 

| 





No. 2050 





Send for catalog 


Illinois Electric 


Porcelain Co. 
Macomb, III. 


ILLINOIS 


expansion while heated. 

















any examples of wrong lamps a: 
Probably the r 
Hector was correct for the lamp re. 
ommended in the beginning, but t! 
lighting installation has degenerate: 
It has not been given proper thoug|: 
and there is proof of it. 

“There are many more examp):, 
of glare, dirt, wrong reflectors, no 1 
flectors, too large a lamp, too smal] » 
lamp, all of which you can capitaliz. 
if you're alert and keen. All «} 
which can be turned to your advai 
tage and benefit and will cause tli 
prospect to think—and believe mor 
of your story. He sees it—and se: 
ing is belfeving. 

“You will be asked sometime dur 
ing a solicitation—how much will this 


wrong reflectors. 


cost? 

“A good reply is to tell the pric: 
of the 200 watt lamp, and a R L \ 
reflector or a Glassteel diffuser, but 
add that to really find out it would 
require a survey to determine tli 
number of outlets. Then quick] 
point out that it is an investment 
which will pay handsome returns and 
not a cost without compensation. It's 
an investment which increases build 
ing valuations and can be charged to 
investment and not to operation. ‘To 
yourself remember this that most 
people are willing to pay the price if 
they have first been convinced and 
made to want it because they see the 
need it and must have it and that it 
pays.” 

Get a Few Lamps Selling for You 

The surest way to an order is 
through a trial demonstration. “Jim 
mie’ Ketch of the Michigan Lam) 
Division who has been a bright star 
in the industrial lighting field for 
years says that in all his experienc: 
he has only had to remove one trial 
installation. 

After he has aroused the prospect's 
interest in better lighting he submits 
a blue print of recommendations. 
Even, as is usually the case, if the in- 
stallation calls for R L M domes or 
Glassteel diffusers equipped with a 
200 or 3800-watt Mazda C_ lamps. 
mounted 10 ft. from the floor and 
spaced 10 ft. apart each way, it has 
a powerful selling effect on the pros- 
pect when he sees these specifications 
drawn up to fit his own plant. It’s 
not hard to do, the dope is all in 
factory lighting bulletins plain and 
simple, but if you run into something 
special or if you want help on the 
simplest of jobs vour lamp connec- 
tions will bring the best there is and 











= . 
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See Ti ree 





UBBELL Screwless Plates of 
Bakelite are made single, 
in gangs of any length and in a 
wide variety of combinations 
Only a few of the types made 


are shown 


The standard finish is Natural 
Brown Bakelite. A wide variety 
of permanent enamel finishes to 
match color schemes of rooms 
can also be furnished 

Plates finished to match natural 
wood or in special colors made 


to ofr der 








HARVEY HUBBELL. INC 


Bridgeport, Conn., U. S. A. 
New York—Chicag 














ARTISTIC ~ TIME SAVING ~ DURABLE 
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Nothing Quite 
Like It} 


HE Porcelier unit here illus- 
trated is, it is safe to say, in 

a class by itself. Made of genu- 
ine high grade vitrified porce- 
lain, it will not chip, tarnish, or 
craze. This unit, of exceptional 
beauty, retains its attractive 
glaze permanently. It is priced 

ia ae right and sold right, which 
oe ee eanet means that a strict jobber policy 


. 526—Levolier switch socket—no outlet. 


No. —_ ae switch socket—with out- is behind this product. 





Jobbers’ Salesmen who are alive to the sales possibilities being pro- 
moted by those concerned in “better lighting” would do well to ask 
their sales managers to give them an opportunity to show what they 
can do on Porcelier Products. 


PORCELIER MANUFACTURING CO. 


1026-28-30 Fifth Ave., Pittsburgh, Pa. 

















4-Circuit 
Residence Panel 


A quality product in a small 
box at a low price 


The Trumbull 4 Circuit Panel 
(Cat. No. 3104) supplements 
our regular line of Residence 
Panels, 4-14 circuits, single or 
double fusing. 


This panel was designed to 
meet the demand for a small 
panel to be used in the home 
which requires not over 40 or 
50 outlets. 


It fits in a shallow partition. 





Though made to sell at a com- 


Cat. No. 3104—4 Circuits—Single Fusing—Net to pi ies oo 7 
Contractor $1.88—Schedule L-1. quality 1s maintained. 







Send Circular 
for No. 66 
THE TRUMBULL — MFG.CO. 
New York PLAINVILLE, CONN. Chicago 
San Francisco Boston 
Philadelphia Jacksonville 
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all you want. 

The prospect doesn’t obligate him 
self at all on the trial installation bu 
you are taking practically no risk a 
all. Your risk is negligible becaus: 
once part of a factory is properl) 
lighted the improvement will be s. 
noticeable to everybody that they wil 
be impatient to get the rest of th 
job done. 

Yet sometimes no matter how sol 
a factory may be on good lighting 
they may be unable or unwilling tv 
make an appropriation for the re 
lighting job. Mr. Ketch has a play 
that has overcome this difficult) 
scores of times. 

Most plants have a maintenanc 
fund and invariably there is a surplus 
left over at the end of the month, it 
may not be much but it will b 
enough to buy and install a few re- 
flectors. In cases like this the idea 
is to plan a complete lighting instal 
lation in advance and then put it in 
little by little from the maintenance 
surplus. You can bank on this, onc 
you get started on this plan and som: 
of the good lighting gets on the job 
everybody will take pains to see that 
the surplus from the maintenance 
fund is as great as possible so that 
the lighting job will be quickly done. 
Thus a real installation can be put 


| in without a special appropriation 


and the benefits of the improved 
lighting will have paid the cost of 


the job by the time the last reflector 
_ is hung. 


The Industrial Lighting Campaign 


| went a long ways towards creating a 


light consciousness last year. More 
good installations were made than 
were hoped for. You have now many 
more good examples of lighting to 
offer prospects than ever before and 


| there are thousands of factories 
| where the management is pretty well 


sold on relighting but where action 
has not yet been started. The results 
of the 1926 campaign were so grati- 
fying that it is being followed through 
with a new activity in 1927. Approxi- 
mately 25,000,000 poorly equipped 
sockets are waiting for all of us to 
swallow our dose of sand and bring 
to them not better lighting but the 


_ best of lighting. 


And so the moral of this morning's 


| overflow is simply this. “If you have 


faith in yourself and the faith in 


| good lighting which is bound to grow 


with every installation you put in you 


| will live very happily and prosper 
| mightily.” 
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Sterling Reflectors are profitmakers for Jobbers who 
stock them; Dealers who install them; Salesmen who sell 
them, and thousands that use them. They are Reflectors 
of quality, efficiency and ENDURING LUSTRE. Easi- 
est to sell because of their many superior features and of 
assured service and satisfaction because they are backed 
with a “Lifetime Guarantee.” 





Sterling Reflector 
No. 403 (above) 


For 300 or 500 Watt Mazda oC 
Lamps, furnished with Special Re 
flector Holder, Mogul receptacle and 
box cover to fit regular 4” deep 
outlet box. 

Provides a wide, powerful distribu 
tion of light and is specially desir 
able where high intensities are es 
sential over a wide area, or where 
conditions do not permit of a large 
number of smaller reflectors 














NOW is the time to feature Sterling Reflectors. The 
season is right—the field is big, and the service ren 
dered to your customers will prove profitable. Sterling 
Reflectors are made in numerous practical shapes and de 
signs that ably meet the requirements for better lighting 
in SHOW WINDOWS, DISPLAY CASES and GEN 
ERAL INTERIORS including SPOT and FLOOD units 


for interior and exterior use. 


Reflector & Illuminating Co. 


Manufacturers and Engineers 


1411 Jackson Blvd. 


CHICAGO, U. S. A. 
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Radio Owners’ Buying Habits 


Buying habits of the owners of 
radio receiving sets are traceable by 
information just released by the Na- 
tional Electrical Manufacturers As- 
sociation. 

In a survey covering the 12 
months of 1926, the radio division 
study shows that the favored time 
for wholesale bulk movement of sets 
was October 1. The months of 
April, May and June were low for 
all classes of radio sets and acces- 
sories. This has been attributed to 
indifference to radio by the general 
public, while busy with golf and 
other outdoor sports which divide 
leisure time during the warmer 
months. 

An increase in “B” batteries in 
advance of other accessories is due 
to sale of equipment for new sets 
in advance of their shipment. 

In the opinion of R. A. Klock, 
chairman of the statistical committee 
of N. E. M. A., an accurate index 


of the use of radio sets is found in 


Ble 
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Radio Sets and Accessories Sold by 20 Prominent Radio Companies Are 
Included in This Curve, Which Covers Bulk Shipments During the Year 1926. 
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Jan. Feb. Mar. april Mas June duly amg. Sept. Oct, “Yay cies COBH YOR, mo. 236. 
(Bstiliate) 


The Buying Habits of the Radio Equipment Purchaser Can be Traced on 
This Curve, Covering the Year 1926. It is Generally Understood That Con- 
sumer Sales Follow Manufacturers Delivery Shown Here, by About Six Weeks. 
Total Sales Are Indicated in Percentages on the Left. Figures From the 
National Electrical Manufacturers Association. 


the rise and fall of the “B” battery provided the ‘‘triangle’’ caused by 
curve and the vacuum tube curve equipping newly manufactured sets 
is eliminated. 

Representatives of some 20 of thr 
largest radio manufacturing com 
panies contributed their confidential 
sales figures to the statistical com 
mittee to provide a fact-picture ot 
what really happened in radio equip 
ment sales during 1926. 

The curves reproduced here aré 
based on an average of the partici 
pating companies who make a ma 
jor part of all radio equipment sold 
in the United States. 


* * * 


Wants Building Ideas 


J. J. Owen, general manager of 
the Waco Electrical Supply Co. of 
Waco, Tex., writes that they are 
planning to move their business to 


ly age Sapte cot. Stag mn nomen another building in the near future 
nanan and is looking for suggestions as to 


stockroom shelving and the best ar- 


Radio Sets Consiituted 40% of the Total Sales. Accessory Equipment, Includ- rangement of shipping department, 
ing Tubes, Loud Speakers, Ali Types of Batteries and Power Source Equipment offices etc. 


Was Estimated at 60%. Figures From the National Electrical Manufacturers As- 


sociation. 


Some of the many jobbers who 
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EACH THE LEADER | 
IN ITS FIELD— 


each with its own distinct 
appeal to a class of buyers 









































The Radiola has outsold other sets because 
it is built by the engineers responsible for | 
the development and simplification of broad- TT! 
casting. Because it combines the research 
and skill of 200 eminent scientists and radio 
engineers of RCA, Westinghouse and Gen- 
eral Electric. And because year round Ra- 

















Rt Leer 1 o6 ne diola advertising features the RCA Author- , 
0 Palas bir oles ized Dealer, with the constant reminder: t, 
speaker fog on 500 ele i “Buy with confidence where you see this sign.” 

volt circuit ba bad it 


Antenna coupler, for adapting 


Radiola 28 with outdoor an- , ; IG “av Radiola 25, with 6 Radiotrons 
tennas- $4.25 A al $165 list 


A six-tube super-heterodyne 
with the delicate parts sealed 
against dust and moisture in 
the “catacomb.” Radiotron 
UX-120 in the output gives 
volume far in excess of the av- 
erage storage battery operated 
receiver. 














Radiola 20, less equipment, i 
$78 list | 

The outstanding value in radio 
today regardless of price. Com- 
pactly built, many times as se- 
lective as the average antenna 
set. Never before has so fine a 
set been sold at so moderate a 











Radiola 28, with 8 Radiotrons price. 
$260 list 
Your distributor will furnish 
an A. C Drive Radiola 28, 
ready for connection to the 
R Loudspeaker 104 which 
reduces cost and time in instal- 
lation. a 
Ces dines <ibtewement of Radiola 26, with 6 rer es $225 list 
1927 radio in every electrical Portable super-heterodyne, for living room, camp, shack, boat 
acoustical and musical char- or beach. Self-contained, finely made, with handsome walnut 
acteristic. One sale of this cabinet. Greatly in demand among those who want a fine home 
combination yields more profit set that is also portable. ee 
than sales of a half dozen This sign marks the leading 
cheaper sets. RADIO CORPORATION OF AMERICA radio dealer in every 
New York Chicago San Francisco locality. 





A~Radiola 


MAKERS RA DIiQtTs ON 
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New Radio Products, Illustrated 








The  “Compart- 
ment” model 90, 
two-tone walnut fin- 
ish with inlaid panel 
design is a product 
of the All-Ameri- 
can Radio Corp., 
4201 Belmont Ave., 
Chicago. It is a 
five tube set. 








automatic “A” 
unit consists of a six volt 40 ampere- 


The Acme power 
hour battery, two rate bulb type 
trickle charger, which delivers a 
charging rate of 1% and 1, amperes. 
There is also an Automatic Control 
Switch and a “B” Power Supply at- 
tachment plug incorporated within 
the design of this unit. The steel 
case, in which the above products 
are placed, is furnished in crystaline 
lacquer, mounted on rubber feet, and 
presents a neat and attractive ap- 
pearance. It is made by the Acme 
Electric & Mfg. Co., 1444 Hamilton 
Ave., Cleveland, O. 





The model 600, “Banner” open type 
trickle charger is manufactured by 
the Banner Radio Laboratories, 15 
S. Clinton St., Chicago. It operates 
continuously at a low rate of .6 am- 
peres, instead of intermittently at a 
high rate, so it automatically keeps 
the battery at full power. Can be 
used on any six volt “A” battery 
and with 4 volt batteries can be used 
for intermittent charging. It oper- 
ates on 110 volt, 60 cycle circuit. 






































-O 





The illustrated tube is a “Concert 
Master” copper shielded tube bisected 
to show its features: “A” indicates 
the cushion to prevent breakage; “B” 
the copper shield that completely en- 
velops the tube; “C” the insulated 
leads; “D” the Bakelite insulator with 
moisture-proof dielectric properties; 
“E” the UX bead chain pins for push 
sockets and “F” pins for bayonet 
socket. This tube is made in two 
styles, No. 199 and No. 201-A._ It 
is manufactured by the Continental 
Corp., 179 W. Washington, Chicago. 














ii 


The three ampere charger shown 
above is manufactured by the Stand- 
ard Transformer Co., Warren, O. It 
is adapted to charging automobile 
and radio batteries—six volt bat- 
teries at a three ampere rate and 
12 volt batteries at a 114, amp. rate. 
It is also designed to charge radio 
“B” batteries 100 volts or less at 
250 milliampere rate taper charge. 








The American Bosch Magneto 
Corp., Springfield, Mass., has just 
placed in the market the above “Re- 
creator” which reproduces electrically 
the music of phonograph records. 
The unit is complete requiring no 
tubes or batteries since it is designed 
to use those of the radio set. The 
phonograph or radio set is not muti- 
lated in any manner. 





The “Dayroyal” seven tube receiver 
is manufactured by the Day-Fan 
Electric Co., Dayton, O. The unit 
is housed in a vertical type mahogany 
cabinet with gold ornaments. It also 
has the unique feature of being a 
practical desk with sliding writing 
shelf and pigeon holes. The panel is 
illuminated with a small light. 
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Majestic “B’ Gurrent Supply 


delivers pure direct current-from your light socket 


“B Power at full strength 
any time.andallthe time 
















G-G-H double 
sealed — moisture 
proof condenser posi- 


Majestic “B” is fully 
guaranteed. No acids 
or liquids. No hum. 
















Uses Raytheon tube. SN E39 tively prevents break- 
No filament to burn out. SZ down due to heating— 
Voltage can be accurately ZS CUS) the cause of 95% of the 
adjusted to varying condi- Gj =a yy trouble experienced with 


tions in any city—and on — B-battery eliminators. 


every set. 


hin you 


caused by poor “B” power. Majestic gives you an even, con- 

tinuous flow of “B” current today, tomorrow — whenever you 
turn on your set. It’s economical, too. When you put a “Majes- 
tic” to work it stays put. You'll never have to “replace” it as you 
did “B” batteries. Majestic’s first cost is low, and the upkeep only 
a fraction of a cent per hour. 


To know how good, really good radio reception can be, try a 
“Majestic” on your radio set. Your dealer will arrange a trial with- 
out obligation to buy. Phone him today. 





Majestic Master-B 


Majestic Standard-B Majestic Super 4 Positive control of all 


Capacity, nine 201-A output voltage taps. For 
tubes or equivalent. 45 Capacity onetotwelvetubes, sets having high current 


miliamperesat 135 volts. including the use of power draw or heavy biasing 


tubes. 45 mils. batteries. 60 mils. at 
$26.50 at 150 volts.. 29.00 150 volts. 





West of Rocky Mts., $29.00 - a simke $31.50 
Raytheon Tube $6.00 extra Raytheon Tube $6.00 extra bdo ang a here _—_ 








Can Be Purchased on Deferred Payments 
GRIGSBY ~ GRUNOW~ HINDS~CO. 4546 ARMITAGE AVE, CHICAGO-ILL. 


This is a reproduction of advertisement appearing in newspapers and leading 
radio publications, to help you sell Majestics. 
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Rosin Core 


RadioSQLDER 


is Safe and Simple 


Lo Sell 


USE IT'S 
ne toUse 


T=. S the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It ‘Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 

Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


Sure 
@ 


APPROVED BY 
RADIO ENGINEERS 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Ave., Chicago 
yinator nd Work 


Oy 


THE 
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| have 
| in the last year and have run upon 
| time 
| might be helpful to Mr. Owen, would 
| be doing a brotherly 
| were 
| them 


|; as 


built or remodeled buildings 


and labor saving ideas that 
service if they 


to write and tell him about 


* * * 


Machinery of the Radio Bill 


in Motion 

While the new radio bill is 
perhaps satisfactory from all angles, 
and is in the nature of a compromise, 
it is, however, a fair compromise. 
Millions of radio-set owners rejoice 
that some measure has been enacted. 
M. C. Ryhinski issued a statement, 

representative of the National 
Electrical Manufacturers Association, 
to the effect that: “enactment of the 
measures just approved by Congress 
for guiding radio broadcasting is the 
best news which could come to the 
radio industry at this time. The 


THE JOBBER IS THE MOST IMPORTANT 





not 


radio industry and the public are dis- | 


tinctly benefited. We _ believe that 
this legislation will drive from the 
public mind the uncertainty 
what will happen in_ broadcasting. 
What actually will happen is that this 
activity will more quickly become 
stable, people’s confidence will be re- 
newed, the present scramble for wave- 
lengths ended, and the existing inter- 
ference speedily cleared up.” 

The Chicago Tribune expressed it- 
self editorially in terms, which may 
or may not have been influenced by 
the fact that it operates a broadcast- 
ing station as follows: 

“The President has signed the radio 
bill. It is not the best bill that might 
have been written; indeed, it is not 
the best radio bill which was _ sub- 
mitted to congress. It is the lesser of 
evils. Better a mediocre law which 
will restore order in the ether than no 
law at all and the continuation of 
chaos. 

“The enactment of the law presents 
an odd picture. On the one hand, our 
government is protesting in Mexico 
and Nicaragua against the confiscation 
of the property of American citizens. 
On the other, it is adopting a radio 
law which does injury to the well es- 
tablished principles of property hold- 
ing in this country. Owners of radio 
stations cannot receive licenses under 
the new law without signing a waiver 
of any claim to their wave lengths 
against the regulatory power of the 
That is not so clearly 
confiscatory a provision as was em- 
bodied in the temporary legislation 
governing licenses, but, if upheld by 
the courts, it still leaves property 
somewhat at the mercy of government. 


commission. 


as to | 


| ERE is the new Sterling Raythe 
equipped Eliminator for sets up ' 


MAN IN THE INDUSTRY 





A New 





RAYTHEON TUBE 
“B” ELIMINATOR 











six tubes and for Radiolas 20, 
and 28. In addition to providing adjust 
able voltages for detector and amplifi 
stages, this new model RT-81 offers tl 
convenience of switch control and gua: 
antees 135 volts at 20 milliamperes. 
Selling at the remarkably low list price 
$28.00, including Raytheon tube, this new 
Sterling is a quality product through and 
through. It embodies the same high grad 
| workmanship as the thousands of Sterlin: 
|RT-41’s which have been sold, but add- 
the convenience of the switch and th: 
longer life of the Raytheon tube. 

RT-81 is truly a splendid selling line 
your dealers. It enables them not only 
talk Sterling quality to their customers, but 
Raytheon quality too, together with that 
all-important factor . . LOW PRICE! 
Write us for our special jobber sheets «1 
this Eliminator. Study them—then look 
at RT-81 itself and you'll see that this 
the Eliminator that will help you to creat: 
new sales records for the coming season 


“B” Sterling 


Raytheon Equipped 
In Three Models 


RT-81 for Radiolas and sets up to 
six tubes $28.00 
R-99 “B” Power Unit for multitube 
i t.cais $45.00 
R-97 “B” and “C” Power Unit $55.00 


THE STERLING MFG. CO. 


2831 Prospect Ave., Cleveland, Ohio 
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The New Balkite Charger 


MODEL J. Has a low trickle charge 
rate and a high rate for rapid charging 
and heavy duty use. Can thus be used 
either as a trickle or as a high rate 
charger and combines their advan- 
tages. Noiseless. Large water capacity. 
Visible electrolyte level. Rates: with 
6-volt battery, 2.5 and .5 amperes; 
with 4-volt battery, .8 and .2 ampere. 
Special model for 25-40 cycles with 1.5 
amperes high rate. Price $19.50. West 
of Rockies $20. (In Canada $27.50.) 





Balkite Trickle Charger 


MODEL K. For those who require a 
charger of limited capacity only. Can 
be left on continuous or trickle charge 
thus automatically keeping the battery 
at full power. Converts the “A” battery 
into a light socket “‘A’’ power supply. 
Charging rate about .5 ampere. Over 
350,000 in use. Price $10. West of 
Rockies $10.50. (In Canada $15.) 





Three New Balkite  . 


Balkite “‘B’’ eliminates ‘‘B’”’ batteries 
and supplies “B’’ current from the 
light socket. Noiseless. Permanent. 
Employs no tubes and requires no re- 
placements. Three models: “B’’-W at 
$27. 50 for sets of 5 tubes or fess re- 

uiring 67 to 90 volts. Balkite ““B”-X, 
Gitustenced) for sets of 8 tubes or less; 
capacity 30 mK yr fa at 135 volts — 
$42. Balkite ““B”-Y, for any radio set; 
capacity 40 milliamperes at 150 volts— 
$69. (In Canada “B”-W $39; “B”-X 
$59.50; ““B’’-Y $96.) 





Balkite Combination 


When connected to the “A” battery 
supplies automatic power to both “A” 
and “‘B” circuits. Controlled by the 
filament switch on the set. Entirely 
automatic in operation. Can be put 
either near the set or in a remote 
location. Will serve any set now using 
either 4 or 6-volt “‘A’’ batteries and re- 
quiring not more than 30 milliamperes 
at 135 volts of “B” current—practically 
all sets of up to 8 tubes. Price $59.50. 
(In Canada $83.) 

All Balkite Units operate from 110-120 
volt AC current with models for both 60 
and 50 rg The new Balkite Charger 
and Balkite “B”-W are also made in 
special models for 25-40 cycles. 


——— er 





Y 


~) 


en THE BALKITE LINE OF ELECTROLYTIC DEVICES IS PROTECTED BY EDGAR Cie W. ENGLE U. S. REISSUE PATENT NO. 16.438, DATED OCT. 12. 1926 


The profit you make 


_on Balkite is clean 


and permanent 


The final profit you make on radio depends 
on more than the volume of sales you reach. 
It depends even more on whether or not the 
devices you sell stay sold. One device returned 
loses the profit not only on that sale, but eats 
up the profit on several others. 


Balkite Radio Power Units stay sold. They 
have come to be known not only as the lead- 
ers in the radio power field, but as one of the 
most reliable products in radio. Every Balkite 
unit is a permanent piece of equipment, with 
nothing to wear out or replace. You can sell 
it with the certainty that it will render satis- 
factory service to your customers for years to 
come. The profit you make on it is clean. 


At this time of year Balkite is always one 
of the few live lines in the entire radio field. 
Balkite is one of the few year-round radio lines. 
Take advantage of this by concentrating your 
sales-efforts on it and keep the profits of your 
radio department at the maximum. 


FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


Balkite 


Radio Power Units 








eee 
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With the” Trouble Shooters” 
of the ect Atlantic 





The Magazines are 
Full of BURGESS 
Advertisements 
Cp Nicorally co interesting and 


editorially convincing ads like 
these appear in the 87 dominant 
advertising mediums of this country 
and are read in the homes of more 
than 24,000,000 families. 

Cash in on this tremendous adver- 
tising co-operation that every day is 
building greater sales and sincere 
good will for Burgess products. 


Burcess BATTERY COMPANY 


GENERAL SALES Of FICE: CHICAGO 


Canadian Factories and Offices: 
Niagara Falls and Winnipeg 


ff I LN 
il WF ss 
RADIO A eat reny 


ie vn dll 








| ing 
| awaits the commission, for every one 


“It would have been far more sens- 
ible and certainly more in line with 
our theories of property to recognize 


_ frankly the fact that priority of pos- 


session constitutes ownership. It is 
on that principle that our civiliza- 
tion has been built. A better law 
would have granted possession of a 
wave length to licensees who could 
prove priority and would have guar- 


_anteed possession so long as the li- 


censee continued to give good service.” 

At any rate, the bill been 
passed and signed and President 
Coolidge has appointed the commis- 
sion which consists of the following 


has 


| able men: 


Rear Admiral H. G. Bullard, 


re- 


| tired, Media, Pa., Chairman; O. H. 
| Caldwell, editor of “Radio Retailing,” 


New York; Eugene O. Sykes, lawyer, 
Aberdeen, Miss.; Harry A. Bellows, 
director of the Gold Medal station, 
Minneapolis, Minn., and John F. 


| Dillon, supervisor of the San Fran- 


cisco district, San Francisco, Calif. 
Immediately after the wheels of 
the law are set in motion comes the 
cancellation of all existing broadcast- 
licenses. A tremendous task 


of the stations now broadcasting— 
the licensed stations numbered ex- 
actly 727 the day the bill was passed 
—may be expected to apply for new 
licenses under the new law. 

The allocation of power, wave 
bands and broadcast hours will be 
specified in the broadcast licenses. To 
expect the commission to complete 
the colossal task of sorting out the sta- 
tions, determine who shall and who 
shall not continue to broadcast, 
specify under what conditions licensed 
stations shall broadcast and issue the 
licenses is patently an impossible task 
for a space of two months, is the 


| opinion of good authority. 


Admittedly, great discretionary 


| power rests with the commission. The 


life or death of certain stations—pre- 
sumably the pruning process will be 
applied chiefly to the smaller ones op- 
erating in the congested areas, as a 


| guess,—is in its hands. 


* * * 


N. E. L. A. Convention 
The fiftieth convention and exhi- 
bition of the National Electric Light 
Association will be held in June, 
1927, on the Million Dollar Pier, 
Atlantic City, N. J.; exhibition, June 


| 4 to 10; convention, June 6 to 10. 


The exhibition committee has 
planned a comprehensive and exten- 


'sive exhibit which will open Sat- 
‘urday at 1:00 Pp. M. 


to afford ad- 


vance inspection. 
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PERFECT bmn RESISTOR 


Allen 


Bosoe 


Sales Offices 
Balomore Chicago 
Birmingham Crcinaatt 
Qeveland 
ee ee Sy 





492 Clinton Street 





E 





This oversize variable resistor 
is used as standard equipment 
for accurate plate voltage con- 
trol by leading B-Eliminator 
manufacturers. The scientifi- 
cally-treated discs in Bradley- 
ohm-E provide stepless, noise- 
less plate voltage control, and 
the setting will be maintained 
indefinitely. Order a stock of 
Bradleyohm-E,—today! 


Bradleyunit:A 


PERFECT FIXED RESISTOR 





This solid, molded fixed resistor 
has no glass or hermetic seal- 
ing in its construction. It is a 
solid unit, molded and heat- 
treated under high pressure, that 
is not affected by temperature, 
moisture and age. The end caps 
are silver-plated, and can be 
soldered without affecting the 
accuracy of the Bradleyunit. By 
all means, sell Bradleyunit-A 
when you have a call for a 
fixed resistor in radio hookups. 


SEND FOR BULLETINS 
TODAY! 


Co. 


ELECTRIC CONTROLLING APPARATUS 


Milwaukee, Wis. 
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Tn the Orange and Blue Carton 















DEALER HELPS 


Here is illustrated a small amount of the 
material we have ready to help the dealer, 
and therefore the jobber, increase sales and 
profits on Cunningham Radio Tubes. Bril- 
liant oil painted window display cards in 
nine colors; one column by four inch news 
paper advertisements; booklets explaining 
the use of the fifteen types of Cunningham 
Radio Tubes—GET YOUR DEALERS TO 
USE THIS MATERIAL. Show them the 
form coupon beiow by which they can 
order. 
















el 


EF. ee! IN NINGI {[AM, il 


Ne Y ork Chicago San Frank 



























4 _ COUPON 
<q 5; CUNNINGHAM, INC., 


Fite! 370 Seventh 4 j 
: Ave., } , : 
rel Please “a as New York City. 











your A cg... the dealer-he] 2 F: : 
a a Seasonal Window Displays. as fag ie 
be 7 | renee Advertisements... . Cou, ny oad ; 
«vg Firm Name...... 2. nia : 
St Mii. ' 
DOr dad Minny. 878888 *eenenencenacseseceres y 
* sede ; en ene te Ca heaneGbtcdueven cis. ' 
@ Of party ordering ee 
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THE SALESMAN OF 
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NEWS 
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Buss Buys New Factory 
The Bussmann Manufacturing Co., 
of St. Louis has announced the pur- 
chase of a new four-story building 


located at University and Jefferson 
Aves. A. B. Bussman, president 
of the firm, states that this new 


building will more than double their 
present floor space. The entire 23rd 
St. factory and office has been moved 
into the new location. 

The Bussman company was found- 
ed in 1913 by five brothers, with a 
total capital of a few hundred dol- 
lars. It has, in 13 years, grown 
from scratch to its present position 
in the industry, and is best known 
to the trade through the name of its 
“Buss” “Buss” 


products fuses and 


lights. 
%* * # 
Terry Now With Ferguson Co. 
William B. Terry, formerly fac- 
tory representative of the United 
Radio and Electric Shop of Newark, 
N. J., manufacturer of “Ureco” vac- 
uum tubes, has joined the sales staff 
of the Walter I. Ferguson Co., lo- 
cated in the Star Building, St. Louis. 





Terry has been associated with the 
radio industry for the past five 
years, has traveled the St. Louis 
trade territory, and is well known 


among St. Louis radio tradesmen. 





Franklin McDermott 
Represents Electric 
Apparatus 


Franklin McDermott is now district 
sales representative for the Electric 
Apparatus Co. of Chicago, covering 
the territory of Missouri, Kansas, Ne- 
braska and Southern Illinois, includ- 
ing Quincy. He has his headquarters 
at 610 Louderman Bldg., St. Louis. 

* # * 
Appleton Purchases New Plant 

The Appleton Electric, 1701 Well- 
ington Ave., Chicago, manufacturer 
of “Unilets” and other Appleton elec- 
trical products purchased on Jan- 
uary 1, the complete foundry, 
equipment, buildings and land form- 
erly owned by The Stowell Co., of 
South Milwaukee, Wis., and is operat- 
ing it as plant No. 2 under the name 
of the Wisconsin Appleton Co. 












Typical _ Interiors, 
“Torrid” Model 
Show Room for 
Jobber and Dealer 
Use. 





A Model Show Room 


In the world-famous Fifth Avenu 
Building, at Fifth Avenue and Twen 


ty-third St., New York, to whic! 
buyers of merchandise come from al! 
parts of the world, the Frank E. Wol 
cott Manufacturing Co., manufactur 
ers of “Torrid” electrical appliances 
has installed a permanent exhibit ot 
its products—in a show room that 
reproduces many of the 
found in the retail electrical store. 


conditions 


In this exhibit is shown the com- 
pany’s full line of cooking, heating 
and hairdressing electrical appliances, 
all arranged in a way that will ap- 
peal to the man whose business it is 
to sell electrical appliances and keep 
them sold. There are two commodi- 
and _ restful floor 
coverings, fixtures, lights and furnish- 


ous rooms where 


ings are arranged to create an atmos- 


phere of unhurried quiet. 
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One of the features of the first 
‘oom is the window display—a show 
window set at the street level and 
just like the ones to be seen from the 
sidewalk and dressed correctly with 
the right number and groupings of 
appliances. This window, which is 
in charge of a display expert, is 
changed every month, and more often 
in special selling seasons, and will 
provide some good ideas for every 
dealer who has his own window to 
dress, as well as for the distributor's 
salesman who wants to show his deal- 
er how to get the best results from 
his window. 

There are also large showcases, 
corresponding to those used inside 
the retail store. Here the many dif- 
ferent appliances are displayed, show- 
ing how a large number of appliances 
should be most effectively grouped 
for inside show case or shelf display. 
Then, too, there’s a “beauty case’— 
a showcase containing the full line 
of hairdressing and beauty appliances 
arranged in a way that will win the 
favor of the woman shopper. There 
is also home furniture where the 
“electrical servants” can be shown in 
backgrounds comparable to those that 
exist in the home, and there are spe- 
cial demonstrating tables where ap- 
pliances can be operated, tested and, 
if need be, taken apart and their con- 
struction explained. 

This show room serves the trade in 
New York and many other parts of 
the country, as well. It is, in effect, 
a show room for Wolcott distributors 
—for their own use and where they 





can bring or send their dealers and 
prospective dealers for a thorough ex- 
amination of the line. It can also be 
used by the distributor as a “school 
room” for his salesmen where the 
salesmen can get a “course” in ap- 
pliance selling, can study the prod- 
ucts close up and get advertising 
helps and information that will be 
very helpful in selling appliances to 
his trade. 

This model show room, and the 
New York office of the Wolcott com- 
pany, is in charge of “Al” Deveau. 

* *& # 
Chicago Agency for Acme 
Electric 

The Empire Sales Co., located at 
128 No. Sangamon St., Chicago, IIl., 
has recently been appointed to sell 
Acme radio products, as manufac- 
tured by the Acme Electric & Mfg. 
Co., Cleveland, in the Illinois and 
Indiana territory. 


Paul Bandy Organizes 
Appliance Corporation 


Paul C. Bandy, who for the past 
five years was sales manager of the 
Russell Electric Co., Chicago, and sec- 
retary for one and one-half years, has 











Paul Bandy 


organized a new company in the heat- 
ing appliance field. 


The name of the new organization 
is the Berma Appliance Corp., with 
offices and display rooms at 17 N. 
Wabash Ave., Chicago. A New York 
office will be opened shortly. A full 
line of imported lustre ware china in 
urns, percolators, tea pots, sugars and 
creamers will be offered the trade. 

In addition to Mr. Bandy, who is 
president of the 
Rutherford, who has been associated 
with the Russell Electric Co., as 
northwestern district manager for the 


company, M. V. 


past five years, will be vice-president. 
Most of the merchandise is now 
ready for the market. 


* * * 


Beardslee Buys Beverly Lights 


The purchase recently of the busi- 
ness of the Beverly Lights Corp., 
of Providence, Rhode Island, by the 
Beardslee Chandelier Mfg. Co., of 
Chicago, gives Beardslee an eastern | 
office and factory and makes avail- 
able to the trade in general an at- 
tractive, moderately priced line of 
lighting fixtures which has _hereto- 
fore been sold only by _ specially | 
appointed dealers. | 

The Beverly | 
started 
purpose 
designed by George Ainsworth and | 
Percy S. Warman. 


Lights Corp. was 


several years ago for the) 


of manufacturing fixtures 











‘We Start at the Beginning”’ 


AN BRAN 
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AMERICAN INSULATED 
WIRE & CABLE co. 
CHICAGO, ELLINOIs 















Telling the STORY 
with full page ads 


Constant advertising of a good 
product makes it easy to sell 
that product and to keep it 
sold. 

“AMERICAN BRAND” weath- 
er-proof and bare wires and 
cables and ‘“‘A-1 BRAND” 
magnet wire are sold by 
printed word and picture in 
every issue of the following 
publications: 


ELECTRIC LIGHT 


POWER 
ELECTRICAL WORLD 


A. I. of E. E. JOURNAL 
ELECTRICAL RECORD 
PUBLIC UTILITY REPORTS 
P. U. R. RED BOOK 


ELECTRICAL ENGINEERING 
CATALOG 


AND 


AMERICAN INSULATED WIRE 


& CABLE CO. 


Chicago, Ill. 
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New Electrical Products, Illustrated 








The Crouse-Hinds Co., Syracuse, N. Y., has announced its new “Obround” con- 
dulet. The illustration shows the type C with cover removed showing the unob- 
structed cover opening; and sectional view showing the wedge-nut fastener. This 
fastener securely holds the cover or wiring device and it cannot be loosened by 
vibration. No screws are used. ‘The cover openings are unobstructed, which 
makes easy work of splicing and taping. 


complete units. 





The covers and wiring devices are 
A soft gray iron is used in casting these condulets. 




















The No. 77-F box above illustrated 
is made by the Appleton Elec. Co., 
1701 Wellington Ave., Chicago. As- 
sembly is made quickly by means of 
a screw-driver. These boxes are 
furnished with reversible ears hav- 
ing adjustment to take care of any 
variation in the thickness of plaster. 
The flanged clamps furnished in this 
box completely close up the knockout 
around the cable. These boxes are 
for use with armored cable, non- 
metallic sheathed cable and_ flexible 
tubing. 


Three of the new products of the 
Arrow Electric Co., Hartford, Conn., 
are the four in. shadeholder bodies 
types FPC, FPD and FPE, illus- 
trated above. 


Announcement has been made by 
the Delite Mfg. Co, Bryan, O., of 
its new A-26 washing machine. The 
tub is square, cast aluminum and 
polished, with removable cover of 
the same material. The wringer is 
“Udylite” finished; nickel-plated, flip- 
per-type, and swings in a complete 
circle. Rolls are 12x1% in. The legs 
are enameled and adjustable. The 
motor is full 1%, H.P., furnished in 
any voltage or frequency. 








The Ericson Mfg. Co., Cleveland, 
O., announces the addition of a com- 
pletely assembled safety heater cord 
to its line. The outstanding feature 
is the joint between the cord and 
the plug at each end which is rein- 
forced and protected by a C & E 
safety handle. 











The Globe Technolian Corp., Read- 
ing, Mass., is putting on the market 
a new and convenient wall bracket 
supporting attachment for switch 
boxes. It will accept insulating joint, 
reducing bushing, standard nipples 
and hickey. It is said to be a real 
time saver. 





Among the products recently 
placed on the market by the 
Eagle Electric Mfg. Co, 59 
Hall St., Brooklyn, N. Y., is a 
line of Bakelite flush plates and 
cold-molded receptacles. Two of 
the features claimed by the manu- 
facturer for the receptacles are 
that they are the shallowest on 
the market and have phosphor 
bronze contacts. The Bakelite 
plates are made in the following 
types: single and duplex recep- 
tacle, toggle switch and. push 
switch. 
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To every dealer on whom you call, the name 
Robbins & Myers means, and always has meant, 
all that is best in Electrical Merchandise. 


It is a name which has been before him for years. 
When you talk Robbins & Myers Fans he knows 
exactly what you have to offer in Quality, Service, 
and Reliability. Profit by the Name! 


5 HE live jobber’s salesman has, by this time, his dealers all signed up 


on Robbins & Myers Fans. His problem now is to secure the 
actual orders for the Summer Season so close at hand. 


Jobbers’ Salesmen can help their houses and us by soliciting their dealers 
at this time for orders. 


Do not allow the dealer to discuss the probabilities of the weather. He 
knows, as you know, that there is always a demand for fans each year, a de- 
mand hard to fill, and by placing his order early he will be assured of a good 
stock to take care of his requirements. 


Impress on him the value, the necessity of preparing in advance for a 
Summer Season which never fails to demand the resources of himself, his job- 
ber and the Robbins & Myers Company to satisfy. 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 


Agencies in all Principal Cities of the World 
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New Electrical Products, Illustrated 








One of the new products of the 
Dover Mfg. Co., Dover, O., is the 
“Lady Dover” iron. It has a large 
ironing surface, and is designed so 
ironing is visible all around the iron. 
It is equipped with a toggle switch 
in the plug. 








The “Lo-Lite” lamp dimmer illus- 
trated above is being manufactured 
by Kew Manufacturing Corp., 9 
Bethune St., New York, who direct 
attention of the trade to its attrac- 
tive appearance, concealed mechan- 
ism, all brass chains, satin brass fin- 
ish and sturdy construction. ‘“Lo- 
Lite” furnishes five different lights 
from one bulb, operates on AC or DC 
circuits, and saves current. 











The Waage Electric Co., 5100 W. 
Ravenswood Ave., Chicago, Ill, has 
announced a new aluminum percolator 
of eight cup capacity. A spray type 
pump protects the glass top and 
spreads liquid over the basket. The 
cupped base inverted with basket re- 
moved makes an ideal funnel. 





The Chicago Fuse Mfg. Co., Chi- 
cago, has recently brought out an at- 
tractive counter display case for 
their Union auto fuses. This new 
dealer-help is designed to present to 
the car driver the advisability of car- 
rying extra fuses and to make easy 
his selection of the proper type and 
size. The case, made of substantial 
metal, is strikingly lithographed and 
presents to view through the glass 
cover the full assortment of fuses 
packed in convenient metal boxes of 
five with the type and size plainly 
indicated on each. A smooth-work- 
ing, non-binding drawer opening 
from the rear of the case enables 
the sales-clerk quickly to serve the 
customer. Beneath the drawer is a 
metal slide carrying a quick refer- 
ence chart indicating the proper fuse 
for all makes of cars and trucks. 














The Peerless outlet hanger, type A, 
for old work, is being made by the 
Mid-West Metal Products Co., Mun- 
cie, Ind. It is designed for a specific 
purpose, the folding construction as- 
sures easy installation and permits 
the use of hanger in a hole as small 
as 11% in. in diameter. The new 
toggle bolt construction also makes 
the type A hanger self-aligning and 
insures straightly hung fixtures. This 
unit can be used with any standard 
outlet pan or box. 


TO TEST 





LAMP AND FUSE TESTER 


The M. Propp Co., 524 Broadway, 
New York, is manufacturing the lamp 
and fuse tester shown above. This 
unit, identified as the No. 175 combi- 
nation counter tester is designed to 
test fuses, automobile and regular 
lamps, and many other devices. 








i 


A 


WOT 


— a 
| 
i a 


TSN 
\ 


SS 






SN 
\\ 


NO 
\\& 


ZF 


This new type of “Raco” duplex 
laundry box is being manufactured 
by the Roach-Appleton Mfg. Co., 
3440 N. Kimball Ave., Chicago. It 
is designed for use in apartment 
building basements where the light 
in the laundry is carried on the ten- 
ants’ meters. It will take care of 
plug contact from the light as well 
as from the washing machine at the 
same time. The plate carrying the 
receptacle is easily removed. 











The Perfeclite Co., 1457 E. 40th St., 
Cleveland, O., is manufacturing the 
HB123 bracket type “porcolite” with 
convenience outlet illustrated above. 
It has an adjustable shade, and is 
wired ready for installation, complete 
with glassware. 
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The best of rubber insulation will at- 
tack and eventually destroy any bare 
copper conductor, unless the wire is 
properly protected. 

That is why every foot of the con- 
ductor in Rome Code Wire is run 
through a bath of pure tin before 
the insulation is applied, to insure it 
against this attack. 

Back of all Rome Wires—Code, Lead 





Encased Cable, Bare or Magnet— 
lies this close attention to detail. A 
care that enables us to manufacture 
wires and cables which will insure 
uninterrupted service and added life. 
All processes are carried on in Rome 
Mills—from copper bar to finished 
wire—assuring you of prompt ship- 
ments, and attractive prices. 
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Life Extension for 


Rome Code Wire 














Rome 


ROME WIRE 


FROM WIRE BAR TO FINISHED COPPER WIRE 


Please send me a copy of 
Insulated Electrical Wire 
Cable Catalog, which co 
valuable charts and tables 
cerning Insulated Wires. 


ROME WIRE CoO., 
Rome, N. Y. 


your 
and Firm 
ntains 
con- 







Code 
Wires 
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Two “QUAD” Products of Merit | 


Quadrangle Dome Reflectors RLM Standard 


for correctly designed Industrial lighting 


“Quad” Swivel Hangers 
for real economy in hanging reflectors 
Quadrangle Dome Socket Reflectors bear the label 


reproduced here—built to standard specifications of 


manship. 


uniform general illumination. 


Reflector and Lamp Manufacturers—tested and cer- 
tified by Electrical Testing Laboratories to be of 
correct design, high light output and best work- 
“Quad” Reflectors are recognized as giv- 
ing the most satisfactory distribution of light for 


The Dome Socket Reflector is accurately formed from best grade 
enameling steel—neck or socket housing electric welded to Reflector 
before enameling as one piece construction without exposed seam 


or bead. 
black outside. 


**Quad’’ Swivel Hangers provide a simple and economical method of 
hanging reflectors, in big demand on open conduit work under sloping 
or saw-tooth roofs. Swivel Hangers cost no more than stud, hickey 
and canopy—three parts replaced when a ‘‘Quad’’ Swivel Hanger is 
used. Jobbers and Jobbers’ Salesmen write for free sample Swivel 


Hanger. 


QUADRANGLE MFG. CO. 


553 W. Monroe Street 





Chicago 


VAL 








REFLECTORS ) 





Permanent porcelain enameled reflecting white inside— 





Cover sectign 
made of pressed 
14 gauge steel 
to fit both 3” 
and 4” round or 
octagonal outlet 
boxes. Ball sec- 
tion is iron, 
threaded to take 
1%” conduit stem. 
All parts fully 
galvanized. 


























SPC-933 with 
For 3%” 





-933 with Lamp 
or 3%” Box 


Shade 
ox 





Arrow Interchangeable Porce- 


lain Fittings will combine to 
make a wide variety of Ceiling 


Units. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 









The complete line of Wiring Devices APD.936 ith — 
” ox 


or 4 
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Frugal Ranges to Go Through 


Jobbers 


The Frugal Electric Co., of Cin- 
cinnati, which was formed over a 
year ago for the manufacture of a 
popular priced line of electric ranges 
for the home, apartment, etc., has just 
announced its sales plans. C. A. 
Taylor, president of the company 
said: “In view of the remarkabl 
growth of the electric range business 
and the big part the electrical job- 
bers have played in their sales, we 
have decided to merchandise our line 
of Frugal ranges through electrical] 
jobbers to dealers to user channels.” 

The ranges have been on test for a 
year in the laboratory and in many 
homes in Cincinnati and have proven 
the claims the company makes for 
them. The company is in full pro- 
duction and is making a size for 
every use. 

C. A. Taylor who is well known in 
electrical circles in Cincinnati is 
president of the company, and E. B. 
Weachter, Jr., well known business 
man, is treasurer. W. W. Taylor is 
vice-president and T. W. Woodward, 
formerly of the Frankel Electric Co., 
jobbers of Cleveland, is secretary. 


* * * 


New Branch Managers for Erie 
Malleable 


E. J. Hunter has been appointed 
branch manager of the New York 
office of the Erie Malleable Iron Co. 
R. H. McCormick has been appointed 
branch manager of the Boston office, 
H. R. Hopkins, branch manager of 
the Philadelphia, and H. B. Leach, 
branch manager of the Baltimore of- 
fice. All of these men act for the 
Kondu Division of the Erie Malleable 
Iron Co. 

* * & 


Paragon Takes Charge of 
Thermo Sales 


The Thermo Electrical Device Co., 
of 153 W. Jefferson St., Philadelphia, 
announces the removal of its offices 
to 215 South Fifth St., Philadelphia, 
at which address the Paragon Elec- 
tric Sales Co., Inc., will be in com- 
plete charge of sales activities and 
will act as sole selling agents for 
“Thermo” automatic heat control 
plugs. Bulletin 10, which describes 
this plug in detail, will be mailed to 
all distributors approximately April 1. 
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Toastmasters are now 
moving steadily—and 
every sale returns you 
a bigger profit than 

from any other toaster 


Month by month the sales of the new 
Toastmaster are steadily increasing. 
This is proved by the re-orders which are 
coming in from dealers everywhere. If 
you are not handling this new toaster 
you are losing out on some easy profits. 

The success of this new Toastmaster 
is due to the fact that it is the kind of 
toaster people have always wanted. For 
it automatically makes perfect toast 
every time—without watching, without 
turning, without burning. Like this: 

1. You drop a slice of bread into the 
oven slot. 2. You push down the two 
levers. This automatically turns on the 
current and sets the timing device. 3. 
Pop! Up comes the toast when it’s done, 
and the current is automatically turned 


off. 


There is no guesswork. No danger of 
burning the bread. And because both 
sides are toasted at the same time all the 
goodness is sealed in—and the toast is 
always piping hot when served. 

And now this Toastmaster is being 
advertised regularly in The Saturday 


Fhe TOASTMASTER 





( ust drop a slice of 


b bread into the oven 
slot as illustrated 
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i Are you getting your share 


of these profits? 














Evening Post. Your dealers will be re- 
ceiving many calls—and will be ordering 
Toastmasters from you. 

Be sure to hav ~ a stock large enough to 
supply all calls. 


WATERS GENTER COMPANY 
215 North Second Street 
MINNEAPOLIS, MINNESOTA 





ene 
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AT 





\ 
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bi | press down the yp? ¢ Up comes the 
two levers. This au- toast when it’s done 


tomatically turns on and the current 
the current and ad- automatically turned 


justs timer. 0 
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DIEHL FANS 


The fact that DIEHL fans are made in all practical sizes, both os- 
cillating and non-oscillating, for all commercial circuits make DIEHL 
fans the ideal line for the jobber and dealer to handle. 

You can meet all the fan requirements of all of your fan customers 
from the DIEHL line. 


Desk Fans, Ceiling Fans, Exhaust Fans, 
Send for 1927 Fan Catalog—now. 


DIEHL MANUFACTURING COMPANY 
ELIZABETH, N. J. 


ATLANTA BOSTON CHICAGO DETROIT NEWYORK PHILADELPHIA 


DIEHL 


Manufacturers of Fans and Motors since 1888 
























BD FEW_USs) ES] (FOR MOTORS~ o 
eal 


TRIBUTES 


An 
sponsible manufacturers who have 
used MASTER GUARANTEED 
MOTORS for years continue to buy 
fapostmiamuelitictlehmuauicomeltrietelecor 
What paid 


these motors? 


ever-increasing number of re- 


Rat oem culelttacmmertsMmere 


THE MASTER ELECERIC CO. 
Linden & Master Aves., Dayton, O. 


STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER “®ANTE) MOTORS 


\ 


| Less than 40° 


Buffing and Grinding E 3 Garages ~Varied Uses 
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They say that the heavy rains have af- 
fected the south. J. J., however, wanted to 
find out for himself, just how “Wet” the 
south really is. Here is J. J. Dreyfuss, 
district manager of Henry Hyman & Co., 
Inc. with representative Leo Ungar who 
say “Quiet wet, Quiet wet?” A pleasant 
trip has been reported by these men with 
favorable business conditions ahead. Job 
bers through the south report conditions 
rapidly improving and look for a banner 
year. 





Mutual Electric Changes Name 

In order to have its corporate name 
correspond with its well-established 
name, the Mutual Electric & 
Machine Co. of Detroit changed its 
name on March 1 to Bull Dog Elec- 
tric Products Co. 

This company had its inception 
back in 1880 when W. D. Graves be- 


trade 


| gan the manufacture of knife switches 








in Cleveland. An association which 
sprang up between Graves and H. S. 
Sands of Wheeling, W. Va., an engi- 
neer specializing in the electrification 
of coal mines, street railways and city 
lighting, led to the plant being moved 
there in 1902 and incorporated as the 
Mutual & Machine Co., 
Sands later becoming president for a 
time. 

H. J. L. Frank, present president 
of the company, a graduate of Linsley 
Military Academy, University of West 
Virginia and Harvard, engaged in the 


Electric 


steel business, became associated with 
the company somewhat later, through 
his acquaintanceship with Sands. 
Leon Frank, telephone construction 
engineer in the Coast Range moun- 
tains became a salesman for the H. S. 
Sands Electrical Supply Co., and 


| through Mr. Sands became associated 


with the Mutual Electric. Under the 
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at a New Low Price 


5 2 
Denver and 
West $55 


Thorough Cleaning 
Demands this Triple Action 


Powerful Suction 
Beating Brush Action $a 
Sweeping Brush Action ) Driven 


—and the NEW 
HAMILTON BEACH has it 


Powerful suction lifts the rug to the nozzle and off 
the floor. The brush, revolving 2,400 times a min- 
ute, gently beats and vibrates the rug. This action 
loosens deeply imbedded dirt so the powerful suc- 
tion can whisk it into the bag. 


The sweeping action of the brush loosens any litter 
clinging to the surface, such as paper, thread, hair 
and lint. Powerful suction carries it into the bag. 


Ball-Bearing Motor 


Requires No Oiling 


The oversize motor in the NEW HAMILTON 
BEACH is large, powerful and sturdy. Equipped 
with Norma ball bearings, 1t requires no oiling. 
The perfectly balanced fan and scientifically de- 
signed air chamber produces powerful suction. 


_ Priced $10 Less 


The new Hamilton Beach with all its improvements 
and even greater cleaning ability sells for only 
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A New and Finer 


Hamilton Beach 


Vacuum Sweeper 


$52.50—$10 less than formerly. It’s going to be a 
hard cleaner to compete with. 


Modern 
Merchandising Plan 


Our new plan fully recognizes the dealer’s problems. 
It offers an opportunity for Profit not found, we 
believe, in any other cleaner. Fullest sales co-oper- 
ation and Merchandising help. Extremely liberal 
margin. 


Localized — Intensive Advertising 
in Rotogravure Sections of Leading 
Sunday Newspapers 


Hamilton Beach is the first cleaner manufacturer to 
use generally, Roto Sections—the most widely read 
of any part of a newspaper. Advertisements will 
appear regularly during the Spring selling months 
in the leading Sunday newspapers. Over 3,000,000 
families will be reached each Sunday. 


Salesmen, Compare! 


Compare the price and quality with that of other 
cleaners, remembering that the Hamilton Beach is 
Built to Last a Lifetime. Remember, too, our Sell- 
ing Plan insures Rapid Turnover, Liberal Unit Mar- 
gin and a Real NET Profit. 


HAMILTON BEACH MFG. CO. 
RACINE 


WISCONSIN 
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Porcelain Wall 
Brackets 


Here is a wall bracket that will bring 
you greater profits because they are 
demanded by builders, for their utility 
and economy. They are easy to spec- 


Se: ify because they harmonize very nicely 
“ax ' in finish and appearance with the 
congas) J standard equipment regularly found 
in all buildings, such as porcelain 

Delights enamel tubs, bowls, lavatories and 
as it ~ sinks. They do away with baseboard 


Lights éf \\ receptacles and in old buildings with 
) the necessity of tearing out walls and 

% */ baseboards to run an extra outlet. 

a pi. Finish is permanent—neither dust, 
' ee? dirt, smoke nor grime can injure them. 

_ = Can be furnished with or without 

\ convenience outlet, with lever control 

socket or keyless. 
The only design of its kind—plenty 

of room for gas pipe ends in the 
canopy. It covers up the un- 
painted surface of the old round 
canopy. 


Send today for New Catalog No. 21 


Lamp Guards 
Lamp Coloring and 
Frosting 









Soldering Flux 
Blow Torches 
ESTABLISHED 1 Lamp Changers 


WALPARAISO - 





904 
NDIANA. 

































MERICA’S MOST 
DELIGHTFUL RESORT 


Where the glories of Springtime reach: 
perfection in the month of May 








Inspiration in its gallery of mountains—three wonderful 
golf courses and casino—ideal rustic riding trails—tennis, 
swimming and baths—a famous hotel enriched with the spirit 
of Southern hospitality. Attend the convention! 


Te (sreenbrier 


WdITE SULPHUR SPRINGS 
West Virginia 
HARRY TAIT 
Manager 





THORNTON LEWIS 
President 


FRED STERRY 
Managing Director 
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management of these four men th 
company grew materially in the nex 
few years. 

In 1915, electrification of the au 
tomotive industry set in and the larg. 
plants were being _ electrical]. 
equipped. John Dodge of Dodg. 
Bros. was among the most intereste« 
in this movement and was influentia 
in having the Mutual Electric plant 
moved to Detroit, to better serve th: 
need of rapidly growing production 
schedules. The move was made in 
1915. In 1918 a new plant was need 
ed and was secured at Fourth and 
Porter Sts.—50,000 sq. ft. in addition 
to the 26,000 sq. ft. of the original 
plant at Fourth and Fort Sts. These 
two plants were occupied until 1923 
when the Aluminum Castings Co. 
plant, adjoining Dodge Bros., was 
purchased. 

The company early adopted the 
trade mark “Bull Dog” for its prod- 
ucts, which through constant adver- 
tising has become widely known. The 
present officials of the company are: 
H. J. L. Frank, president; Leon H. 
Frank, vice-president and secretary: 
F. M. Ferguson, treasurer. 

* * # 


Changes in Lamp Agents’ 
Compensation 

Brief mention was made in _ the 
March issue of the changes in com- 
pensation rates for Mazda lamp 
agents. Effective March 1, compen- 
sation to new probationary agents 
was reduced from 20 and 5 per cent 
to 10 and 5 per cent. The maximum 
gross compensation to B agents on 
probationary agency served business 
was reduced from about 21 per cent 


| to a maximum possible of 10 per cent. 
|In the case of probationary agents 


this represents a reduction of approx- 
imately 40 per cent and to B agents 
50 per cent. 

According to a statement of the 
lamp interests, during the past five 
years there has. been a rapidly in- 
creasing growth in the number of pro- 
bationary agents and in the propor- 
tion they represent of the total num- 
ber of all classes of agents. 

Five years ago, an already high 
percentage, 30 per cent of the agents 
were on the probationary basis. Now, 
of a total of 50,000 Mazda lamp 
agents (all interests) more than 50 
per cent, or over 25,000 are proba- 
tionary; and yet the business through 
these channels is barely 6 per cent 


_ of total sales. 
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bGF THERE was any doubt that the Safety Screwless 

Hanger would eventually replace the old screw 
type holder—these doubts were dispelled during the 
Cleveland Fixture Market. Where screw type holders 
were bought by the hundreds—“STAR” Safety Hang- 
ers are going out by the THOUSANDS. 


Jobbers are buying them in these quantities, not to put 
them on the shelf in the hope of a probable sale—but 
because Architects, Engineers and Dealers in increasing 
numbers are DEMANDING this superior equipment— 
Just as you demand a self starter on your automobile. 
The cost is no greater than antiquated screw type equip- 
ment—write for prices or better yet order a few sample 
cases—We will allow the same price on initial sample 
orders as in quantity. 

The demand is here—the Jobber who has this equip- 
ment in stock is the one that takes the order. 
TTT EIGER GE RET ELEN 

Specifications 


5 RR MRR RS SCAU SIA 
Ceiling Type No. 9104 
Std. 
No. Fitter Code Package 
9104 4” SIRIUS 24 
9106 6” STELLA 24 

Standard Finish—Plated Statuary 
Bronze. 

Wiring—Porcelain Socket with wire 
leads and Bridge. Knockout pro 
vided in ceiling canopy for switch 
Pendant Type No. 9166 

Std. 
No. Fitter Code Package 
9164 4” SATURN 24 
9166 o STARLING 24 

Standard Finish—Plated Statuary 
Bronze. 

Standard Length—30” Over All (No 
deviation—additional wire and 
chain may be purchased In extra 
lengths. ) 

Wiring—Porcelain Socket and asbestos 

5 covered wire. Knockouts provided 
2 RESTS ye SITE 


in canopy for switch. 
Canopy—One piece bridge eliminating 


Ceiling Type No. 9104 stem. 























Simple in Operation—The illustration shows how grav- 
ity clips swing out before ring is placed over them. 
Clips on the left (nearest hand) are shown in engaged 
position when locking ring drops in place. Two simple 
operations, requiring five seconds to remove or install 
any globe. 


Oe PERFECLITE COMPANY 


MANUFACTURERS ~ DESIGNERS ~ ENGINEERS 


PERFECLITE 
PRODUCTS 





Lighting 


Perfeclite Building, E. 40th and Superior 
Cleveland Ohio 


Lguipment 





STAR sarety HANGERS 


FOR COMMERCIAL LIGHTING GLOBES 





























Pendant Type No. 9166 





NOTICE 
A yellow tag is attached to each 
“STAR” SAFETY HANGER with 
instructions for operating. On the 
reverse side appears the “ONLI” 
trade mark for your protection. 
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41! 5=7M% 


'—and we can 
prove it. 


One new SUN-RAY 
SPOTLIGHT complete 
with five color disks is seven 
and a half dollars list. One 
glance at this new spotlight 


will convince you immedi- 
ately that the above equa- 
tion is correct and equal any 


day. 






SUN-RAY SPOTLIGHT 
| WITH FIVE COLOR DISKS 


Flexibility and color in win- 
dow lighting are the most im- 
portant features of that art. 
SUN-RAY SPOTLIGHTS pro- 
vide both of them. With SUN- 
RAY price and quality yoy can 
sell them in large quantities with 
a minimum of effort and sales 
resistance. 


As to a demand—it is estab- 
lished, and the market waiting 
for a proposition such as that 
you can make your trade on 
SUN-RAY SPOTLIGHTS. 
Complete with five color disks 
SUN RAY SPOTLIGHT 
jobber proposition— 
and don't you forget it!! 


the 
is some 


You can’t go wrong on 
SUN-RAY. Write for our at- 
tractive jobber discounts to- 


day. 


Inc. 


Lighting Products 


Tim 


| 
Suwa 


/ 





\ 119 Lafayette Street, New York Vi 




















Joseph V. Smith, formerly general 
manager of the shovel interest of Hub- 
bard & Co., Pittsburgh, has been ap- 
pointed Pacific Coast manager for the 
electrical materials department of this 
company, with headquarters at the Oak- 
land, Calif., plant. Mr. Smith has had 
a broad experience in the manufacturing 
field. He started his career with Oliver 
Brothers, Inc., as an office boy in the 
New York office and worked for this 
company for 16 years, becoming manager 
of the Pittsburgh office in 1910. In 1915 
he joined the firm of Hubbard & Co. as 
general manager of the shovel depart- 
ment. 





The rate of increase in the num- 
ber of such agents is much greater 
than the rate of increase in business 
obtained from this source. This has 
resulted in an expense increase out of 
proportion to the profit obtained. 

There has been a gradual decrease 
in the percentage of the probationary 


| agents qualifying. At the present 


time, less than 20 per cent reach the 
standard required for them to be con- 
sidered as regular agents. A high per- 
centage of probationary agents ap- 
pointed are cancelled or not renewed 
the first year, and an appreciable pro- 
portion of those go out of business 
entirely, while surveys indicate that 
a negligible number of those, contin- 


| uing in business, take on the sale of 


| 


some other lamp. 

It is important to note that the 
trend of increase in number of proba- 
tionary agents followed after changes 
were made resulting in an increased 
compensation the probationary 
agents and an increase in compensa- 
tion to the “B” agents for serving 
this class of agent; so it is reasonable 
to assume these compensation changes 
have contributed largely to this un- 
profitable condition. 


to 


It is felt that a desired limitation 
in the rate of appointment of pro- 
bationary agents can be obtained by 
making it less profitable for “B” 
agents to recommend for appointment 
unfortunately selected dealers with 
very little chances to succeed, and to 
make it less attractive to the pros- 
pective agent unless he qualifies. 

Another impgrtant advantage to the 
“B” agents is obtained in the simpli- 
fication of reporting and accounting 
for probationary agents’ sales since, 
in the future, sales through these 
agents need not be segregated on the 
monthly report, the “B” agent being 
allowed to deduct his full basic com- 
pensation as on other classes of busi- 
ness. 

However, at the termination of pro- 
bationary agents’ appointments, which 
do not qualify, a charge back to the 
“B” agent will be made, reducing the 
“B” agents’ compensation to the cor- 
rect amount allowable. This should 
have a good psychological effect in 
that it brings prominently to the at- 
tention of the “B” agent the unprofit- 
ableness of the non-qualifying proba- 


. tionary agents. 


By making such changes, a decrease 
should be obtained in the number of 
probationary agents not qualifying 
without materially reducing the num- 
ber appointed, which will enter the 
lamp business with the necessary mer- 
chandising ability, properly located 
with respect to available business and 
opportunity—and with a real intent 
to succeed as regular agents on a 
profitable basis. 


* o 


_Square D Adds to Plant 

The Square D Co. is building on 
addition to its main plant at Detroit. 
This addition will enlarge the avail- 
able floor space by 15 per cent. Plans 
are also under way to enlarge the 
company’s porcelain plant at Peru, 
Ind. This contemplated construction 
will double the present floor space at 


that plant. 
* * * 


Efficient Help For Kallister 

C. E. Kallister, Peoria Life Build- 
ing, Peoria, Ill., who handles the 
Autovent Fan & Blower line in cen- 
tral Illinois, has associated with him 
now Harry D. Lefler who intends to 
devote a great deal of this time to 
co-operating with contractors, dealers 
and jobbers in order to assist them in 
developing a greater volume of ven- 


tilating fan business. 
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TUBULAR WOVEN FABRIC COMPANY :: PAWTUCKET, R. I. 
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“Blow - BLOW - BLOW. 


If YOU can’t, Lenk Blotorches will’’ 


—Says Blotorch Bill. 


Champion No. 30 delivers a 
tremendous blast—1700°  Fahr. 
Operates three hours on one filling. Built to 
last a lifetime. 





Champion No. 30 LENK Automatic Blow Torch is a 
member of a complete line of blow torches at least one of 
which every electrical contractor needs and will buy if 
you will only mention it to him. 

Electricians, mechanics, radio workers, re- 
pair men and home owners form just a part 
of a large market for LENK Blow Torches. 
There is profit in the Champion No. 30 so 
why don’t you go after it? No long sales 
talks necessary. 


BLOWS ITSELF—STARTS IN 20 SECONDS 


Ean ANE 


Manufacturers of Alchohol and Gasoline Blotorches Exclusively 


Lenk Mfg. Co., 


PRICE 
$3.00 



































HARING MIRROR GLASS PLATES 


For Every Purpose 
—and a new BULLSEYE PLATE on the way 








TAKE ON THE 
LINE NOW 


Fine Profit 
Quick Sales 








Get samples and prices today 





HARING SWITCH PLATE CO. 
609 Washington Square Bldg., 
Philadelphia, Pa. 














Trico Announces New Sales 
Appointments 

The Trico Fuse Mfg. Co., Milwau 

| kee, Wis., announces the appointment 

of B. M. Slic 

ting as 

promotion 


sales 


manager, who 
will be 


charge of the 


in 
sales promo 
tion work at 
the company’s 
main office in 
Milwaukee. 
J. E. EL- 
dredge of 
South Wind 
sor, Conn., 
been 
pointed as sales representative for the 








B. M. Slicting 


has ap- 


state of Connecticut and western 
part of Massachusetts. 

Arthur E. Bacon, of 1429 Eight- 
eenth St., Denver, Colo., has been ap 
pointed as sales representative for the 
states of Colorado, New Mexico, Utah 
and Wyoming. 

* 


* + 





| 20 Merrimac St., Boston, Mass. | 


Pittsburgh Office for 
Rockbestos 


The Rockbestos Products Corp. of 
New Haven, Conn., the 
opening of its own sales offices in the 
Union Trust Bldg., Pittsburgh. J. 
S. Rashba, formerly with the test de- 
partment of the New York, New Ha 
ven & Hartford Railroad, and until 
recently sales engineer with the Rock 
Corp., will be 


announces 


bestos Products in 
charge of this office. 

Ford W. Allen, formerly with the 
Garfield Mfg. Co., has been made as 
sistant to O. D. Allen, manager of the 
Chicago office. 

x 


Blame Us, Not the Wirt Co. 

In the radio encyclopedia section 
of the March issue, the lightning ar- 
rester of the Wirt Co. was listed at 


* * 


| $1.00 when it should have been $1.25 


| and the 


wall insulator at 35 cents 
when it should have been 40 cents. 
These listings were set in type be- 
fore the first of the year. January 
1 the prices were raised but our list 
was not changed. 

It is understood that quite a num- 
ber of jobbers were confused by this 
and—this is purely our assumption— 
wasted valuable time 
trying to get the low price. 


more or less 
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- a 
IVANHOE PRODUCTS 


OW you maysellan Ivanhoe 
ighti i he res- 
id ig a service for 1 _— of the beautiful Espantine line 
idential market, as complete as of residential fixtures, Spanish- 
you have always sold to the in- Italian in design and made of 
dustrial and commercial markets. cast brass with a permanent finish, 
Of course the well-known Ivanhoe antique in character. The glass- 
li f k e h h ‘ware 1s designed to harmonize 
po icy or mar eting throug in decoration and treatment. 
appointed Ivanhoe Distributors 
governs the distribution of the 
residential line. A partial listing 
of Ivanhoe products follows. 








INDUSTRY.” 













































These are representative pieces 





For Industrial Lighting — 


|} RLM Standard Dome Reflectors 

_] Porcelain-Enameled Bowl Reflectors 

_| Porcelain-Enameled Angle Reflec- 
tors 

Porcelain-Enameled Poster Board 

Reflectors 

|_|} Holders for B-Heel Reflectors 

{_} Glassteel Diffusers 

(_] Vapor-Proof Units 

|_| Weather-Proof Units 

|_| Industrial Flood Lighting Units 

|_| Industrial Spotlights 

L_} Trutint Units 

(_] Special Service Reflectors 

(| Miscellaneous Reflectors and Fit- 
tings 


For Commercial Lighting — 
(_] The Trojan, fixture and glass ne - 

_} The No. 5243, fixture and glass 

__] The Ace, fixture and glass nN 1 1me Om an 

_] The Keldon, fixture and glass 

(_] The Tuscan, fixture and glass ROM nothing to a hundred—five hundred—a thousand dollars 


|_| Ivanhoe Celestialite, fixture and 


pr per month. On residential fixtures. In a few short months. By 
C) Standard Fixtures for Commercial several Ivanhoe Distributors. In one case, by one Distributor’s salesman. 
Lighting 


(J DEPENDO Sofety Fixtures for The Ivanhoe line of residential fixtures meets the requirements of 
Commercial Lighting the electrical jobber exceptionally well. Complete, from lanterns to 
LJ Glass Reflectors and Shades bedroom units. Long enough to supply every dealer, yet short enough 
L) Aluminum Window Reflectors to simplify stock. Beautiful, yet designed complete with shades to do 
{_}] Trutine Units ’ ; ‘ ? : = 
a correct lighting job. Priced to sell in volume, competitive when 
For Residential Lighting— value is considered, but outside the cut-throat class. 


| Espantine Lighting Fixtures The well-known Ivanhoe policy, the result of 22 years of building, 
|_| Rozelle Decorative Glassware 





[] The Daylight Kitchen Unit governs the distribution of this fixture line. If you are not now i 
C] The Ivadine (Dining Room) handling. residential fixtures, or if your present experience leaves 
|) The Dyner (Dining Room) something to be desired, an Ivanhoe representative will be glad to 
(_] Enclosing Globes (Bed Room) give you some new pointers that you will at once appreciate and 
(_] Etched Glassware undiensend 
[_] Cut Glassware : 
{_} Miscellaneous Lighting £ 
Glassware IVANHOE DIVISION of The Miller Company 
ee ee Cleveland: Ohio 





IVANHOE. 


For 22 Years: Quality Merchandise +Definite Sales Policies ~Profits for All Who Serve 


Residential lighting fixtures top the list 
of “best sellers” in the electrical trade. 
In 1924 retail sales totaled $260,000,000, 
or approximately $25,000 wholesale for 
every jobber’s salesman in America. Did 
you enjoy any portion of your share? 











issionmenien 
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SINCE 1895 








Toggle Switches 


Have Come 
To Stay 





So Why Not 
Toggle Surface 
Switches 

Instead of Rotary 





Indicating Switches 
At the Price 
of Non-Indicating 





“When WEBER Makes 
A Switch 
It’s A Switch!” 





Send for a Sample 





HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 








Boston MASSACHUSETTS 
EBER [\ EPENDABLE 
IRING L/EVICES 








| 


| 
| 
| 
| 
| 


News From Grigsby 


The Grigsby-Grunow-Hinds Co., 


| Chicago, has announced the appoint- 


ment of Duane Wanamaker as direc- 
tor of advertising and sales promo- 
tion. Mr. Wanamaker was, for six 
years preceding his new connection, 








Duane Wanamaker 


western manager for the “Talking 
Machine Journal” of New York. His 
headquarters were in Chicago. 

Prior to this he was connected with 
various other publications, having 
charge of their advertising and mer- 
chandising service. He also has served 
as advertising counsellor for a num- 
ber of organizations at various times. 

Albert Boehlke has been appointed 
sales manager for the Chicago dis- 
trict for “Majestic” current supply 
units. 

Mr. Boehlke has been engaged in 
dealer promotion work with this com- 
pany in the Chicago zone for some 
time past and, therefore, is excep- 


| tionally well qualified to fill his new 


position. He will co-operate closely 


_ with “Majestic” distributors in mer- 


chandising to dealers. 

J. P. Miller, until recently manager 
of the radio and phonograph depart- 
ment of one of the largest Worcester, 
Mass., stores has joined the eastern 
sales office and will closely co-operate 
with Herbert E. Young, eastern sales 


| manager. 


R. F. Grady, a textile worker of 


| Oldtown, Maine, was the winner of 


the thousand dollars reward offered 
by Grigsby-Grunow-Hinds Co., oi 
Chicago, for a name and slogan to 
describe Majestic B current supply 
Over 5,000 answers were received in 


the contest. 
+ # + 


S. P. Williams Heads Hart & 
Hegeman 


Samuel P. Williams, secretary o1 
the Hart & Hegeman Manufacturing 
Co. for the last five years, was 
elected president and treasurer of the 
company to succeed the late Shiras 
Morris, at the annual meeting of the 
directors in the Hartford Club, Feb- 
ruary 15, 1927. The directors also 
elected Arthur P. Day, vice-chairman 
of the board of the Hartford-Con- 
necticut Trust Co., a director to fill 
the vacancy on the board caused by 
the death of Mr. Morris. 

The new president has been con 
nected with the Hart & Hegeman 
Manufacturing Co. for eight and one- 
half years, and is a director of the 
company. He is also a trustee of the 
United States Security Trust Co. and 
a director of the Williams & Carle- 
ton Co. 

Mr. Williams was born in Hart 
ford in 1874, and was graduated 
from the Sheffield Scientific School at 
Yale University in 1894. After 
graduation he entered the Williams 
& Carleton Co. and remained with 
that company for 24 years. He then 
joined the Hart & Hegeman Mfg. 
Co. Mr. Williams is a member of 
the Hartford Club, the University 
Club and the Twentieth Century 
Club. 


* * * 


Goodwin, Nicholas & Morton, 
Marketing Counsellors 


Announcement is made of the or- 
ganization of Goodwin, Nicholas & 
Morton, with offices at 522 Fifth 
Ave., New York, to render service 
as marketing counsellors in the elec- 
trical and allied industries. The 
oficers of the corporation are: pres- 
ident, William L. Goodwin; vice- 
president and treasurer, Frederic 
Nicholas, and vice-president and sec- 
retary, Walter H. Morton. Operation 
began on April 1. 

Mr. Goodwin retired recently from 
The Society for Electrical Develop- 
ment after six years as its operating 
vice-president. Through his long ex- 
perience as a jobber on the Pacific 
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Coast and his varied activities in other 
fields, he has had intimate contact 
with the marketing problems of indus- 
try for many years and is nationally 
known for his constructive work. 

Mr. Nicholas was formerly general 
secretary of the Associated Manu- 
facturers of Electrical Supplies and 
executive secretary of the Electrical 
\lanufacturers Council. He was exec- 
utive secretary of the National Elec- 
trical Manufacturers Association dur- 
ing the period of organization of that 
association. Previous to this connec- 
tion, of nearly seven years with the 
electrical manufacturers’ organiza- 
tions, he was with the McGraw-Hill 
Co. and predecessor companies for 13 


vears, mainly as associate editor of | 


‘Electrical World” and “Electric 
Railway Journal.” 

Mr. Morton. who recently sold his 
interest in the Sanborn Electric Co. 
of Indianapolis, of which he had been 
treasurer for the past five years, has 
had a wide experience in both the re- 
tail electrical and contracting field 
and in organization work. He was 
one of the organizers, and for many 
years manager-secretary of the Na- 
tional Association of Electrical Con- 


tractors & Dealers, now the Associa- | 


tion of Electragists, International, 
and served as secretary of The Na- 
tional Knit Goods Manufacturers As- 
sociation, the Porto Rico Fruit Ex- 
change, the Utica Park Board, and 
the Employers’ Association of Utica, 
New York. 
* & 
Morrow Heads New Section of 
N. E. M. A. 

The National Electrical Manufac- 
turers Association has authorized the 
creation of a new section, to be 
known as the range and water heat- 
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ing section. It is the aim of the as- | 


sociation to have all manufacturers 
of electric ranges in the United 
States become members of this sec- 
tion. Its purpose is the cooperative 
solution of manufacturers’ merchan- 
dising problems, and, to this end, it 
will work with a similar committee 
of the N. E. L. A. 

M. C. Morrow, assistant sales 
manager of the merchandising de- 
partment of the Westinghouse com- 
pany has been elected chairman of 
the manufacturers committee. His 


experience in the field makes him par- | 
ticularly well versed in merchandis- | 
ing and an able director for the work | 


of the range and water heating com- 
mittee. 











Your Sample Is Ready! 


{evs “CLEAR-TOP” 


ehAE FUSES 


“THEY SHOW WHEN THEY BLOW” 






Show your customers this mew remark- 
able Plug Fuse! The top is all porce- 
lan—No Shocks — guaranteed clear 
window—all white interior—fusible link 
always visible—That’s why “They Show 
When They Blow.” 
Packed in attractive five-unit cartons. 
Twenty cartons to a standard package 
of one hundred fuses. An_ attractive 
display card, which converts this stand- 
ard package into a display box, is 
included with every one hundred fuses. 
They're real business boosters! 
Mail the coupon Now! Get the samples 
and show them to your customers—They 
sell on sight and the price is right. 
TRICO FUSE MFG. CO. 


1003 Cold Spring Ave., 
MILWAUKEE, WIS., U. S. A. 























FULLY APPROVED 
BY 


Underwriters’ Labora- 
tories, Inc. 
Hydro-Electric Power 
Commission of Ontario 
Good Housekeeping 
Institute 
Modern Priscilla 
Proving Plant 

New York Herald- 
Tribune Institute, 





te OF ee re 
OP SEG ET oe OY SO 













HEN hot weather comes 

there’s always a big demand 
for more air. If you meet the de- 
mand with Johnson Fans you are safe 
and your customer is satisfied, for 
‘“‘more air’’ is what Johnson Fans are 
built for and they give more air for 
their rated size. 
















Johnson 
Fan & Blower Co. 
1327 W. Lake Sr., Chicago 
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Performance 


Whether it be miles 
or but a few feet, 
every inch of “Cen- 
tral White’’ or 
“Central Black” 
Conduit installed in 
any job will per- 
form to the satisfac- 
tion of Architect, 
Electrical Contrac- 
tor, Engineer and 
Property Owner. 


Central Tube Company 
Pittsburgh, Pa. 


Sales Offices in Principal Cities 























The Handy Package 
Jobbers Like 








Rubber Covered Wires 
Armored Cables 
Silk and Cotton Cords 
Weather Proof Wire 


Providence Insulated Wire Co. 
Providence, R. I. 








Lamp Prices Go Still Lower 


| The following statement has been 
_made by J. E. Kewley, general sales 
|manager of the National Lamp 
| Works of the General Electric Co., 
| regarding the April 1 reduction in 
_the price of Madza lamps. 

“During the past year the Amer- 


ican public has done a big job of | 


helping us to help them. The April 
first price reduction of Mazda lamps 
is made possible by the universal ac- 
_ceptance of the inside-frosted lamps 
and the nearly complete elimination 


factured for home lighting needs. 
“The present reduction is the ninth 


lin the past six years and the third | 
five | 
inside-frosted lamps in February of | 


since the introduction of the 
1926. It brings the average price 
down to 49.4 per cent less than in 
1914 and places the 50 and 60 watt 
_ sizes, which are so essential to good 


| home lighting, at 25 cents, by far the 
| 
| 


| lewest price in history. 
“Earlier price reductions were 


high production machinery for lamp 


of 45 types of lamps formerly manv- | 


made possible by the development of | 
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TWO OLD 
STANDBYS 








cc 


ff 


' 


Mas 
ys 





__ INSPECTED CONDUIT 


OUTTA 





| “‘Loricated”’ is the pioneer condu't 
/on the American market. 


“Galvaduct” is the oldest brand 
|of galvanized conduit manufac- 
tured in the United States. 


These two products, after 30 years 
| of their use in many of the finest 
| buildings in America, offer prac- 
‘tically no sales resistance. Push 


| making but the three of the past them in 1927 for greater volume! 


| 14 months have been the dividends of | 
| simplified practice — the elimination 
| of waste through the abandoning of 
many types for a few that are better. 

“It is interesting to compare the 
prices of the popular home lighting 
lamps of today, all of which afford | 
the glare reducing features of inside- 
| frosted bulbs, with the prices of clear | 


| lamps of the same sizes in 1921. | 
LAMP PRICES 





1921 1927 

Size Clear Lamps Inside-Frosted | 

2G - WOU. .50 40¢ 23ce 
BO WELL..4.<. 40¢ 23¢ 
SO Watt....... 40¢ 25c 
60 watt...... 46c 25c 
100: walt... ... $1.00 40¢ 
| Total...... 92:65 $1.36 


“Then consider that outside-frosted 
lamps, which absorbed approximately 
20 per cent of the light and collected 
dirt through their rough surface, sold 
for 65 cents or nearly three times as 
much as the inside-frosted lamps of 


today. 

“And these _ inside-frosted bulbs 
which diffuse the light of all the new 
lamps — protecting the .eyes from | 


glare, absorb less than two per cent 
of the light. In fact the 
frosted lamps of today, with all their | 
other advantages, actually give as | 
much and in the majority of cases | 
more light than their clear lamp | 


inside- 


predecessors. 











Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. §S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following 


Cities: 

Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 

‘alo maha 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland, Ore. 
Columbus Rochester 
Denver seed 

j Sacramento 

Detroit 
Houston Salt Lake City 
Indianapolis San Francisco Trade Mark 
Kansas City Seattle 
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W. H. Jennings has recently joined the 
sales department of the Appleton Elec- 
trie Co., Chicago, and is to make his head- 
quarters in Kansas City, Mo. “Hal,” as 
he is best known to his friends, was at 
one time with the Electric Appliance Co. 
and later with the Bussman Mfg. Co., 
having been in the electrical game for 16 
years and during the World War served 
as a radio operator in the navy. 





LIGHT OUTPUT (IN LUMENS) 





1921 1927 

Size Clear Lamps _Inside-Frosted 
a Wht. ssc sas 232 232 
40 watt....... 396 396 
SO WAR. 6c ses 495 515 
GU Watt. <u... 606 672 
100 Watt........ 1040 1310 
BORON. cise 2769 3025 

“Good light, better by far than 


monarchs of old could have bought 
with all a kingdom’s wealth is now 
the the 
humblest home, and man’s apprecia- 


within easy reach of even 


tion of good light is shown in the in- 


crease of large Mazda lamp sales 
from 110 million in 1914 to more 
than 304 million in 1926.” 

* * * 


Chicago Fuse Buys “Powerlet”’ 
Line 

The “Powerlet” line of rigid con- 
duit fittings, formerly manufactured 
by the Multi 
ing Co., has been purchased by the 
Chicago Fuse Manufacturing Co., of 
Henceforth the ‘‘Powerlet”’ 


Electrical Manufactur- 


Chicago. 
line will be manufactured and dis- 
tributed by the Chicago Fuse Manu- 
facturing Co., and will be known as 
“Gem Powerlet” conduit fittings. 
“Gem Powerlets” are for use with 
rigid conduit and are made in vari- 
ous sizes and styles to meet all re- 
quirements of the trade. A 


Powerlet” catalog will be 


new 
“Gem 
ready for distribution very soon. 
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The Chicago Fuse Manufacturing 
Co. will continue its present products 
and “Union” switch boxes, 
outlet boxes, fuses, electrical protec- 


—‘‘Gem”’ 


tive materials and other wiring de- 
vices. 

The Multi Mfg. Co., 
also located in Chicago, will continue 
sell “Multi” 
consisting of a complete 


Electrical 
to manufacture and 
products 
line of porcelain bushings, slate and 
cartridge fuse cut-outs and a com- 
plete line of terminal lugs, fuse clips 
and also the Newgard line of 
weather-proof receptacles. 

* * * 


A Strong Combination 

Chandler C. Warner has become as- 
sociated with Harry J. Caffrey, New 
York manufacturers’ agent, and the 
firm is now known as Caffrey & War- 
ner, Inc., with headquarters at 51 
East 42nd St. 

Mr. Caffrey established the business 
in 1923 when he left the Manhattan 
Electrical Supply Co. after 13 years 
of service. 

Mr. Warner has been specializing 
on jobbers located in the state of 
New York and will continue to cover 
this trade as well as a portion of the 
New York City and Brooklyn jobbers. 
He at one time qualified as the most 
New 


Handshakes mean even more to him 


popular salesman _ in Jersey. 


now that he is in business for him- 
self. 

It might be added that 
broadcasts as tenor soloist from 


Caffrey 
the 
larger New York stations from time 
to time, and the millions that he ac- 
cumulates through his art will be 
used to fortify his sordid commercial 
activities. If his throat gives out he 
has his business. If his business gives 
out he has his throat, and now if both 
give out he has got Warner. What 
could be sweeter? 
* * * 

Hubbard Sales Conference 

During the week of January 31 the 
electrical materials department of 
Hubbard & Co. held their third an- 
Webster 
meeting 


nual sales conference at 
Hall, Pittsburgh, Pa. The 
was attended by all the company’s 
salesmen, district managers and three 
plant managers. 

At this meeting the sales and ad- 
vertising program for 1927 was dis- 
cussed and a complete territorial 
analysis was given by each salesman. 

The includes C. L. 


Peirce, Jr., general manager; W. R. 


sales force 





IN THE 


INDUSTRY.” 





Pounder, manager, Chicago, plant; J. 
V. Smith, manager, Oakland plant; 
N. C. Husted, manager, Niles plant; 
W. M. Heim, assistant manager; F. 
E. Norman, manager of Peirce spe- 
cialties sales; A. R. Robitzek, manag- 
er of hardware sales; R. G. Robbins, 
Wessel, dis- 
E. Wright, district 
manager, and the following sales en 
gineers: F. W. Ashley, R. O. Barnes, 
V. H. Cutler, M. M. Johnson, C. H. 
Keen, A. MelIlrath, H. H. Manny, 
J. P. Spicer, R. M. Waggoner, S. B. 
Webb, and I. F. Wilder. 


advertising manager; E. 
trict manager; F. 


* * nal 

Bach Opens Pacific Coast 
Agency 

C. R. Bach, former West Coast 


manager of the Manhattan Electrical 
Supply Co., has organized the C. R. 
Bach Co., as western representative 
of a number of important manufac- 


turers in the electrical and _ radio 
industries. 
Mr. Bach is thoroughly experi- 


enced in this field through his many 
vears of experience in directing the 
“Red Seal” 
Manhattan 
wholesale channels. It was because 
of the absorption of the “Red Seal” 
business by the National Carbon Co. 


distribution of batteries 


and products - through 


that Mr. Bach was free to organize 
his own company. Headquarters are 
at 252 Fifth St., San 


ample warehouse space is available 


Francisco and 


for handling stocks. 

















the 


who 
state of Florida for the American Blower 


A. F. L. Anderson, covers 


Co., of Detroit, was snapped on “loca- 
tion” the other day—somewhere in Miami 
Anderson works out of Tampa 
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Are You Getting 
Your Share? 











—of the AISLELITE business available to 
you? Every moving picture house in 
every town and city is a prospect for an 
AISLELITE installation. It lights the 
aisles without glare. 


Get your contractor-dealers to co-operate | 


with you on a demonstration. Put one in 
as a sample and the order is yours. 


If you need help or advice, write us at 
once. 


NATIONAL THEATRE SUPPLY 
COMPANY 
Successors to Exhibitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 


Offices in 31 Principal Cities 








PUSUANANURLNERUESEERUOUURUOLOAIENY 


FLEXCO 
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1 no 


| Every time a lamp “turns up 








missing’’ or “‘pops’’ is an argu- 
ment in favor of FLEXCO-LOK 
and FLEXCO Lamp Guards. 
Settle these arguments by selling 
your trade these reliable guards 


for all exposed lamps. 





Flexible Steel Lacing Co. 


4698 Lexington St. Chicago, Ill. 
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| New Philadelphia Agency 


Mellen & Cahill, Bourse Bldg., 
Philadelphia, are now operating as 
manufacturers’ representatives, sell- 
ing to the jobber, and at the present 
time are handling switch plates, 
|lighting units, radio “B” batteries 
and radio cone speakers. They 
cover eastern Pennsylvania, southern 
New Jersey, Delaware, Maryland and 
District of Columbia. 

W. I. Mellen formerly represent- 
ed the Russell Electric Co. in this 
territory, while James A. Cahill rep- 
resented the Franklin Electric Co., 
Philadelphia jobber, in the north- 
eastern Pennsylvania territory. 

* * * 


Kearney Appointments 

The James R. Kearney Corp. of 
4224 Clayton Ave., St. Louis, Mo., 
manufacturer of overhead and under- 
ground utility equipment, announces 
the following have joined its sales 
organization: 

Oscar H. Davidson Equipment Co., 
1683 Fremont Ave., Denver; L. 
Brandenburger, 149-151 West 2nd 
South, Salt Lake City, Utah, repre- 
sentative in the Utah and Arizona ter- 
ritory; Theodore B. Dally, 30 Church 
St., New York, district representa- 
tive in the New York and New Jer- 





sey territory; E. C. Dwelle, Allen 
Bldg., Dallas, district representative 


| in Texas and Louisiana; H. C. Fiske, 
| assistant engineer of the Kearney cor- 


poration transferred to district repre- 
sentative in the southeast territory, 
with headquarters in Atlanta; George 
A. Ackerman, 658 Victor Road, Erie, 
Pa., district representative in the 
Pittsburgh territory, covering Penn- 
sylvania, Ohio, and part of New 
York; J. E. Sumpter, Security Bldg., 
Minneapolis, well known in the utili- 
ty field, in charge of sales in the 
states of Minnesota, North Dakota, 
South Dakota and parts of Wisconsin, 
Michigan and Montana. 

* *& * 


Conference At Edison Lighting 
Institute 

The twenty-second conference fea- 
turing illumination design was held 
during the week of February 14. The 
attendance list of 67 included, in ad- 
dition to one representative from 
Strasburg, France, men from central 
stations in all parts of the eastern 
states. This conference was planned 
and carried out especially for the 
benefit of central station lighting spe- 
cialists. 








COLE 
FUSE PANELS 





Cat. No. FP4 


From 2 circuits to 24 circuits. 
Also with tumbler switches. 
Prices?—to meet competition. 


COLE METAL PRODUCTS CO. 


Enclosures for Every 
Electrical Requirement 


33 Crescent Street 
LONG ISLAND CITY, N. Y. 














3 Leaders 
Cl WIREMOLp 


Guarantced 
Surface Conduit System 
Underwriters’ Standard 


A Guaranteed 
“Wico” Slick-Finish Loom 
Underwriters’ Standard 





Guaranteed ““Wico” Slick-Finish 
Non-Metallic Sheathed Cable 
Underwriters’ Standard 


_THE WIREMOLD COMPANY 


HARTFORD, CONN. 
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Oh, Rats! | 

Once in a while an advertisement | 
tells a real, throbbing story and we| 
are tempted to use it in the reading 


And here is once that the| 


columns. 
temptation is too strong to be resist-| 
ed. It is an advertisement that the | 


Electrical Porcelain Manufacturers’ | 


Association has been using in some | 
of the papers, although, unfortunate- | 
not in this pillar of learning. | 


See what you make of it, | 


ly, 
Here it is. 
Watson. 
“It has been quite common chatter | 
that the rats will eat rubber when 
it’s a covering for conductors of elec-| 
tricity. If rats will do it each elec- | 
tragist should have a few groups of| 
educated rodents prepared to do) 
their stuff every time a wire has to| 
stripped. It would save time, | 
and after the rats were deceased | 
they could be sold to the rubber men) 
who would make large money by re-| 
claiming the rubber in their tummies. | 
It is possible that the fur could| 
be used as nifty neck pieces for| 
flappers and ladies who would flap if | 
it were possible. There is only one | 
difficulty with this plan. We must! 
find the rat who started this idea of 
eating rubber and marry him to a lady | 
rat who likes large families of little | 


be 


rats. Then we must insist that none) 
of the rats shall eat rubber that cov-| 
ers live wires lest he inadvertently | 
strip two wires at points contiguous 
one to the other, lie down across a| 
four inch gap, thus causing a short 
circuit and also a shortage in educat-| 
ed rats. This plan is to be pro- 
moted by the man who invented a| 
rubber eating rat assisted by the ar-| 
tist who painted imaginary pictures) 
of knob and tube weaknesses. 
* * | 

Weather Forecasts and | 
Fan Sales 

Certain comments which have been) 
made in the press and elsewhere, in-| 
dicate that the statements of a widely | 


known “Long Range Weather Fore- 
caster” have been greatly misinter-| 
preted. 


Long range weather forecasting is| 
highly speculative at best; however, 
assuming that these forecasts will) 
materialize, the prophesied conditions 
would not adversely affect fan sales. 

The forecaster disclaims ever hav- 
ing made a prediction that 1925, 1926, 
or 1927 would be “summerless years.” 
What he does say is “‘the crop season 
of 1926-1927 in the southern hemis- 
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Ss i —. The magic of Aladdin Lamps 
SSS \R Desk Flex casts its spell over a million 
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“Fellow Aladdins”—boosters 
and users of this wonderful 


joys, 
“f 


lamp. You remember how, 
in the old tale, Aladdin's 
Nationally Lamp made a mighty prince 
Advertised out of a street boy. The 
modern Aladdin Lamp has 


lost nothing of its transform- 
ing power. Ask your house 
to let you prove it in terms 
of sales. 

—ASK ’EM AGAIN 


Write for catalog just out. 


ALADDIN MFG. CO., 714 E. 18th St., Muncie, Ind. 
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>. LAMPS ... 


“Lighting Over a Million Homes Tonight’ 
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Established 1857 
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The Violetta 


Has a reputation supreme in 
the Violet Ray field. And, with 
that reputation has come a rec- 

gnition from practically every 
dives in the country. They 
know and appreciate the value 
in selling and cataloging a line 
made by the oldest linc 
turer of Violet Rays. 

Good profits, little sales re- 
sistance, and a general public 
acceptance are open to every 
jobber representing the Violetta 
line 

The B-D Thermic Lamp is 
now in great demand. Are you 
selling it? 


Bleadon-Dun Co. 


2300 Warren Ave., Chicago 
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Connections 


VIA 


H An Insulating Cap WIRE NUTS 


} with a split screw 
Hh that bites twisted 
wire ends, 


Show ’em to some of your 

busiest Electragists. Let’em 

see how they clip time off 
their wiring contracts. 


They’ll buy. 


REANUTS 





Approved by the Underwriter Lab. 


For FREE Samples 


Prices and Discounts, Mail This 


Colt’s Patent Fire Arms Mfg. Co. 
Hartford, Conn. 


Send Wire Nut Samples to show to our trade. 


Name a = = NS 


Address a 


Cidcher wat eke: 








Cartons = Standard 
of 100 Package 1000 
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phere and the crop season of 1927 in 
the northern hemisphere are fraught 
with grave dangers to the grain harv- 
est of the world.” 

He predicts that 1927 will be a 
summer of extremes in temperature, 
and just as the sudden changes from 
hot to cold may damage crops, so the 
sudden and violent changes from cold 
to hot should favorably affect fan 
sales. 

The worst year in modern history 
was that of 1816 in which, in spite 
of the fact that crop losses were ex- 
tremely severe, the average tempera- 
ture for the summer was but three de- 
grees below normal. 

The General Electric Co., has for 
years closely studied weather condi- 
tions. The research section of the 
merchandise department has made 


| what the United States Weather 


Bureau considers the most comprehen- 
sive weather research ever made by a 
manufacturer. 

Experience has taught the company 
that the average temperature for the 
summer has no bearing on fan sales; 
four or more consecutive days of ex- 
tremely high temperature constitute 
“good fan weather.” It would make 


. e . , ! 
no difference if the summer's average | 


were even 10 degrees below normal. 
It is the repetition of a few days of 


“unbearable” weather which drives | 


people into stores for fans. If this 
series of hot days were preceded by a 


_ period of unseasonably cold weather, 


the high temperature would be even 
more noticeable and it is logical to 
conclude that fan sales would be in- 
creased by the contrast. 


* * * 


Gentlemen Prefer Orders 

We read many articles, and we 
avoid many. Several that we do read 
lend “food for thought,” while others 
give us indigestion. It is not impos- 
sible that this little thought may be 
worthy. But, like Welsh rarebit, it 
may be tempting, ves, have a care, 
lest it be necessary to look up the 
bicarbonate of soda. Read at your 
own risk. 

Every day we go along kidding 
ourselves. Of course that’s all right. 
In fact, it’s a splendid idea. For ex- 
ample: Tonight we are scheduled to 
leave on a trip, and Oh! how we hate 
it—and that “hate” is magnified by 


the Sweet Lady's feeling. Zip! Just | 
like that we discover a most apropos | 
reason why we should stay home; why | 


tomorrow night will be just as well. 
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SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 
BOXES durability. 

Holyoke Products are: 

Regular single strand annunciator wire 

Regular twisted annunciator wire 

Multiple conductor annunciator wire 

braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 
wire 
Magnet wires 





We want jobbers who 
are not acquainted with 
our policy and our 
products to get in 
touch with us. Stock 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 


You've tried the rest 
— now use the best! SPOOLS 


The Holyoke Co., Inc. 


611 BROADWAY 
New York, N. Y. 
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SS Garages 
B28 ~ Country Clubs 
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Jobbers all over the country 
are increasing their sales with 
Herwig Fixtures. Nationally 
advertised, need no intro- 
duction. Every contractor a 
prospect. A fixture for every 
out-door purpose. Send for 
reltte catalog No. 25, 200 
illustrations for your 
salesmen. Will furnish 
electrotypes for your catalog. 


The 
Herwig Company | 


MANUFACTURERS 
Established 1908 


1753-59 Sedgwick Street 
Chicago, Illinois, U.S.A. 
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IT’S “TIME” 
TO SELL— . 


THE “‘RELIANCE’’ 
AND “‘RACINE’’ 


“RELIANCE” 


AUTOMATIC TIME SWITCH 


NOW AND ALWAYS is the 
time to sell the “Reliance” and 
the “Racine” Automatic time 
switches. They give absolutely 
reliable and dependable service. 


The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
manufacture. Every switch is 
guaranteed for one year. 





Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 
of Fire Underwriters. 





* SUAmanTEr @ 





“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes 
selling for $19.50 and $23.00 list. 


It is used for turning On and Off win- 
dow lights, sign, bill boards, apartment 


house hall light, etc. It also carries a 
year’s guarantee and is made largely of 
“Reliance” parts. 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
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We weigh carefully, both sides of the 


question, knowing before considera- | 
| 
That was | 


tion that we are not going. 
decided as we were searching for a 
reason—but our conscience makes us 
Oh! to be able to sell 
others our wares as easily as we sell 


sell ourselves. 


our conscience on the things we actu- 
ally want to do, not the things we 
should do, and that is just why I have 
this furor scribendi. 

In talking business on the Pullman 
smoker, or any other inappropriate 
place, we proudly say, throwing out 
If I 


went along selling what I wanted, 


the chest, “I love competition. 


without resistance, without the other | 


fellow doing more than his bit against 
me, it would be so monotonous, ter- 
There you are, 
At least I think so. 
I don’t care what you say, you're kid- 


ribly monotonous.” 
kidding yourself. 


ding yourself. You have sold your con- 
science on the idea that the other fel- 
low’s “making it tough for you” is a 
favor. Well, perhaps that great big 
“he” man looks at it that way, but 


give me the orders, you take the com- | 


petition. 
Now the killing arrows of dissent 
will fly. 


ned the protective hide, so I stick to 


Let them come. I have don- 


| my story. 


Cotper C. Downir, 
Baltimore Representative, 
Pass & Seymour. 

* %* * 


Porter a Vice-President of 


Splitdorf 
Porter, 


Robert W. 
manager of the Splitdorf Bethlehem 


general sales 
Electrical Co., has been elected vice- 
president in charge of sales, it is an- 
Walter 
president of the company. At the last 


nounced by Rautenstrauch, 
meeting of the board of directors, Mr. 
Rautenstrauch reported the results of 
a thorough canvass of the territory 
in which the Splitdorf company is 
10,000 


stated that commitments on 1927 busi- 


represented by dealers, and 
ness were already in advance of 1926. 


* * * 


Dubilier Organization Changes 

William Dubilier, technical director 
of the Dubilier Condenser Corp., New 
York, who organized and has headed 
the company since its inception, an- 


nounces the election of Fred D. Wil- | 


liams as president and director of 


sales, effective as of February 15. Mr. | 


Dubilier has long felt the need of ad- 
ditional executive help in the corpora- 
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Ask for the 
Tool Order! 


Here is a suggestion that will 
help you sell Oshkosh Pole 


Line Construction Tools. 


¢ 





Every time your cus 
tomer buys pole line 
material, he will need 


tools to put up his line, 


so be sure to check over 





with him the entire Osh- 
kosh Line and you will 
of tools 


find a number 





he will need. 

Check over each type of 
tool. He 
plenty of pike poles and 


may have 





| shovels, but will need 
spoons, tamping bars, digging bars, 
cant hooks, carrying hooks, or 


some other tool. 

It does not take much time 
and is productive of big re 
sults. 


wT 


You have the advantage of 
a well known and proven 
line of quality tools. Osh 
kosh Tools have been sold 
| for nearly half a century and 
have always had a wonder 
ful reputation. Work 
this point and let it help 
vou. Tell them you are so 
sure of these tools that you 
will guarantee them against 


on 





defects: that the manufac 
turer has asked you to do 
this. 


Try out these suggestions 
today or tomorrow and let 
us hear of your results. 


LEACH COMPANY 
OSHKOSH, WISCONSIN 


OSHKOSH 


CONSTRUCTION TOOLS 
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For Quick, Neat and Efficient 
Installation 
Outlet Box Type 


You can mount M-26 or T-26 
in a moment—no wires exposed 
—everything encased. Generally 
accepted throughout the U. S. 


Dongan Bell Ringing Trans- 
formers have set the standard 
for 17 years. 





M-26—8 Volt 
Equipped with knock-out for drop cord 
T-26—6, 8 and 14 Volt. 
(Built for both 8 inch and 4 inch 
outlet box.) 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


(TRANSFORMERS of MERIT for FIFTEEN YEARS / 


| tion, so that he could devote his en- 
| tire time to the development and re- 
| finement of Dubilier products. 

| W. T. Smith, vice-president of W. 
|A. Harriman & Co., Inc.,:as chair- 
| man of the board of directors, brings 
| to the company a wealth of experi- 
/ence in industrial management and 
| financial control which is invaluable. 

T. C. Hammond, who continues as 
| vice-president and general manager, 
_has had a wide experience in factory 

|and organization management. 

W. J. Smith will continue as treas- 
urer of the company, while C. H. Al- 
vord, formerly associated with the 
American Bosch Magneto Co., as su- 
perintendent of factory, will be in 
charge of production. 


* ¥*% * 
C. A. Rice Becomes 
Benedict 
C. A. Rice, general sales manager 
of the DeForest Radio Co., Jersey 
City, N. J., was married on eal, 19 
to Miss ‘Olga Bryon of New York. 
* * * 
Reddock & O’Brien Change 
Name 














The Rates are ¢ 
1. lowered Ty] 


Yi 
Y but the standards are |) 
¥ high as ever + 
Some people judge everything 
by price. They think anything 
¥ very expensive must be very y 
Y good. y 
Most people don’t. y 
Y I see that proved by public ap- 
preciation of our recently low- 
ered rates. 
We’ retrying to make the ¥ 
¥ Winton the best hotel “value” y 
y ever offered the public—and the ¥ 
public likes it. 


Winton service and comfort 
bf couldn’t be better at double the Yy 
¥ price. The beds couldn’t be b 
softer, the linen cleaner, the ¥ 
rooms airier, the staff politer if 
you paid us twice as much. 

The Winton is a good place 
4 to stop. . . good to you and good y 
¥ for your checkbook. Willyoube [yw 
my guest? 










y , J. L.Frec. Y 
President 
New Rates 
y 150etside$2. 50 y 
YT] | 100 es" 3.00 i 
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Y yatsid 
100 sie 3.50 |e 
tsid 
100 “roms 4.00 
W. Stiles Koones 
Y Manager j : eee A 
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Reddock & O’Brien, Inc., New 
York, manufacturers of lighting fix- 
tures, have changed their name to the 
O’Brien Lighting Products, Inc., 505 
~W. 125th St., New York. 

They have added a warehouse at 
72 La Salle St. to their present facil- 
ities to enable them to carry a greater 
stock for quick deliveries. 

+ * # 
Latest Trade Literature 

Standard Electric Stove Co., To- 
ledo, O.—A circular describing in 
particular the new model 4012, a 
compact kitchenette range with two 
hot plates and an oven. 


Perfeclite Co., Cleveland, O.:— 
Catalog No. 17A illustrating and de- 
scribing in full the lighting equip- 
ment which this company manufac- 
It is pocket size, making it 
when talking 


folders 


tures. 
convenient to handle 
to Three 
have issued by 


prospects. new 
also been 


pany. 


Robbins & Myers Co., 
O.—Jack Tar cutout, a 1927 dealer 
help to be used on every Robbins 
& Myers fan in dealers’ store win- 
dew display. It is intended to ride 
| the trade mark the cen- 
| ter of the guard on the fan just as 


| astride in 
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COLLYER | 


Silk and Cotton | 
ords 





Ask about our 
display rack—it 
makes the sales 


PAWTUCKET, R.T 


ColluerIngulated Wire Co. 
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this com-| 


Springfield, | 





AMAGNIFICENT NEW HOTEL 


400 Rooms with Baths 
$32 and up For One Person 
*47° and up For Two Persons 





W) EST 4 STREET 


Just East of arauieas 
Times 








Jheatrical and Shopping District 
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MICA 
COMPOSITION 
BAKELITE 
Spring or Solid 
Contact 














J. H. Parker- 


Aeolus, Inc. 
Manufacturers 
Sevice 161 Grand St., New York 
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GENERAL 
PORCELAIN CO. 


sl a 


Parkersburg G. x CO W. Virginia 


one © ore. 






Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin Type 
Insulators, Strain Insulators, 
Bushings, Electrical Fittings, 
Fuse Blocks, Switches, V. T. 
Sockets, Radio Specialties. 














The Crescent Hole Cutter 


Now in 
Demand 
by 
Contractors 
Dealers 
Wiremen 


Price $350 


Standard Discounts 
to Jobbers 





Manufactured by 
THE CRESCENT SHOPS 








1016 Crescent Hts. Blvd., Los Angeles, Cal. 














Every Business 
of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 


are used by many of America’s 
largest card users—superiority 
of engraving and_ the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
Sharp edges 
and _ general 
excellence. 


The John w. wiggins Company, 
Established 1857 
Engravers Plate Makers Die Embossers 


1157 Fullerton Ave. 
705 Peoples Gas Bldg. CHICAGO 


















Peerless Patent Book Form Cards | 


| 
| 
| 
| 
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| household range. Thirteen models il- | 


a sailor boy straddles a big gun. In- 


| 


structions on the back for the deal- | 


er. 


Benjamin Electric Mfg. Co. | 
(Crysteel Works), Chicago.—Catalog | 


302 describing the Crysteel Electric 


_lustrated. 


Robbins & Myers Co., Springfield, | 


| 
} 


|O.—Form No. 1306, called “Sale- | 
|Points and Appeals,’ dealing with | 


fans and prepared with jobber and | 
dealer salesmen in mind. 


Bryant Electric Co., Bridgeport, 


Conn.—1927 catalog, completely re- | 


vised, describing over 4,000 “Superior 





|manufactures is now being dis- 


Wiring Devices.” 
The Wadsworth Electric Mfg. Co., 
Covington, Ky.—Catalog No. 40 de- 


| seribing in full the company’s new 
|line of branch circuit fuse cabinets 
| both in the flush and surface type | 
|mountings. Also supplement No. 13, 


superseding supplement No. 6, on 


sealed service fuse switches. 


Crouse-Hinds Co., Syracuse, N. 


Y.—Catalog No. 2100, January 1, | 
1927, describing in complete detail | 
| the new “Obround” line of condulets, 


with a series of pictorial illustrations 
showing every step in their applica- 
tion. 

Edwin L. Wiegand Co., 422 First 
Ave., Pittsburgh—A folder describ- 


ing the new “Chromalox’’ heating | 
unit of the high speed type, which 


is made especially for electric ranges. 
Can be used wherever a flat surface 
hot plate is required. 


Trumbull Electric Mfg. Co., Plain- 


ville, Conn.— Bulletin No. 7 supersed- 


ing all former listings of safety | 


switches and panel boards. Also in- 


cludes revised listing of residence and | 


unit panels. Effective March 1, 1927. | 


The Robbins & Myers Co., Spring- 
field, O.—Domestic catalog No. 1301 
on all types of fans this company 





tributed. It contains illustrations, | 
descriptive matter and prices not only | 
on the fans but also on the repair | 
parts. The company has also issue -d | 
a “dealer-help” book illustrating and | 
outlining the advertising, sales, and | 


| display material available to the | 


dealer handling Robbins & Myers | 
Fans in 1927. 
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Wrigley Toggle Bolts 


S ‘“Wrigley 
DEC 3,!901 For Quality”’ 


Made of heavier 






= - 

o =5 gauge steel. 

” zo 

*£ | Can be put through 
ce z- smaller holes than 
oO ze . 

” =s the ordinary toggle 
a al bolt. 

S 

= Fist Toggle Bolt 


made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, III. 














Y AGER’S 
Soldering 
Salts — Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 


priced reasonably. 


ALEX. R. BENSON., Inc. 
Hudson, N. Y. 




















Universal Fuse and 
Circuit Tester 


Shocks, burns and loss of time 
) never occur with the Universal, 
EVERY 
Electrician 
Building Engineer 
Trouble Man 
Meter Man 
Motor Man 
Line Man 
Inspector 
SHOULD 
CARRY ONE 
Fully Guaranteed 
Lessens the hazard of 
every electrical worker. 
Tests A.C. or D.C. 110 to 
600 volts. Retail, $5.00. 
ELECTRIC TESTER 
MFG. CO 
346 Sherlock Bldg. 
Portland, Oregon 
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‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 





Every Jobber’s Salesman 
who has ever listened to 
and learned the V. V. story, 
enthusiastically sells the line 
with profit to himself, his 
house and his customer. To 
know V. V. Fittings is to 
sell them. 


Every Jobber Saves and 
Makes Money with theV.V. Idea 
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V. V. FITTINGS CO. 


705-15 Cherry St. Philadelphia, Pa. 


710 W. Jackson Blvd. 50 Church St. 
i532 Chicago New York 
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“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 
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Help 
Wanted? 





1 
na 


29 years in business 


Ss 


taught us the necessity of as 


sisting the jobbers’ 
every way possible in order t 


-ure the maximum in satis 


factory results. During 


salesmen in 


) 


this 


time we have built up an or- 


of direct 


Representatives 


ganization 


Facte Ty 


strategically 


located to give you any help 





you need—from selling to 
stock. Their addresses are as 
follows: 
New York City, *Cleveland, Ohio 
16 Hudson St. 1531 W. 25th St 
Louisville, Ky. St. Louis, Mo 
307 Keller Bldg 610 Louderman 
Building 
*Chicago, Ill 
15 S. Clinton St Detroit, Mich 
316 E. Jefferson 
Omaha, Nebr Avenue 
304 Baum Bldg 
Minneapolis, Minr 
*Denver, Colo. 1017 Lumber Ex 
2356 Blake St. hange Bldg 
*Los Angeles, Cal *San Francisco, Cal. 
1111 Wall Se. S 
*Boston, Mass 
48 Binney St S. 
*Warehouse Stock 
Do not hesitate to call upon 


these offices for help 


HEINEMANN 
ELECTRIC CO. 


PHILADELPHIA, PA. 
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the Smallest to the 





C) Biggest Dealers 
rR Complete Satisfaction— 
NY" 
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NEED WE SAY MORE— 


BRIGHT STAR 


< Radio Batteries & Flashlights” > 


Supreme LON CE 2F In Every Test 
Hoboken, N. J. San Francisco, Cal. 























Chicago, Iil. 















































Strength of a thousand giants— 


harnessed by a fragile wire 


ut of the ship’s busy hold, gripped by the electromagnet, a 30-ton 
casting is swung ashore. 


Suppose, as that enormous tonnage swings aloft, the insulation fails— 
the current stops. . .. Down drops the weight, mangles helpless men 
—rips out the bottom of the ship, like a bullet crashing through an egg. 


Where power means life, it dare not fail! 


If It Passes Our Tests—It’s Perfect 


Every bit of Triangle wiring material is made on the principle that it 
must be worthy of a life-or-death job, no matter what it may be 
designed to do. This standard is maintained by a super-vigilant test 
and check system, kept constantly in action. 


Why Your Jobber Can Give 


Service on Triangle Goods 


On truck, train, and steamer, always by the fastest route, Triangle 
materials are daily on their way to keep appointments with the trade. 
Deliveries can be—and are—made when wanted. 


TRIANGLE CONDUIT CoO.,, INc. 
General Offices: Dry Harbor Road and Cooper Ave., Brooklyn, N. Y. 
Factories : Brooklyn—Chicago—Butler. Pa. 

In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 





“Making it easier 
for the Contractor’’ 


seers onset 





Strip Armored 
Cable the New, 
Easy Way 


(UA 
/ 2 ie . a y 


As quickly as you can say “One— 
two!” the Triangle Armored Cable 
Tool cuts and strips armor. No more 
risk of butchering cable, conductors, 
or fingers, as with hacksaw. This 
neat-working tool can’t possibly 
scratch the insulation of the wires. 
Good for 10,000 cuts without change 
of blade. Weighs only 2 lbs.; 11 


inches long. 


Other Triangle 


Products 
ARMORED “TRIEX” 
CONDUCTORS Non-Metallic 
(Round and Flat) Sheathed Cable) 
FLEXIBLE 
STEEL CONDUIT RUBBER 
ss COVERED 
NON-METALLIC = LEAD-ENCASED 
FLEXIBLE WIRE 
CONDUIT 
RUBBER RIGID STEEL 
COVERED CONDUIT 
WIRE (Enameled and Gale 
(Code, Intermediate, vanized, Elbows 
30% Para) and Couplings) 
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success 


Wakefield 


OFFICE LIGHTING UNIT 





The new Wakefield “Red Spot” Office Lighting Unit, No. 101, 
embodies features of illuminating design which make it, without ques- 


tion, the most desirable equipment available for this specific class of 
service. 








The quality of illumination is so far superior to that resulting from 
ordinary enclosing glassware, and the efficiency is so much greater 
than that of any totally indirect unit, that the lighting contractor 
demonstrating this new “Red Spot” will find himself far in advance 
of any present-day competition. 
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